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It is a stubborn fact, 
not polite fiction, that a 
Kewanee will stay on the 
job longer and produce 
more heat with less fuel 4 
than any other boiler 
known. And that quality, 
rather than first cost, is 
the thing that makes a 
boiler truly economical. 


KEWANEE 


BoILER CORPORATION 


division of American Radiator 
& Standard Sanitary Corporation 


KEWANEE, ILLINOIS 


MEMBER OF STEEL HEATING BOILER INSTITUTE 


Branches in Principal Cities 


DOMESTIC ENGINEERING 


THE FIRST STEP IN ECONOMY 
IS TO SELECT A KEWANEE 


No matter what the size of building there is a Kewanee 
just right for the job. And each correctly chosen Kewanee 
has proved itself to be the lowest priced boiler in the world 
to own and operate. 

Every Kewanee is built of the finest steel plate money can 
buy; by the most skillful boiler makers, working with the 
most up-to-date equipment; according to designs which 
each of our 65 years’ experience has shown to be right. 
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a Frost-Prootf 


Closet oe 8@ ®@ 


More than half a million 

in use and theyre still 

selling strong ... are 

you selling your share? ) 
We'll help you to sell 
with literature im- 
printed with your name Q 


and address. It will be 


sent promptly... tell us 


‘7 


how many folders, 


blotters and stickers. 








NUMBER ONE VOGEL 


JOSEPH A. VOGEL COM PANY FROST-PROOF CLOSET 


Wilmington, Del. St. Louis. Mo. More than 500,000 in use 


Frost-Proof PRODUCTS 
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average 
just 

the four 
tallest 


men. 


And 
another way 
to keep 
the average 
high 

is to give 
all the 
short ones 
leave of 
absence 
while the 
average 
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An average 
is reliable 
and 
useful 
only 
when 
you 

are 
certain 
that 

it 
includes 
all 

the 
factors 
that 

it 

should ... 
“all 
present 
or 
accounted 
for” 


And 

especially 

1S 

this 

true 

in 

judging 

heating 

system 

steam 

consumption 

figures. 

There are no less than forty-five sepa- 
rate variable factors that may affect 
the steam consumption of any heating 
system. To allow any one of them 
to be overlooked, forgotten or disre- 


garded may lead to faulty conclusion 
or false decision. 


We have prepared a “check-list” of 
these 45 variable factors to help you 
check your steam consumption figures 
and estimates. Write for one or 
more copies. We will be glad to send 
them gratis to anybody. 


Engineers, architects and heating con- 
tractors will find the related subjects 
of heating steam consumption analy- 
sis, estimating and heating cost ac- 














counting, as presented by Warren 


Webster & Company, of vital interest. 


A request for further details will 
bring a Webster steam heating 


specialist to discuss this _ vitally 
important subject. 


A Heating System for Every 
Need and Every Purpose 


Heating requirements vary so widely 
that no one type of heating system 
can be expected to provide the great- 
est return on the dollar invested in 
the heating equipment for all types 
and sizes of buildings. Realizing this, 
Warren Webster & Company have 
consistently developed an_ entire 
group of Webster Systems of steam 
heating to provide a heating system 
for every need and every purpose. 
Webster MODERATOR System 
provides “Controlled - by ~- the- 
Weather” heating and makes possible 
new methods of operation and new 
standards of economy. Can be ap- 
plied to any existing steam heating 
system of sufficient size. 
IMPROVED Webster Vacuum Sys- 
tem provides distribution balanced 
from the start—the supply of steam 
to each radiator is so equalized that 
all radiators get steam at the same 
time and in substantially the same 
proportion, regardless of distance 
from the boiler. May be supple- 
mented by HYLO Vacuum Variator, 
permitting manual control by build- 
ing operator. Applicable to new or 
existing installations. 

IMPROVED Type “R” System for 
residences and larger buildings as well, 
combines advantages of steam heating 
with advantages of hot water, but 
without limitations. Meets fully the 
operating requirements of newer 
fuels, newer types of radiation and 
newer thermostatic controls. Also 
provides better-than-ever heating serv- 
ice with old radiation and old con- 
trols. 

Full details of any or all of these 
systems will be furnished on request. 
Warren Webster & Company, Camden,N.J. 


Pioneers of the Vacuum System of Steam Heating 
Branches in 60 Principal U. S. Cities 
Darling Bros., Ltd., Montreal, Canada 


~ since [888 







Systems of 
Steam Heating 


a Il 57a 


> This is one of a series of advertisements discussing the factors affecting heating steam consumption. The purpose of the series is to call 
attention to the methods of heating steam consumption analysis, estimate and heating cost accounting developed by Warren Webster 
‘* Company to provide a reliable basis for comparing heating system efficiency. Actual detailed facts and figures of steam consumption 


of a number of Webster Systems of Steam Heating, prepared in accordance with these methods, are available for your examination. 















































ee 





1 BR AYZY5) | DTT YS) bE T 


oo plan sponsored by Domestic ENGINEERING for regaining gas appliance sales for the plumbing and heating 


dealer has won a quick response from the industry, and because of that and for your Lalor 
Your ’ 


” (CuEK for $2.00 enclosed for renewal of my sub- 
scription for another year. Can't do without 


DOMESTIC ENGINEERING.’—Sam Fox. 


Protection, Kans. 


information we are reprinting the plan on page 36 in this issue. 


— Wwe 


were literally hundreds of different plans being 


launched this national program there 


tried out all over the country. In some few places the 
utility company was offering real co-operation to the 


dealer, but in the majority of cases the co-operation of- 





tered was not of the type that would actually benefit | 
HE AUTOMATIC HEAT section 
this time contains many valuable 
articles dealing with the sale and in- 
stallation of automatic heating 
equipment. In this section, Charles 
L. Miller gives a complete plan for 


either the plumbing and heating dealer or the utility. 
The Domestic I-ENGINEERING co-operative plan con- 
tains only the best features of all these other plans that 


have been suggested and tried out. P. W. Donoghue, 


president of the National Association of Master stoker sales that contains many help- 
Plumbers, after studying our program, writes us to urge ful suggestions for the heating 


dealer. Another article tells what 
several Eastern contractors are doing 
in selling gas conversion jobs. In 
addition there is an article entitled 
“An Efficient Management System 
for Oil Burner Selling,” and another 
called “Stoker-Fired Boilers Con- 
nected for Efficiency.”’ 


that it be studied by every plumbing and heating dealer 
and utility company official in the country. 
N DRAWING up the program for the 
recent convention of the Central Supply 
Association, provision was made for a 
thorough analysis and discussion of three 
major problems—distribution, credit and 
the trade practice movement. P. W. 4/ 
Lonoghue, president of the master plumb- 
ers national organization, told of a survey 
made by his group which revealed an in- 
crease in direct-to-you competition. He said 
that this, coupled with the loose credit meth- 





LEEDER Connections—When the Ceiling Is Low” 
is the title of a highly practical technical article 
which commences on page 75 of this issue. The author 
is Earl Brown, a man thoroughly familiar with the sub- 
ject in hand. He describes a job where the boiler room 


ods of wholesalers, is a menace to the in- 
dustry. [he study of these three important 
subjects, together with the suggestions that 
came out of the wholesalers and manufac- 
turers divisional meetings, made the conven- 
tion one of the most successful ever held. 
The convention report and Mr. Donoghue’s 
address appear in this issue 





N THE Plumbing and Heating Merchandising 


tion in this issue are three stories of contractor 
dealers who have made a determined effort to prove 
their merchandising ability by concentrating on this 


phase of their businesses. One of these dealers has been 
particularly successful in selling automatic water heat- 
ers. Another remodeled the plumbing and heating in an 
apartment building which had twenty-five empty flats. 
Almost immediately twenty-two of them were rented. 
The other story describes a modernization program 
which brought business to several contractors. 





ceiling height was so low that there was only room 
enough to install a close nipple and an elbow on top of 
the boiler. This of course was an extreme condition, 
and Mr. Brown tells how it was possible to install a 
reasonably good bleeder connection under the conditions 
that prevailed. You can’t tell when you will run across 
the very same kind of a job and a little time spent study- 


ing this article may well repay you at some future time 


N THE next issue an article will ap- 
| pear entitled ‘‘In the Small Industrial 
Plant.’’ It is an outline of the remodel- 
ing opportunities that exist for plumb- 
ing and heating contractors in the hun- 
dreds upon hundreds of small manu- 
facturing plants in this country. The 
contractor who can show the owner of 
a plant how more efficient operation 
can be secured stands a splendid chance 
of getting a job. The article gives sev- 
eral actual examples of what has been 
accomplished along this line. 





The man who is so busy that he does not have time to read his trade paper is like the 
man who was so busy chopping wood that he did not have time to sharpen his axe. 
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You Can Depend on a 


STOKES 


HARD RUBBER FLOAT 









Look for the 


Standard Oval 
and Round 
Floats 





Mark of Quality 


uniformit 


Moulders 


means Since 1897 


Dependability in the PRODUCT! 


STOKES HARD RUBBER FLOATS are HARD RUBBER FLOATS yield a profit 
built to a standard of absolute precision. because they are not so highly competitive 
ALL Stokes Floats are equally high grade. as copper floats. -If you ask your customer 

They are practically unbreakable — can to let you put in a STOKES Float, you are 


never rust or corrode, and are not affected offering something different and better than 
by any water or acid condition. They will your competitor. It stamps you as a mer- 
last indefinitely and may be guaranteed for chant who has his customer's interest at 
the life of the tank. heart—and in this direction lies success! 
HARD RUBBER IN EVERY CONCEIVABLE FORM — MOULDERS OF PLASTICS 





to carry in stock a supply of 


HARD RUBBER FLOATS made by 





Trenton N. J. 
Canadian Plant: Welland, Ont. 
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HERE IS A REAL INVESTMENT 


MYERS 
WATER CONVENIENCES 


SOLVE HOME AND FARM TROUBLES 














The call of modern water facilities for country 
homes and farms is the call to activity for dealers 
who serve this market. Modern equipment is the 
key to improved living conditions and increased 
profits. Water at the turn of a faucet for household 
purposes, for irrigation, for stock watering, for 
sprinkling and for other uses saves more time and 
hard labor and offers greater protection for the home, 
stock and crops than other modern improvements. 


Where rural electrification has penetrated—where 
farm power and electric light plants are serving— 
where the gasoline engine is on the job—there is a 
Myers Self-Oiling Power Pump or Water System for 
the purpose. They reach this market in its entirety 

and dealers who are actively engaged in the 

pump or water system field will find the Myers 


Line complete, nationally advertised and thor- 
oughly dependable. 


The important Fall Selling Season is here. 
Let's have your inquiry by mail or by wire. 


PUMPS-WATER SYSTEMS - HAY TOOLS -DOOR HANGERS 


mm FL.E,MYERS & BRO.SE?. 


m ASHLAND, OHIO. 
Manufacturers for over MYERS HONOR-SILT PUMPS 
WATER SVSTERNS MAY me gna UNLOADING TOOLS - fr iS om con 


NGERS- STORE LA “Etc. 
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Concentrate on “All-American” heating equipment 
—American Radiator boilers, radiators, radiator en- 
closures and accessories. Then, you can give people 
what they want—-a complete heating plant with a 
single manufacturer responsible for every part. No 
need to spend the time and effort selling the products 
of several manufacturers with divided responsibility 
for the successful operation of the heating plant 





LISTEN to 
the ARCO ad 
Dramatic 


Musicale 
Every Thur. 9 P.M. 


Eastern Standard Time 
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when you can give undivided, responsibility with 
All-American’ > he ‘ating equipment. 

Let the best-known name in heating— American 
Radiator—identify each and every part of the heating 
plant you sell. Point out to your prospects that one 
manufacturer stands square ly be hind every part 
of the complete “All-American” heating plant you 
install. It will help you close sales, save you time 
and bring you greater profits. 


Write today for the convenient way of selling ® 
American Radiator products on time payments. 


AMERICAN RADIATOR COMPANY 











WEAF Network 











40 WEST 40th STREET, NEW YORK CITY 





Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
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Announcing Two More 


SYLPHON AUTOMATIC RADIATOR VALVES 
FOR CONCEALED AND EXPOSED RADIATION 














; a. 
| * 


ian 







































































With Automatic Room Temperature 
Control growing in favor by leaps and 
bounds, the Fulton Sylphon Laboratory 
announces outstanding further additions 
to the Sylphon lineman exclusive type of 
two-bulb balanced heat control for enclosed 
radiators and convector heaters, and a 
new type representing further refinements 
in appearance and action for control of 


ex posed radiation. 


As pioneers, leaders in the design and 
manufacture of temperature, controlling 
devices with years of laboratory work 
and actual service experience in individual 
room temperature control—such an 
announcement by the Fulton Sylphon 


(‘ompany carries unusual weight. 


Don't fail to investigate before installing 
any other automatic temperature control 
system, in office buildings, apartments, 


hotels, hospitals, stores, schools or large 


Offering the same advantages as other 
Sylphon Automatic Radiator Valves — 
the same superior accuracy of perform- 
ance—no complicated piping, wiring or 
electrical connections—these Sylphon 
valves are self-contained, self-powered, 
self-reliant thermostatic valves—fool- 
proof, durable, long-lived, require no 
attention. They merely replace ordinary 
old-fashioned radiator valves—any steam 


fitter can install. 


Here is your opportunity to offer improved 
individual room temperature control 
equipment that is at least one year ahead 
of the procession—for plans were purpose- 
ly announced too late for attempts at 


duplication by competitors. 


Write or wire for further information to- 
day. Ask for advance Bulletin No. VD-255, 
or ask for a representative to call. Do 
it today. Get the real profits out of this 


heating season. 








FULTON SYLPHON (0. 


KNOXVILLE. 


TENN.,U.S.A. 





European Representatives, Crosby Valve and Eng. Co., Ltd., 41-2 
Foley St., London, W. I., Eng.; Canadian Representatives, Darling 
Bros., Led., 140 Prince St., Montreal, Quebec, Canada 


REPRESENTATIVES IN ALL PRINCIPAL CITIES IN U.S.A. 


TEMPERATURE 
CONTROL 








-An UNBROKEN 
SOLDER RING 


is conclusive, visual 




















evidence of a 


leak-proof joint 


FTER a Mueller patented joint is heated 


to the proper temperature with a blow 





torch, solder is introduced into the feed hole 
in the fitting. Almost immediately the never- 
filling phenomenon of capillary attraction dis- 
tributes it quickly and evenly over the entire 
area between the pipe and the fitting. The 
irst indication that this solder film has bonded 
these two surfaces is the appearance of a ring 
of tiny, dark green bubbles around the pipe 
at its junction with the fitting. This is the hot 
fux, which is being forced out of the space 
between the pipe and the fitting by the en- 
trance of the solder. Wipe off these bubbles 


Mueller Brass Co. 


PORT HURON, MICHIGAN 


MUELLER BRASS CO. OF CANADA, LTD. 
TORONTO, ONT. 








Three Generations of Brass Making 
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and a ring of bright solder can be seen be- 


neath them. 


This is a visual and never-failing proof that 
a tight and perfect joint has been made 
Such a joint is stronger than the pipe itself 
Expansion will not work it loose. Rust cannot 


corrode it. Vibration cannot make it leak 


If you are not thoroughly familiar with this . 


patented joint, consult your jobber or write 


for our catalog. 


Mueller STREAMLINE fittings are furnishec 


in full range and in sizes of %4 in. to 6 in 


inclusive. 


| 
| 
| 
| 
| 
| 








Sherwood 
Ball Cocks 


will sell 
more 
pottery 














AKE Sherwood's tip, sell re- 
modeling USING Sherwood Ball Cocks 
to get you “in, to the bigger orders 
of pottery and other things you have 
to sell. 


Sherwoods take all the whistling and 
gurgling out of closet tanks. They 
stop expensive leaks and they close 
against any city water pressure. 


No matter where you re located, 
Sherwood Ball Cocks will meet the 
water conditions. For localities where 
water conditions are out of the or- 


dinary, just ask your jobber to get 


you the Sherwood (Alexoid) Red 
Band Ball Cock. 


Take a Sherwood and make calls upon 
your customers and prospects and 


































“The Difference 
Between An Old 
House and a New 
Onels Plumbing” 


explain why their closet tanks are 
Noisy and how easily and econ- 
omically Sherwood Ball Cocks over- 
come this annoyance. 


When youre in the house, youll be 
able to suggest new closet combina- 
tions, new lavatories, tubs and sinks; 
new brass goods, toilet seats and 
heating equipment. 


Take Sherwood s tip. Start now. 


Order Sherwoods from your jobber, 
Make calls. 


Sell remodeling. 


SHERWOOD BRASS WORKS 


JEFFERSON AND MT. ELLIOTT AVES. 


DETROIT, MICHIGAN 


REPRESENTATIVES 
J. A. Riordan Co. (Inc.) 1600 E. 7th St., Los Angeles — 303 Colman Bldg., Seattle — 955 Bryant St., San Francisco 


E. S. Thompson, 2401 Chestnut St., Philadelphia 
tred S. Wilsey, Plymouth Bldg., Minneapolis 


Fred G. Hoffman, 831 Edgewood Ave., Trenton, N. J. 
Geo. W. Smith Co., 348 W. Penn Pl., Pittsburgh 
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The One and Only Modulating Valve 


externally adjustable to any sized radiator .. . 


There's no guesswork nor wasted time 
in “balancing up’’a Hoffman Controlled 
Heat System. Vapor flow is quickly and 
easily adjusted to any sized radiator by 


the No. 7 Hoffman Modulating Valve. 


Only this valve has the patented 
Hoffman Sleeve, which is adjusted 
externally and visibly. Just loosening a 
lock nut and turning the graduated dial 
enables you to establish an _ orifice 
of exactly the right size for any radiator. Then 
tighten the nut and the job is done—in a moment. 
Every radiator, regardless of size and distance from 
the boiler, heats quickly and evenly. 








Here is a remarkable time and money saver. You 
need not break connections — take valves apart — nor 
wait for radiators to cool. Regulation can be made 


with steam pressure on. The No. 7 Hoffman Mod- 
ulating Valve may, of course, be applied with the 
same balancing advantages, to any vapor-vacuum 
job. It is adaptable to radiators up to 200 square 
feet of radiation. 


Hoffman Controlled Heat is ever increasing in 
popularity as the ideal heating system for either 
homes, apartments or office buildings. A _ finger’s 
touch on the lever of the Modulating Valve regulates 
room temperature to suit the occupant — without 
effect on other rooms. It is automatic—economical— 
delivering ample heat on only ounces of steam pressure. 


Write for our catalog. It is a handy reference con- 
taining full information on Hoffman Controlled Heat, 
Hoffman Venting Valves and Hoffman- Economy 
Pumps. Hoffman Specialty Company, Inc., Dept. 
RX-75, Waterbury, Conn. 


HOFFMAN Controlled. HEAL 













that’s what 
dealers say of 


BROWN & BROTHERS 
COPPER BOILERS 






WENTY YEARS ... twenty-five ... forty! The 

experience of many plumbing and heating 
contractors proves that Brown & Brothers Copper 
Boilers are lasting ... trouble-free... satisfy owners. 
Read what these successful contractors say about 
this quality range boiler: 


“We have been installing Brown & Brothers Seam- 
less Drawn Copper Range Boilers for over forty years 
and have yet to find the first complaint against them.”’ 

—P.F. & M. T. Howley, Inc., Scranton, Pa. 


‘“[ have used a number of Brown & Brothers Copper 
Range Boilers and have yet to find trouble from any 
installed. I'm sold on Brown & Brothers.” 


—J. Ezra Conklin, Tuxedo Park, N. Y. 


“Brown & Brothers Boilers are giving the same 
good service today as when first installed at the begin- 
ning of our business 25 years ago.”’ 


—James F. Arthur Co., Dickson City, Pa. 


Brown & Brothers Copper Boilers—a product 
of the highest quality since 1876—now 
made by The American Brass Company, are 






available in capacities of from 30 to 200 gallons 
at reduced prices. Your plumbing supply house 
can fill your orders on short notice. The American 
Brass Company, General Offices: Waterbury,Conn. 
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OOD as new after over 40 years 
of service! Brown & Brothers Seamless 
Drawn Copper Boilers are now made 
only from extra heavy gauge Anaconda 
Copper. Extra strength where the two 
seamless shells join, extra heavy heads 
and bottoms and spud connections of 
advanced design contribute to the 
dependability of Brown & Brothers 
Boilers. 








MADE OF TWO SHELLS OF ANACONDA COPPER 
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NYE’S 
DIE- 





JEST 





Published in the interest of Progressive Plumbers and 
Steamfittersandincidentally inthe interestofthe N.1.&M.W. 





Vol. 1. No. 8 Price: One Order 





Me and Mr. Gandhi 
Friends: 
I don’t know much about this man Gandhi, although 
if any man’s life is an open book, it certainly is his. Mr. 


Gandhi is the answer to what’s the matter with the 
clothing business. 


To know about Mr. Gandhi, you don’t have to read 
what he says, but only look at his pictures. They tell you 
practically everything there is to tell and that isn’t so 
very much. 


Sometimes I wonder how he got that way. Probably 
he used to live at a one-bathroom boarding-house, and he 
wanted to be all set to dash in whenever the other fellow 
came out, if he ever did. 


I know I wouldn’t go around that way. I’m hard 
enough to resist as it is. I know I wouldn't go about that 
way if I was Gandhi. I've lost more meat lately landing 
one order than Gandhi weighs altogether. 


And I know I wouldn’t go around that way with 
winter coming on. Mr. Gandhi may find it all right in 
summer in India, but he will find it all wrong in winter 
in England. I'd like to take him up to Duluth about 
New Year. 


Maybe he wants to show people that he has nothing 
to conceal. If a man wants to go around looking like 
what Mother Hubbard found when she went to the cup- 
board, that’s his business, of course. 


And, speaking of business, making and selling pipe- 
tools is our business. When the next job comes in, don’t 
get caught like Mr. Gandhi with nothing but your shirt. 
Don’t be short of tools. 


Like Mr. Gandhi and the bathroom, you don’t want 
to wait. And, remember, you can’t do a good job with 
poor tools. You can’t make a profit wasting time. What 
Mr. Gandhi needs is underwear. What you need is Nye 
Tools. 


Yours for humanity, especially plumbers, 


jug 9 "Ye 


Otherwise known as The Nye Tool & Machine Works 








The New Nye Die 





with Threaded Throat 


We've been making dies for a mighty long 
time, but never has a Nye Die had such a 
reception as this 1931 model with the threaded 
throat. Now the reason for this improvement 
is that as soon as the die is placed on the pipe 
it is perfectly balanced—takes hold instantly 
starting smoothly, almost automatically. It 
makes the cleanest, easiest thread you ever 
saw without any of the usual back-breaking 
effort that wears out the journeyman. Ask 
your jobber for Nye Dies with the threaded 
throat. 


“TRIAD” Stock-Ratchet Type 


ooo ® ® 





PATENT PENDING 





Completely assembled or taken apart by hand 
—no screws or screw-drivers necessary. Fully 
equipped with Nye solid round dies. Held in 
place by two stationary pins built into the die 
heads to prevent them turning; locked in by a 
threaded die head cap which is easily removed 
by a few right-hand turns. Dies may be 
reversed in die holder to thread close nipples, 
special bushings being provided with each 
stock for this purpose. Sold on 10-days’ free 
trial. Order one today. 





THE NYE TOOL & MACHINE WORKS 


Manufacturers of High Grade Pipe Tools 
4120-30 Fullerton Ave. > » Chicago, Ill. 














© 1931 
T. H. N. Corp. 


THE HERMAN 


ERMAN 
NELSON 


Invisible 


RADIATOR 


The Herman Nelson Corporation are makers 

of the Univent System of Ventilation, the 

Her-Nel-Co System of Ventilation, the Herman 

Nelson Invisible Radiator, the Herman Nelson 

hi Jet Heater, and other heating and ventilat- 
ing equipment. 
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More and more, builders of homes, hotels, apartment and office 
buildings are turning to the Herman Nelson Invisible Radia- 
tor as the totally practical answer to their radiator problem. 


Here is a radiator not only small enough to fit within the wall 
but sturdy enough to last the life of the building. 


The Herman Nelson Invisible Radiator comes completely 
equipped with sturdy steel case, graduating damper and 
choice of six outlet grilles. For larger and taller buildings, 
where access to control valves is required, the radiator is fur- 
nished with a special removable panel. 


Let the Herman Nelson Invisible Radiator help you get 
profitable quality contracts. Write for our engineering data 
book and full information. 


A HERMAN NELSON PRODUCT 


Factory at Moline, Illinois - Sales and Service Offices in all Principal Cities 


BELFAST, ME. SCRANTON GRAND RAPIDS DES MOINES MIAMI SAN FRANCISCO 
BOSTON KINGSTON, PA. SAGINAW, MICH. MILWAUKEE DALLAS LOS ANGELES 
SPRINGFIELD,MASS. HARRISBURG DETROIT APPLETON, WIS. OMAHA VANCOUVER, B. 
PROVIDENCE, B®. I. PITTSBURGH CLEVELAND MINNEAPOLIS EMPORIA, KAN. TORONTO, ONT 
HARTFORD, CONN. JOHNSTOWN, PA. COLUMBUS DULUTH KANSAS CITY WINNIPEG, MAN 
NEW YORK CITY ALLENTOWN, PA. CINCINNATI ST. LOUIS DENVER CALGARY. ALTA. 
SYRACUSE ERIE, PA. TOLEDO BIRMINGHAM SALT LAKE CITY LONDON 
ALBANY WHEELING, W. VA. INDIANAPOLIS NASHVILLE BUTTE, MONT. OSLO 
ROCHESTER WASHINGTON, D. C. EVANSVILLE, IND. CHATTANOOGA SPOKANE MELBOURNE 
BUFFALO BALTIMORE, MD CHICAGO MEMPHIS PORTLAND, ORE. TOKIO, OSAKA 
PHILADELPHIA CHARLOTTE, N. C. PEORIA, ILL. NEW ORLEANS SEATTLE BUENOS AIRES 
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Yo UNGSTOWN 
FOR PROFITABLE INSTALLATION 


A steam system in 
which Youngstown 
steel pipe again 
proved its ease 
of installation. 








DISTRICT SALES OFFICES 


ATLANTA : : - Healey Building 
BOSTON - +++: +> Chamber of 


Commerce Building 
BUFFALO: Liberty Bank Building 
CHICAGO :: - Conway Building 
CINCINNATI: Union Trust Bldg. 
CLEVELAND:Term’|TowerBldg. 
DALLAS - -- Magnolia Building 
DENVER - Continental Oil Bidg. 
DETROIT : - - - Fisher Building 


KANSAS CITY, MO. - Commerce 
Building 


LOSANGELES:-3000Santa Fe Ave. 
MEMPHIS - - - - 42 Keel Avenue 
MINNEAPOLIS :« - Andrus Bldg. 
NEW ORLEANS : Hibernia Bldg. 
NEW YORK :- - 30 Church Srreet, 
Hudson Terminal Building 
PHILADELPHIA : Franklin Trust 
Building 
PITTSBURGH - Oliver Building 
SAN FRANCISCO :-: - 55 New 
Montgomery Street 
SEATTLE : - - - Central Building 
ST. LOUIS - - - Louderman Bldg. 
YOUNGSTOWN =: - Stambaugh 
Building 
LONDON REPRESENTATIVE 


The Youngstown Steel Products 
Company, Dashwood House, Old 
Broad Street, London, FE. C. Eng. 


GALVANIZED 
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I" EASE of installation and endurance, no steel pipe 
can offer more than Youngstown, whether used 
for plumbing systems, heating systems, sprinkler 
systems or refrigeration systems. ® Contractors have 
proved its ease of installation to their own satisfac- 
tion, while decades of service have demonstrated its 
strength and durability. Use Youngstown steel pipe 
on your next job and check its merits for yourself. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper-steel, under the well-known and established trade name ‘‘Copperoid’’ 


General Offices—YOUNGSTOWN, OHIO 


YOUNGSTOWN 


SHEETS PROTECT: SAVE WITH STEEL 








NSTALLING equipment of 
recognized merit builds good 
will and enhances your reputa- 
tion forintegrity. It assures satis- 
faction to your customers and 
means fewerservicecallsforyou. 


That is why, when the job calls 
for a condensation pump, you 
should install a Jennings Pump. 


The Jennings Condensation 
Pump is a sturdy, compact unit 
combining pump and driving 
motor in a single assembly. 
The pump impeller is mounted 


on a short extension of the 
motor shaft. No flexible coup- 
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uild Good Will 
with Jennings Pumps 


ling is employed. A rigid bracket 
supports the motor and assures 
permanent alignment indepen- 
dent of the base. Worthy of 
bearing the Nash mark of qual- 
ity, this pump is designed and 
constructed for long, depend- 
able operation. 


For full information on Jen- 
nings Condensation Pumps, 
write for Bulletin 99. 


November 14, 1931 


Jennings Condensation Pumps are furnished 
in capacities of 4 to 200 g.p.m., for serving 
up to 150,000 sq. ft. equivalent direct radi- 
ation. Discharge pressures up to 60 |bs. 


VACUUM PUMPS AND COMPRESSORS FOR 
AIR AND GAS + »* RETURN LINE AND 
AIR LINE VACUUM STEAM HEATING 
PUMPS + + CONDENSATION PUMPS 
+ » FLAT BOX PUMPS + » CENTRIF- 
UGAL PUMPS » »* SUCTION (SELF- 
PRIMING) CENTRIFUGAL PUMPS »* »* 
SUMP PUMPS »* ~ SEWAGE PUMPS 
» »* PNEUMATIC SEWAGE EJECTORS 


NASH ENGINEERING COMPANY, 41 WILSON ROAD, SOUTH NORWALK, CONN. 














: Jennings Pumps 
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Outstanding 
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Outstanding Today 


Twenty years ago the Davis-Bournonville torch pictured 
above was an outstanding and preferred welding tool— 
But what a contrast to the modern style 9800 Airco- 
Davis-Bournonville welding torch of today! 


Examine this latest Airco product. You will like the 
tibbed handle which affords a positive gripping surface 
without harshness to the hand. You will not require a 
wrench to change its tips. 


Needle valve leakage annoyances are reduced to mini- 
mum by a stainless steel ball seat. One piece copper tips 
of swaged design are available in either the bulbous or 
long flame characteristic. 


Any Airco District Office will be glad to show you this 
torch. Phone or write. 


Price with 5 tips and wrench... . $25.00 











Airco Offices A 7 R ai te iy 4 i 
wie aac ir heduction Sales 
Bettendorf, le. Detroit Philadelphia 
Birmingham Jersey City Pittsburgh q 
ee Pei, ompany 
— a —s Sin Lincoln Building, E. 42nd St., New York 
Charlotte Louisville Seattle : 

Chicago Milwaukee Shreveport, Le. == 

Cincinnati Minneapolis Louis Al : 

Cleveland New Orleans Wheeling 

Represented in Texes by Magnolia Alrco Ges Airco Oxygen—Airco Acetylene —Airco-Davis-Bournonville Welding 


Prodects Co., Houston, Beaumont, El Peso, Ft. 
Worth and Sen Antonio. and Cutting Apparatus—Supplies—Airco-National Carbide 
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The open market in plumbing right now 


is water softening 


Crane Co. equips you to get 








your share of it 





) @e market for soft water in your 
city is practically as great as all 
the buildings in your city combined. 


Crane Co. equips you to get your 


share of this market because: 


The Crane line is complete 


For institutions, for industries, for 
great apartments, hotels and clubs, 
where unusual demands exist Crane 
engineers will gladly help you lay out 
a system which will meet every serv- 
ice requirement. 

For homes where quality or conven- 
ience are more important than price, 
a Semi-Automatic s of tener and a Hana- 
Operated C. Wh. softener have been 
designed which can be depended on 
to deliver soft water in ample quan- 
tities for virtually all residential 
needs, with the least expense and 


trouble. 


For modest dwellings where cost is 
all important, the //ar/o softener 1s 
made in Brine Tank and Hand Op- 
erated Styles. The low cost of the 
Marlo is no reflection on its quality, 
it is rather the result of simplithca- 
tion, of leaving out everything not 


essential to unfailing operation. 


The Crane line is consistent 
in quality 
All Crane-Warlo softeners regardless 
of their price have certain unequalled 
advantages in common. 
Up-flow softening which insures 
contact of every drop of water with 
the mineral .. . eliminates chan- 
neling and packing. 
Down-flow regeneration which 
efficiently restores the mineral and 
obviates waste of salt and water. 
Crane quality engineering through- 


out. 


The Crane line is backed by 


a sales plan 


Any Crane-Warlo water softener 
can be sold under the Crane Budget 
Plan which enables you to get your 
money at once, while your customer 
has as many as 20 months to pay. 
So Crane Co. equips you with every- 
thing you need to break into the 
greatest market in plumbing today 

. a market independent of new 


building or replacements. 


Now ts the time to get into it; to 


CRANE 


WATER SOFTENERS, WATER SYSTEMS, VALVES, AND FITTINGS 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVENUE, CHICAGO 
NEW YORK: 23 W. 44TH STREET 


Branches and Saies Offices in One Hundred and Ninety Cities 





build up what can develop intoa very 
profitable specialty line. Visit your 
Crane Exhibit Rooms. See these 
softeners, and talk over the most 
effective means of selling them with 


your Crane branch manager. 





This new hand-operated Model HO-12 
Warlo Water Softener of 12,000 grain 
- + + + $99.50 


f. 0.6, Rockford 
This new brine tank model BT-15 Warlo 
Water Softener of 15,000 grain capacity 


capacity for 


JHeorwciisvvsvvssces« « BRS 


f. 0.6. Rochford 
Crane-War_o water softeners of larger 
capacities range in price from $150.00 
to $460.00. 
we 


Manutactured by Ward-Love Pump Corp., Rock- 
ford, Illinois, makers of Industrial and Household 


Water Softeners, Automatic Water Systems, 


and Pumps. 
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To close jobs at a profit in these days, you 


need something more than price in your bids 


Let Rounded i 
Clinch Replacement Jobs for YOU! 


Send the story of Weil-McLain fxe/ 
economy along with your bids on fall 
replacement jobs. Close them at a 
profit by giving your prospect some- 
thing more than price to think about! 

Take the rounded “‘live fire’ cor- 
nersof W eil-McLain Jacketed Boilers, 
for example. This feature assures a 
clean, bright fire at every point and 
stops fuel waste in the ash pit. To 








Jobbing Distributors with local 
stocks in most jobbing centers. 


your prospect it means lower fuel 
bills, year after year—and that’s what 
he wants. 

Show him this and the other 
equally effective fuel-saving features 
included in the complete line of 
Weil-McLain Scientific Combustion 
Boilers: Round, Square, Jacketed, 
Self-Feed and Smokeless; also 
“Cameo” Radiators. 












Corners 


WEIL-McLAIN COMPANY 
General Offices: Chicago. Boiler Plant and 
Offices: Michigan City, Indiana. Radiator 
Plant and Offices: Erie, Pennsylvania 


Canadian Representatives: James W. Robertson Co., 
Lid., Montreal, St. John, Toronto and Winnipeg 


SCIENTIFIC COMBUSTION 


Fight Fuel Waste and Deliver More Heat 
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The balance wheel of your watch is, balanced as accu- 
rately as the hydraulic governor that controls the flush of 
Smith & Wesson Flush Valves. 


Both control the action of the whole with positive 
regularity 


But in Smith & Wesson Flush Valves simpli- 

J city has been added. [here is nothing about 

the all metal construction to get out of order 

or adjustment. Once the Hush 1S regulated it remains 

constant, no matter how many operations the valve 
completes. 

Your jobber will be glad to stock Smith & Wesson 

tlush Valves if he does not already. Merely ask 


for them by name. 


SMITH & WESSON 


FLUSH VALVE DIVISION 
SPRINGFIELD MASS. 


SF 


vatves SMAITH*“WESSON 
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Write for this 











New. Practical Guide Book on 


THREADING 


Byers makes another practical contribution 
to the plumbing and heating industry. 
Right on the heels of Byers Bulletin No. 50, 
**Pipe Bending’’—which has proved to be 
one of the most popular pieces of literature 
on pipe that has been produced—comes this 
new Bulletin 52, ‘‘Pipe Threading.”’ 


Here is a book, worded plainly and simply, 
and generously illustrated with diagrams 
and photographs, that explains the ‘*Theory 
and Practice of Threading Genuine Wrought 
Iron Pipe.’’ 


Threading is the most important operation 
in the construction of a piping system. 


Svanso = 





e GENUINE e 


WROUGHT IRON IRON 


Wrought iron’s characteristic structure 
makes the threading of Byers Pipe easy. 
Every length of Byers Pipe that you get is an 
exact duplicate of every other piece. Every 
detail which will affect threading is care- 
fully watched. Now with Bulletin 52, to 
guide you in threading Byers Pipe, you will 
find your threading easier and better than 
it has been before. 


Write today for ‘‘Pipe Threading” Bulletin 
52. If you do not have the remarkable facts 
about Byers Bending Pipe, write for Bulle- 
tin 50. A. M. Byers Company, Pittsburgh, 
Pa. Established 1864. 


PIPE 








AN INVESTMENT Cred NOT AN OUTLAY 








DOMESTIC ENGINEERING November 14, 1931 


FORWARD! 


Between October 19th and November 
25th America will feel the thrill of a great 
spiritual experience. In those few weeks 
millions of dollars will be raised in cities and 
towns throughout the land, and the fear of 
cold and hunger will be banished from the 
hearts of thousands. 





Be sure that you do your part. 
Give to the funds that will be raised in your 
community. Give liberally. 


And know that your gift will bless 
yourself. It will lift your own spirit. More 
than anything else you can do, it will help 
to end the depression and lay the firm foun- 
dation for better times. 





ident’'s Organization on Unemployment Relief 


alter S. Gifford 
Director 


Committee on Mobilization of Relief Resources 


Owen D. Young 
Chairman 
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FOR YOUR PROTECTION 


The “Tested and Guaranteed” Tag 
on All “WB” Compression Work 


Double Sink Faucets 
Globe Valves..... 
Lavatory Stops.... 
Shoulder Bibbs... . 


Adjustable Flange 
St sivaewenee ax 


Bat, Faucets ...... 
Stops and Drains. . 
Compression Stops. 


WOLVERINE 
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SATISFACTORY 
SERVICE 


)WOLVERINE RRASS WoRKS| 
Wourcune Bess ons 


HOUSANDS of knowing Master Plumbers insist 

on only "WB" Dependable Products when making 
a compression work installation... . They know.... 
that from the rough casting of the completed ''WB"' 
Compression Work... . there is continual critical 
inspection .... service tests .... tests made under 
actual working conditions .... And above all is the 
integrity of the Wolverine Brass Works .... who 
attach the tag, ''Tested and Guaranteed as to Ma- 
terial, Construction and Satisfactory Service’... . 
An integrity that makes the tag mean what it states. 


Concealed Valves 
Lavatory Faucets .. 
Lawn Faucets..... 
Sediment Faucets .. 
Mixing Valves ..... 
Laundry Faucets... 
Combination Lava- 
tory Fixtures ...... 
Pantry Faucets .... 
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NATIONALS 4 SUPER SALESMEN 
HELP SCOUT IT OUT FOR YOU 
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Home-owners who couldn’t scrape 
up thousands to build can find a 
few hundreds to modernize. . 
especially when they can pay on 
time, under National’s Protective 
Payment Plan. Modernizing is 
today’s best bet for business. 
Getting the business is merely a matter 
of working the prospects... and 
National’s new plan will help you do it. 
You furnish a mailing list ; . ; National 
sends to each name a series of four 
snappy, attractive illustrated letters, im- 





BEST Eo FOR ee us 





printed with your name, signed 
with your signature, telling of 
your service. With the letters 
go proved business-getting 
literature. 

National furnishes the material .. . 
does the imprinting, the signing, 
the inserting, sealing, stamping, and mail- 
ing. All you pay is the postage. Let us send 
you—Free—a portfolio showing National’s 
“Four Super-Salesmen”’ Campaign and ex- 
plaining the proposition in full, May we 
hear from you—right away? 


paging 
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NATIONAL RADIATOR CORPORATION, JOHNSTOWN, PENNA. 


Please send me the Portfolio 
Nizme Rie LS 
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Anacon pA 


from mine to consumer 
ah Be 











| dont want to work forever 


‘‘My friend Higgins is no longer tied to his busi- 
ness. He has time to travel, to read, to enjoy 
himself. He made his money by selling quality 


products on which he could make a fair profit.”’ 


Most contractors believe in Brass Pipe. Many successful ones 
have found it easier to sell when the word “Anaconda” is 
stamped in the metal every foot. Almost everyone recognizes 
that name. It helps offset price competition, builds a reputation 
for quality and dependability. Leading plumbing supply houses 
carry Anaconda 6/ Brass Pipe for normally corrosive water, 
Anaconda 85 Red-Brass Pipe for highly corrosive water, and 
Anaconda Deoxidized Copper Water Tubes. The American 
Brass Company, General Offices: Waterbury, Connecticut. 


ANACONDA BRASS PIPE 
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MODERN 





MAKES 
MODERN HOMES 





HEATING 



























OLD HOUSE AND A NEW ONE em 
IS PLUMBING! 


Node 


ow/ 





















These window posters, greatly reduced here 
trom their actual size of 25 ins. by 42 ins., 
are printed in black upon an attention-get- 
ting background of orange. 


For use in windows, on trucks, automobiles 
and in show rooms, they drive home the 
two important remodeling sales thoughts. 
They are also being used in manufacturers’ 
advertising and on the letterheads, envelopes 
and other stationery of contractors. 


You should be using them at every oppor- 


Here are the low prices. 


100 posters (50 plumbing and 50 heating) *1.00 
50 posters (25 plumbing and 25 heating)  .50 
20 posters (10 plumbing and 10 heating)  .20 
10 posters (5 plumbing and 5 heating)  .10 


DOMESTIC ENGINEERING 


1900 Prairie Avenue 





tunity. Order a supply now and have 
them on hand. Keep using them right 
straight through. Keep them looking fresh. 


Reproduce them in your newspaper adver- 
tising, on your letterheads, envelopes, etc. 
In a word, don't miss an opportunity to put 
these two highly important remodeling mes- 
sages across to your customers and prospects. 


Order a supply of these posters today. Get 
them into action at once and keep them in 
there working for you. 


Order your supply now. 


a” 


Chicago, Illinois 
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BUILT-IN UNITS 
ARE UNUSUALLY 


PRACTICAL 


IN THE DESIGN of the Scovill line 
of built-in tub fixtures, sight is never 






lost of the fact that in many, probably 
most jobs the price factor is of first 
importance. 

Occasionally the plumbing con- 
tractor can make his recommendations 
with a free hand, specifying the finest 
type of equipment, with all the most 
modern devices. For these cases the 
Scovill line includes models such as 
No. 13056— concealed bath supply and 
body shower, with six converging- 
stream, 214-inch shower heads and 
fine-adjustment, plunger-type mixer. 

But, in developing such models for 
elaborate bathrooms, the models for 
more modest installations are never 
neglected. The Scovill line includes built-in units that 
any home owner can afford. Yet into their construction 
go the same careful workmanship, the same top-grade 
materials that distinguish Scovill’s finest units. 

From shower-and-bath fixtures to the simplest lock- 
nut, you will find, in dealing with Scovill, that unusual 
consideration is paid to practical plumbing require- 
ments. Design, materials, construction and price are as 
you would have them. Write for details. 


SCOVILL MANUFACTURING COMPANY 


PLUMBERS’ BRASS GOODS DIVISION 
WATERVILLE CONNECTICUT 
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No. G 13263—1 B.N. 

Concealed Bath 

Supply and Mixer 
Shower 


Bath fixture connected to 
Mixer by full iron pipe 
size and weight brass 
pipe. Ground joint union 
couplings furnished for 
connection. Shower head 
is cast brass with remov- 
able face and integral 
ball joint, shower arm 
equipped with regulating 
valve to govern volume 
of water, and brass flange. 
Solid china indexed cross 
arm handles on valves and 
waste action, escutcheons 
to match. China lever 
handle and indexed china 
dial on Mixer. Brass 
nozzle. Exposed metal 
parts polished and nick- 
eled or chromium plated 
as specified. 


A COMPLETE LINE 








S eovill © 


. . . Shower and Bath Fixtures 
Tubular and Miscellaneous Plumbers’ Brass Goods 
for General Plumbing Requirements, 





EE 
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A DAY’S WORK IN AN HOUR 


Not at all impossible when you use a ‘*‘TOLEDO”’ No. 999 or No. 1000M 
pipe machine. 2 inch pipe cut and threaded in one minute and smaller 
sizes in proportion—records that can be kept up hour after hour by any 





ordinary operator. 


Hundreds of contractors realize that they can not continue to depend 
on hand tools to cut and thread pipe on the contract jobs, and compete 
with power machines—not when a ‘*TOLEDO”’ power pipe machine can 
do in an hour what it would require a day to do with hand tools. Let us 
tell you more about these remarkable machines that are saving so much 


for so many contractors. 


THE TOLEDO PIPE THREADING MACHINE CO., TOLEDO, OHIO 


New Yerk Office: 72 Lafayette Street 


; “TO DO” 














STANDARDIZE ON “*TOLEDOS”’ 


i 
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Our Industry 





CONTRACTORS ACT TO HELP BUSINESS 


Protest Credit Abuse— 


How plumbing and heating contractors are becoming im- 
patient with the poor management shown by various whole- 
salers and manufacturers has been told to those men who 
are under fire. 


Ridiculous Credit Methods— 


From P. W. Donoghue, head of the master plumbers 
national organization, such manufacturers and wholesalers 
learned of a fact finding survey made by his association. 
While this revealed a surprising growth in this one large 
city of the direct-to-you scheme of distribution, it 
also showed ridiculous credit methods. The better and 
more responsible contractor who discounts his bills, is the 
loser. Some manufacturers have added distributors when 
fewer rather than more jobbers were needed. Wholesalers 
have put men into the retail business when those in it were 
suffering from an excess of competition. 


It is not surprising to find the more responsible contractors 
forced to fight back. They have been driven to look for 
competitive goods at competitive prices, to try out coopera- 
tive buying plans. 


What Each One Must Do— 


Mr. Donoghue’s address, carrying the authority of facts 
and the sincerity of a co-operation to which contractors, 
wholesalers and manufacturers must each contribute, is a 
high spot on the road toward business recovery in our 
industry. 


[t is told to you, starting on the next page of this issue. 


Regain a Big Market— 
Of equal significance is another record of recent advance- 
ment in our industry reported in this issue. 


Co-operation to regain for the plumbing and _ heating 
dealer his deserved position as the distributor of gas appli- 
ances was suffering from too many local plans. 


The national program based upon the best features of these 
local plans, offered in the last issue of DOMESTIC 
ENGINEERING, is winning a quick response which 


shows the need for such leadership. 


Use the Gas Plan— 


Again, Mr. Donoghue sees the opportunity. On Page 35, 
you will find his comments on our plan, and his recommen- 
dation that everyone in the industry study how to apply tt. 
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WISH to thank your committee for the very kind 
invitation extended to me, as president of the Na- 
tional Association of Master Plumbers, to be here 

today to say a word to the convention from the stand- 

point of the master plumbers who are affiliated with our 

National organization. 

In these years of depression our industry has been 
tested by fire, and we are all looking around to find 
the way out of our difficulties. There are many prac- 
tices which have crept into the business within the past 
few years that are tending to break down the friendly 
feeling that has existed between the various branches in 
our industry for so many years. 

The National Association of Master Plumbers, now 
in its fiftieth year of existence, has a greater membership 
even in these times of depression than any other master 
craftsmen’s organization in the country. Today, we as 
a national group are greatly disturbed by the unethical 
practices creeping into the industry from all sides. It 
is my desire to point out to you men here today, repre- 
senting the manufacturers’ and the wholesalers’ branches 
of the industry, the things that we believe should be 
corrected. 

The National Association of Master Plumbers be- 
lieves that plumbing materials should be placed in the 
hands of the consumer through the retail branch of the 
industry—the master plumber; and that the system of 
distribution of plumbing materials in force for the past 
fifty years should be adhered to; that is, from the manu- 
facturer to the wholesaler to the master plumber. 

We see no benefit to the public in the manufacturer 
or wholesaler selling plumbing materials direct to the 
consumer. This will not reduce the final cost, the only 
thing it can accomplish is to transfer operating costs 
We, as master 
plumbers, assume a responsibility and perform a service, 
that the firm that sells material direct to the consumer 
without installing, neither performs nor assumes. We 
know that direct-to-consumer sales are increasing and 
that we must make every effort in our power to offset 
these sales. We all know that most of the materials 
sold through these channels are of the cheapest character 


from material sales to labor charges. 
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A\buse of Credit 


P. \/. Donoghue, President 
of the National Association 
of Master Plumbers, tells 
Central Supply Association 
facts disclosed by Cincinnati 


job lots, bankrupt stocks, class B pottery, and seconds 
of other goods—but they are also able to secure nation- 
ally advertised lines in most cases. 

To offset these sales we believe the manutacturer, 
wholesaler, and plumber, should—by some joint action 
agree on some reduced price to place certain staple fix- 
tures on the market to meet the competition of the 
direct-to-you organizations. We are of the opinion that 
increased volume to the national manufacturer would 
make it possible for this to be done. 
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“This survey has substantiated 
the bad effects of unwise credit 
extended by wholesalers. ...We 
believe that a system of credit 
should be established and lived 
up to by manufacturers and 
wholesalers that would make it 
compulsory on the purchaser of 
plumbing material to pay his bills 
promptly. ... The evil of unwise 
credit is particularly felt by the 
better and more responsible con- 
tractor.” 


tirs Contractors 


survey. Credit abuses menace 
manufacturer and wholesaler 
and penalizes responsible 
contractor. Mail order 
and direct sales increase 


Within the past year an informal group of manutac- 
turers, wholesalers, and master plumbers have held three 
meetings in various parts of the country to discuss, and 
remedy if possible, the abuses that have crept into our 


industry. At two of these meetings the subjects of 
direct-to-consumer sales and credits in the industry were 
prominent. 


During these discussions many statements made could 
not be confirmed, and it was decided that a fact finding 
committee should be selected. This committee was ap- 


pointed, and they employed the Plumbing and Heating 
Industries Bureau in Chicago to send a questionnaire 
throughout the country seeking information. but, the 
information received in reply to these questionnaires 
was of no special value. 

It was then decided that a survey of some one city 
should be made. The city of Cincinnati, Ohio, which 
in the opinion of the manutacturers and wholesalers of 
the committee, had a large proportion of direct-to-con- 
sumer sales, was selected. 

After several months this plan was about to be aban 
doned for the lack of financial support. On the request 
of George H. Drake, president of the Plumbing and 
Heating Industries Bureau, the National Association of 
Master Plumbers underwrote the expense, and the sur- 
vey was made. 

This survey, which was limited to plumbing materials, 
took place in September, 1931. Trained investigators 
were placed in the city, and the information we sought 
was secured. 

This survey went into many things, including the fol 
lowing points: 

It covered an area of approximately fifty square 
miles, including the city of Cincinnati and _ its 
suburbs, and the cities of Covington and New- 

port, Ky. 

[t included a population of 650,000 for this district. 
()ne hundred thirty-five thousand white families live 


~ 


in this district. 

There are 80,000 dwellings within the area. 

Fifty-four per cent of the families own their own 
homes. 

The value of building permits trom July, 1930, to 
July, 1931, was $31,000,000. This shows a fall- 
ing off from the preceding year of about $14, 
000 000. 

Sixty per cent of this talling off 1s in commercial 
and industrial work; only twelve per cent on resi 
dential construction. 


In the district there are five independent wholesalers ; 
two manutacturers’ branches; one local manufacturer 
of plumbing ware; seven gas water heater organizations ; 
one co-operative group; one direct sales manufacturing 
group; one group purchasing through a broker; six di 
rect-to-you organizations and branches of the two leading 
mail order houses. In addition, the public utility sal 
of gas water heaters were investigated. 

It was brought out by this survey that the direct-to 
vou organizations do a large amount of advertising in 
the public press, and that the regular wholesaler does 
none; that many of the direct-to-you organizations main 
tain centrally located showrooms, and but one of the 
wholesalers has a centrally located showroom. The two 
manufacturers’ branches do maintain showrooms 

The survey shows that approximately 27 per cent of 
the plumbing materials used in this area are sold direct 
to the consumer: that these materials are being installed 
by master plumbers; and that the volume ot plumbing 
goods sold by the direct-to-you and installed by the 
householder is of little importance. 

It shows that the Cincinnati Master Plumbers’ Asso 
ciation of eighty members has heen loyal to the whole 
salers in their district, as it has been shown that but 
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Credit Abuses That Brought Contractor Protests 


(The abusesw are cited in the resolution adopted Oct. 17 by the Board of Directors of the National Association of Master 
Plumbers) 


1. The selling of goods below cost with the 
intent and with the effect of injuring the com- 
petitor or competing master plumbers. 

2. Measures inducing or attempting to in- 
duce the breach of contracts between competi- 
tors and their customers. 

3. The discriminating of price between dif- 
ferent purchasers of commodities where the ef- 
fect of such discrimination may be to substan- 
tially lessen competition. 

4. The secret payment of allowances, rebates, 
refunds, commissions, or unearned discounts. 

5. The extension of special privileges. 

6. The financing of plumbers’ payrolls. 

7. The acceptance of the assignments of 


plumbing contracts with customers as a guar- 
antee of payments. 

8. The acceptance of second mortgages or 
notes from consumers to guarantee the payments 
of plumbers’ accounts on merchandise. 

9. The practice of placing financially weak 
plumbers under financial obligation, so that their 
(the jobbers) will can be imposed, and in- 
flicted upon such unfortunate plumbers, so that 
they are compelled to become parties in unfair 
trade practices. 

Resolved, That this association, through its 
proper representative, or representatives, present 
this petition for the consideration of the mem- 
bers of the Eastern, Central and Western Supply 
Associations with the hope that such conditions 
can be remedied. 





four members of this entire organization are in any way 
tainted with purchasing or installing direct-to-you goods. 
Also, it must be said for the regular wholesalers in this 
district that an attempt to purchase material direct from 
these wholesalers at retail was a failure. 

There are 374 master plumbers in Cincinnati. Eighty- 
seven of these men purchase and install direct-to-you 
material, although there are 36 others who will install 
direct-to-you material, on request. Forty-six of these 
87 are consistently on the cash list of local wholesalers 
and 20 are on and off the cash list. All of these men 
are small operators. Those that are not on the cash 
list are extended ninety days’ credit by the direct-to-you 
houses and an additional 5 per cent from any advertised 
retail price on fixtures. This does not apply to mail 
order houses who allow no percentage to the plumber. 

The direct-to-you sales in Cincinnati were found to 
be larger than I expected, but much smaller than the 
manufacturers and wholesalers on our committee had 
thought they were. We found that the reason for the 
large volume of direct-to-you sales is the advertising 
which these firms do in the newspapers. Further, many 
staple articles are sold by direct-to-you organizations to 
the consumer at a lower price than the master plumbers 
can purchase these same articles from the regular whole- 
salers. 

We believe the lesson to be learned from this survey 
is that on staple lines the manufacturer must reduce his 
cost to the wholesaler, the wholesaler must reduce his 
profit on these items to the master plumber, and the 
plumber bear his part of the burden by reducing his 
profit on these items to the consumer. 

I also wish to call to your attention that 98 per cent 
of the men affiliated with our National organization in 
this district have always been loyal to the wholesalers. 
The direct-to-you sales are increasing because these men 
are unable to meet the competition of these direct-to- 
you organizations if they purchase from the wholesalers. 

It is estimated that approximately 65 per cent of all 
the plumbing goods sold in this area are purchased by 
the 80 members of the master plumbers’ organization. 


If contracts by out-of-the-city concerns, not .affiliated 
with the Cincinnati local association but who are mem- 
bers of our National organization and who purchase 
their material from wholesalers were included, it would 
be 70 per cent. It is very gratifying to know that 228 
of the total 374 plumbers in this area still confine their 
buying entirely to regular wholesalers. The survey also 
shows that with one or two exceptions the direct-to-you 
concerns have not prospered. 

At the informal group meetings, one of the most im- 
portant things discussed was the credit system in our 
industry. We, as master plumbers, believe this system 
to be loose and unsound—-we know of no reason why 
credit should be extended to irresponsible, unreliable, 
unethical business men in our industry. The large num- 
ber of failures in our industry proves this contention. 

We believe that a system of credit should be estab- 
lished and lived up to by both manufacturers and whole- 
salers that would make it compulsory on the purchaser 
of plumbing material to pay his bills promptly. It is 
of no benefit to our industry to extend credit over a long 
period of time. 

Much has been said in the last year or two about 
credit, particularly about the evils of credit laxity. Let 
me say to you wholesalers, that this survey has sub- 
stantiated and proved the bad effects of unwise credit 
extended by wholesalers. The evil of unwise credit is 
particularly felt by the better and more responsible con- 
tractors—the men who pay their bills. These men keep 
modern books and records. They know their cost of 
doing business. Still, they are compelled to face the 
competition of the irresponsible contractor, who does not 
know his overhead, who is backed by a wholesaler, aware 
of this fact, who knows, too, that the contractor will bid 
cheaply. 

The wholesaler obviously allows his ambition to get 
an order overrule his business judgment. 

[ know from my personal experience that there are 
many times when the reputable contractor is prevented 
from getting a job because a local wholesaler, in his zea! 

(Continued on Page 131) 











P. W. Donoghue, President of the National 


Association of Master Plumbers, recommends 
careful study of DOMESTIC ENGINEERING'S plan 
to help contractors regain gas appliance market 


ASORWARD step of great importance in promoting the welfare of 
the master plumbers was taken in June when the National Associe- 
tion of Master Plumbers ratified the merchandising principles previously 
adopted by the American Gas Association. This crowned the work of 
the special committee of master plumbers which had been studying the 
question of gas company dealer co-operation. 


These principles embody a significant change of importance to every 
master plumber. They were offered at a time when co-operation between 
these two groups was at its lowest point and when the volume of gas 
appliance business handled by the master plumbers was only a fraction of 
what it had been a few years earlier. 


Before any progress can be made in correcting a false economic condition, 
a general agreement upon principles is essential. Thus the action of our 
association in June constituted a necessary preliminary. 


It was foreseen at that time that the practical application of these fun- 
damental principles would be a natural development of field tests by 
both master plumber and gas companies. Such tests in the form of co- 
operative arrangements have been made in a number of cities. 


| feel that the experimental period is nearing an end and that we can now 
look for definite action in making these general principles effective. 
Examples are available which show that co-operation with master plumbers 
results in the increased sale of gas burning appliances and a resultant 
increase in consumption of gas. It is significant that those gas companies 
which have gone farthest along the road of co-operation are most 
enthusiastic. Those companies which have offered only a limited form of 
co-operation are getting an equally limited result. Those companies which 
have ignored these principles are not in a position to appreciate their 
value. While local conditions may call for local modifications, the plan 
suggested by DOMESTIC ENGINEERING is deserving of the serious 
study of every master plumber in the United States, of every gas appliance 
manufacturer and of every gas company president. 


While | am not personally endorsing this plan, | feel that it is a step in 
the direction of making our general principles effective. Possibly the plan 
can be modified and improved. But it is drawn on the principle of equal 
opportunity for the master plumber, manufacturer and gas company. For 
that reason | feel that its announcement in the issue of October 31 
deserves and will receive the interested attention of many thousands of 


master plum bers. LFA 7 
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DOMESTIC ENGINEERING’'S Plan for 
Gas Appliance Merchandising 


We suggest this plan to replace misunderstanding with active co-operation 
among gas companies and manufacturers of and dealers in gas appliances. In 
agreeing to the plan each party recognizes his obligation to work effectively in 
performing his particular function. That ts: 


The gas company wil concentrate on increasing the sale of gas. 


The gas appliance manufacturer will concentrate on increasing appliance 
sales and on building a strong dealer organization. 

The dealer who participates in this co-operative effort will concentrate 
on increasing the sale of gas appliances. 


This Domestic ENGINEERING plan ts based upon experiences in localities 
where co-operation has been tried and offer a definite sales program on which 
dealers, manufacturers and gas companies can build an increasing volume of 


profitable business. 


. Only gas appliances bearing the seal of 
approval of the American Gas Association 
testing laboratory shall be considered as 
referred to in these rules. 

. Dealers as individuals shall have complete 
and free option in the choice of the one or 
more approved appliances which they elect 
to buy, sell and install. 

. The utility shall take no step limiting the 
dealer in his choice among the American 
Gas Association approved appliances. 

. No appliances or merchandise not directly 
related to the use of gas shall be sold by gas 
utilities. 

. In all merchandising activities, the mark up 
of all gas appliances shall be consistent with 
present-day merchandising practices. 

. Co-ordinated advertising of approved appli- 
ances should be developed by gas utility 
companies and local dealers and the gas 
company should give all reasonable assistance 
possible to the dealer in advertising displays 
and sales assistance. The advertisements of 
gas companies should be promotional copy 
on the advantages of gas as a fuel and should 
not be used for the purpose of selling a 
particular make of appliance. 

. The deferred payment feature of the mer- 
chandising activities shall be on an econom- 
ical, sound basis. In localities where suc- 
cesstul dealers can and do carry their own 
time paper, the utility should not offer a 
deferred payment plan which calls for unrea- 
sonably low down payments or an excessively 
long contract. Such service shall be available 
to all reputable dealers and paper will be 
purchased covering the sale of any approved 
merchandise which is sold for use in connec- 
tion with the consumption of gas sold by the 
company. 


10. 


iF 


12. 


All sales agreements assigned to the com- 
pany will be accepted without recourse to 
the dealer. The company reserves the right 
to investigate the credit of the customer in 
each individual case and to refuse to pur- 
chase any paper in cases where the customer's 
credit is not considered good. 

There should be no premiums given. If trade- 
in allowances are made in connection with the 
sale of gas appliances, all co-operating agen- 
cies shall participate on an equal basis. These 
allowances should be recognized as a pro- 
motional expense to increase the sale of 
gas. 

The gas company recognizes that the primary 
function of its sales department is to increase 
the sale of gas. Remuneration to those in the 
sales department consequently should be 
based entirely upon the additional load 
which their sales efforts secure, that is, no 
commission is to be paid on the sale of an 
appliance. Gas company salesmen shall co- 
operate impartially with all dealers, limiting 
their sales efforts to the protection of the 
utility company’s interest in the sale of gas. 
This looks to the development of the situation 
where utility salesmen will act more as sales 
supervisors in consumer contacts through 
dealers. 

On appliance sales made directly by the gas 
company without any assistance from a dealer, 
the profit is to be used by the gas company 
as a promotional fund for increasing the sale 
of gas. 

If the gas company decides to consign appli- 
ances for display as a part of its promotional! 
activity, the preference of the dealer as to 
the makes of the appliances shall be requested, 
and the dealer shall receive on consignment 
the makes which he prefers. 
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13. 
14. 


The gas company will not wholesale or install. 
Bids for installations of appliances, where cus- 
tomers express no preference of a dealer, are 
to be secured from among dealers active in 
the co-operative program. 

The period of free service on any appliance 
shall be limited to not more than one year. 
It is recognized that service calls offer oppor- 
tunities to dealers to develop additional busi- 
ness and opportunities to the utilities to 


15. 
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insure customer satisfaction with gas fuel. 
For that reason the dealer and the utility 
should promptly interchange information on 
all trouble calls. 

Utility display of merchandise to include all 
American Gas Association approved appli- 
ances which dealers generally stock and push. 
Manufacturers, dealers and the utility com- 
pany shall work out details of terms govern- 
ing the display. 


16. 





“Utilities Find Dealer Co-operation 
Good Business” 


Says Morse Dell Plain, President, Northern 
Indiana Public Service Co., in describing the 
blan his company has worked out 


T was ovet twenty years ago, but it seems like yes- 

terday, that some of us raised our voices in protest 

against the common practice in those days of either 
giving merchandise away or selling it at less than cost 
in order to speed up load-building. The correctness of 
the position of those few of us has been quite fully 
indicated in the light of conditions as we find them 
today. Even in those days, it was very obvious that if 
our utility business was to grow to the position its 
destiny seemed to indicate, our new business policies 
must be so sound economically as to encourage rather 
than discourage the efforts of others in the big job of 
supplying our people with adequate gas and electric 
service in the broadest possible way. 

In those days, some of us merchandise and new busi- 
ness fellows argued that it wasn’t necessary to give 
our merchandise away. It was unworthy of a growing 
industry to take such a line of least resistance. We 
argued that if our proposition was sound at all, the 
equipment was salable and, therefore, by selling it along 
sound merchandising lines it was far less expensive and 
certainly most constructive to the industry as a whole 
to sell it rather than give it away. 

Today, utility executives everywhere are finding that 
a policy of real dealer co-operation is good business. 
We, along with the other gas utilities of the country, 
are definitely committed to a sound dealer co-operative 
program. let me detail our method of reasoning: 

We are seeking the maximum use of gas service. 

Gas service can be used only through the installa- 
tion by the consumer of suitable appliances. 

Our sales problem is, therefore, to secure the 
maximum distribution of gas consuming appliances. 

We sell and install such appliances. 

What about the dealers? 

Dealers are seeking the maximum use of appli- 
ances, gas and otherwise. 


The solution of our sales problem is, therefore, to add 
to the appliances we sell and install ourselves, the appli- 
ances which the dealer sells and installs. 

Dealers can only exist as they sell and install appli- 
ances at a profit; therefore, they will push those appli- 
ances, the sale and installation of which produce the 
greatest net profit to them. 

Our effort must, therefore, be to make it more profit- 
able for the dealer to push gas appliances than others. 

Sound dealer co-operation means to me just that 
making it more profitable to the dealer to sell and 
install gas appliances than any other fuel consuming 
appliances. Any other idea is, in my opinion, “‘as sound- 
ing brass and a tinkling cymbal.” 

The American Gas Association has recently issued a 
statement of merchandising principles [Domestic E.NGI- 
NEERING, July 11, 1931, page 33] and presented them 
to the annual conventions of several of the dealer asso- 
ciations directly interested. Some-of these associations 
have already endorsed these principles and others un 
doubtedly will shortly. 

Time does not permit for the discussion of each ot 
these principles in detail, but in the light of our previous 
analysis and these principles, we have only these two 
questions to consider: 

1. Which appliances can the dealers sell in satisfac- 
tory volume and which can they not? 
2. What competitive methods of 
adopted that assure a profitable business for the retailer 

and a healthy growth for us? 


selling are to be 


There are two principal reasons why the gas utility 
must itself stay in the merchandise game: 

1. To pioneer new uses and applications for using our 
service. 

2. To establish and maintain a quality appliance stand- 
ard. 


(Continued on page 121) 


















This view shows shower 
stall and toilet installa- 
tion in the alcove 


Hr figures reproduced on this 
page tremendous 
amounts involved in the hotel 
business, and the report stresses the 
fact that out-of-date hotels are a 
liability to the owner. In the fol- 
lowing pages will be found a de- 
scription of two hotel remodeling 
jobs which have proved tu be in- 


show the 


vestments of the very highest type 
to the owners. 

Some time ago Mrs. Cora Davis 
and her son, E. D. Davis, pur- 
chased the Frances Hotel, Kokomo, 
Indiana. At that time, this hotel 
was Of the old type, in need of alteration and repair. 
Proper plumbing and bath facilities were sorely lacking. 

A general housecleaning took place, rooms and equip- 
ment were rejuvenated and improved, nearly twenty 
private shower baths were installed and today the re- 
sults are found on the credit side of the hotel’s ledger 
and in the expressions of satisfaction from guests. 

‘rom the first, the new management recognized the 
lack of sufhcient rooms with private baths. To solve 
available space would 
not permit the addition of regular bath rooms. It was 
impossible, however, for the owners to turn a deaf ear 
to the increasing demands of both transient and per- 
manent guests for “room and shower.” 


this problem was not an easy task 


Adding the Equipment 


First of all, an abandoned service elevator shaft, which 
the management considered more or less of a fire trap 
if left in its present state, was closed off on the corridor 
sides. Through installation of flooring and cutting 
through walls to adjoining bedrooms, it was possible to 
annex this extra space on each floor to certain existing 
This extra space was equipped with bath- 
Inasmuch as 


bedrooms. 
room fixtures, including shower stalls. 

















otel Remodeling— 


these stalls can be set on any kind of floors and against 
any kind of walls without alterations, the problem of 
Supply and waste pipe con- 
nections were made with near-by existing outlets and the 
result was additional rooms with private shower baths. 


installation was simplified. 








New hotel construction and remodeling in 
America during 1931 will approximate $325. 
000,000, according to a hotel survey conducted 
by the Indiana Limestone Company. 


Today, there are 17,700 hotels in the United 
States, says the report. This is an average of 
14.4 to 100,000 people. Reports from more 
than 10,000 hotels show a total of 994,863 
guest rooms, with an average of 83.6 rooms to 
each hotel. Average receipts per room are 
$782 a year, and the total receipts for room 
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Profitable Possib 


Next, Mrs. Davis turned her attention to several bed- 
rooms with alcoves and found it possible to convert 
these alcove spaces into bathrooms. 

The next consideration was three rooms, one above 
the other, located on the second, third and fourth floors. 








and meals are $778,258,806. Those hctels nct 
reported would, of course, increace the totals 
considerably. 


As the demand for better designed, more sub- 
stantial homes and office buildings has in- 
creased, so has,grown the need for more 
modern, convenient hotels. Dilapidated hotels 
are a liability t6é the owner. It is estimated 
that during the coming year large sums will be 
spent for remodeling, altering and repa:ring 
existing hotels. 


ility 


This view shows shower 
stall and toilet installa- 
tions with the built-in 
stall in corner of room 


These rooms were large enough in 
size to permit partitioning off a 
space approximately three by seven 
feet. Moreover, a conveniently lo- 
cated soil pipe could serve all three 
rooms and it was possible to install 
a simple vent shaft to take care ot 
all three. With the pressing need 
for more rooms with shower and 
the possibilities of practical con 
struction as outlined above, it was 
decided to proceed with the work. 
ach of these bathrooms was pro 
vided with stall and closet combina 
tion. 

To arrive at some concrete estimate for remodeling 





and plumbing costs, let us take, for example, the three 
rooms in which the bathroom was constructed. All 
carpentry, painting and plumbing work was done on a 
cost plus basis; hence, the figures given here reflect true 
values of the cost of such work under the scale of labor 
and material prices existing in this particular community. 
The carpenter’s bill, including all labor and material for 
construction of one bathroom, made of wood studs and 
plaster board, with wood door frame and door and with 
hardware, amounted to $119.00. The painting con 
tractor’s statement ran $25.00, including papering of the 
outside and painting of the entire interior of the com 
partment and final painting of the shower stall, which 1s 
shipped by the manufacturer in prime finish only. The 
plumber charged approximately $35.00 for pipe and 
hook-up, including complete installation of the shower 
stall and closet combination. ‘This amount also included 
necessary head and valve for the shower stall, as well as 
the trap underneath. 

The costs for improving the other rooms in connet 
tion with the elevator shaft and alcove arrangements did 
not, of COUTSE, entail SO much expense, due ce the absence 
of completely building in the bathroom. I[:xpenses in 
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45° Every room with 

. n shower to meet 

the modern popu- 
lar demand 


these instances were limited to 
fixture equipment, pipe and con- 
and necessary re- 
decoration. In the change of the ele- 
vator shaft into bathrooms, the cost of 
closing off this space and flooring it must 
also be considered. 


nection costs 








The Results in Income 


Was this expenditure justifiable and will it 
show a profit to the hotel? To answer this question, 

let us again consider Rooms No. 201, No. 301 and 
No. 401—the three rooms with the built-in bathrooms. 
sefore installation of toilet and shower, these rooms 
rented single, $1.75—they now bring $2.50 nightly and 
traveling men call for them regularly. Previously, in 
cases where the rooms were rented double, they brought 
$2.50—now they bring $4.50. Conclusive proof of the 
soundness of the investment lies in the fact that eleven 
months after the work was completed, all ex- 
pense had been absorbed by the increased 
revenue made possible during that time. The 
years of profit lie ahead. 

Another striking example of what can be 
accomplished by such improvements is found 
in Room No. 209—one of the larger rooms 
with the alcove arrangement. This room can 
accommodate from one to three guests. Before 
installation of the bathroom with shower in the 


Hiere is one room in the 
Hotel Gibbons. Note 
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alcove, the rates were $1.50 single, $2.75 for two and 
$3.75 for three. This room now rents for $2.50 single, 
$5.00 for two and $6.00 for three. In practically all 
cases, It is occupied by two or three persons. 


Aside from the very important comparison of costs 
with profits to be gained, we must not lose sight of the 
advantages which are apparent through the increased 
satisfaction of guests. Traveling men, making regular 
visits to this hotel, are enthusiastic in their praise of the 
new equipment. It is possible for them to secure a 
“room with shower” at moderate cost. It is no longer 
necessary for the desk clerk to say, “Sorry,” to the re- 
quest of a guest for “room with shower,” or to have 
them register under protest because such facilities are 
lacking. An example of this increased good will is found 
in the experience of the management with a party of 
automobile men from Michigan which stopped in Koko- 
mo late last summer on their way to the Automobile 
Races at Indianapolis. The gentleman in charge of this 
party, a sales manager for a large automobile company, 
was so pleased with the rooms and equipment, as well 
as food service, that he has made a tentative reserva- 
tion for the entire party next year. These men came into 
the Frances Hotel wanting ‘rooms with showers” and 
























shower and tiling 
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found them. It meant “repeat” business. 

Recently, a permanent guest of the hotel saw one of 
the shower stalls on the sidewalk ready to be moved into 
one of the rooms. He immediately requested that such a 
stall be placed in his room—the result being increased 
revenue for the hotel and a greater profit after a short 
time. 

The problems which confronted the Frances Hotel are 
not unusual. A survey of 3,000 hotels in all parts of 
the country disclosed the fact that over 400 of these 
houses were immediately and vitally interested in ways 
to install shower and bathroom facilities. The majority 
of these hotels were in cities of 15,000 to 75,000 popula- 
tion, with 25 to 175 rooms and rates of $1.50 to $3.00. 
The accomplishments of the Frances Hotel can be 
duplicated by other forward looking and resourceful 
hotel owners. Perhaps in your own local hotel there is 
an abandoned elevator shaft, a suitably located alcove or 
other space which can be converted into shower bath 
rooms. 


All plumbing was done by W. C. Hunter of Kokomo, 
who not only worked out the complete remodeling plan, 
but had also arranged a financing plan that was unique 
and interesting. 
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Every room with 

n shower — it’s 

what the traveling 

publie is demand- 
ing 


M. is Gibbons, Tr., of the 
M. J. Gibbons Supply Co., Day- 
ton, O., describes the situation as it 
existed in his city, and the steps 
taken by one of the hotels there to meet 
the competition of hotels of a later con- 
struction. This is what he has to say: 

“Dayton has been blessed (?) with the ad- 
dition of two new hotels in the past four years, 
doubling the hotel room capacity of the city. 
Unfortunately the promoters of the last hotel com- 
pleted just one more hotel than the city needed, as 
has been fully evidenced. 

“Three and a half millions were spent in the build- 
ing and equipment on property, burdened with an ad- 
ditional million and a half dollars of land trust certifi- 
cates. Just twenty-two months after this fine hotel was 
opened with five hundred rooms and five hundred baths 
it was turned over completely to the holders of the land 
trust certificates. Every dollar of the $3,500,- 
O00 invested in the building was lost to the 
investors. 


How One Hotel Met Competition 


“The Hotel Gibbons in Dayton naturally 
had to modernme and keep up to date to meet 
the new competition of the two new hotels. 
Nearly one hundred new bath rooms were in 
stalled in the Hotel Gibbons in the moderniza- 


(Continued on Page 132) 
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Expansion Tanks for Open Hot Water Systems 


N OPEN systems—that is, hot water systems 

with atmospheric pressure on top of the water 

in the expansion tank—the expansion tank 
should be placed above the highest part of the system 
and the expansion pipe should be run from the bottom 
of the tank to the main return near the boiler or—some- 
times—should be hooked to a return riser which may 
be located near the tank. This involves considerably 
less pipe. The expansion tank must be equipped 
with an air vent (hence the term “open” system) and 
this air vent must be left open to the atmosphere. An 
overflow connection must be provided for the tank and 
some means of putting water into the system. This may 
be a ball cock located in the tank, which automatically 
keeps the system full of water, or the system may be 
filled manually from the street pressure by means of a 
globe valve. An altitude gauge is used on first class 
systems to indicate the height of water in the system but 
on the cheaper installations all that is done is to turn on 
the manually-operated globe valve until water comes 
down the overflow pipe indicating that the system is full 
and that the valve can be closed off. Fig. 10 on page 50 


overhead downfeed gravity hot water system where it is 
necessary to caleulate the average height of the radiation above the boiler 











in the October 31 issue shows a typical expansion tank 
with the most approved method of connecting it and 
Table VII gives the standard sizes of expansion tanks 
for open systems of varying amounts of radiator surface. 


Table VII 
Recommended Sizes of Expansion Tanks for Open 
Hot Water Systems 











Size of Tank Capacity Capacity in Hot Water 
Inches Diam. x Length Gallons Radiation, Sq. Ft. 
12 x 20 ipdbadinels wie 10 300 
12 x 30.... Salis | 15 500 
MOE, 5. nsceeis: | 20 700 
16 x 30 : ated 26 950 
16 x 36 | | 32 1300 
16 x 48... : eaukea 42 2000 








Where expansion tanks are liable to freeze the best 
scheme is to maintain a small circulation through the 
tank at all times by means of a %4-in. pipe run from the 
supply main, or nearest supply riser, into the bottom of 
the tank. This will permit a small amount of heated 
water to rise constantly into the tank displacing the 
chilled water in the tank which gradually passes down to 
the return connection at the boiler and into the boiler to 
be reheated. 


Overhead Down-feed System of Hot Water Heating 


In the overhead down-feed system the size of the 
main feed riser is determined by figuring the average 
distance that all the radiation is above the boiler and 
then sizing the main feed as though it were carrying all 
the load at this average height. The risers have the ra- 
diator connections sized in accordance with the height of 
the individual connection and the risers are sized from 
the radiator connections by the factor method. The 









































































































way in which the average height of all the radiation 
above the boiler may be obtained is as follows :— 

Taking the overhead system shown in Fig. 11 for 
example, it will be seen that there is 150 sq. ft. on the 
top floor, 115 sq. ft. on the 2nd floor, and 90 sq. ft. on 
the first floor. 

The rule is to multiply the amount of radiation on 
each floor by its distance above the boiler, add the re- 
sults, and divide by the total radiation. This works out 
as shown below. 


fF . |S f ee eer 
Se, Oe ee ee Oe os a wh aesed came a wed 1,725 
a Oe ee eee en 450 
355 sq. ft. Total... .5,925 


5,925/355 gives 16 ft. plus as the average height of 
all the radiation above the boiler. Looking back in Table 
VI it will be found that it requires a 2-in. pipe to supply 
355 sq. ft. located 15 ft. above the boiler and this is the 
size of the main riser. 

Again referring to Table VI it will be found that a 
100-sq. ft. radiator set 25 ft. above the boiler will require 
a 1%-in. pipe, a 50 sq. ft. on the same level a 34-in. pipe, 
a 75 sq. ft. set 15 ft. above the boiler requires a 1-in. 
pipe, a 40 sq. ft., a 34-in. pipe, a 60 sq. ft. set 5 ft. above 
the boiler takes a 1-in. pipe and a 30 sq. ft., a 34-in. pipe. 
To size the down supply to the first group the factors 
given in Table V (See page 51, October 31 issue) will 
be used as follows: 


SUPPLY 
First Group 
60 sq. ft., l-in. conn.....factor 10; size of pipe 1 in. 
75 sq. ft., l-in. conn.....factor 10; size of pipe 1 in. 


ESE aE a be eee factor 20; size of pipe 1% in. 


100 sq. ft., 1%4-in. conn..factor 20; size of pipe 1% in. 


ee ee oe factor 40; size of pipe 2 in. 
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Ate oe oe Second Group— 
30 sq. ft., %-in. conn...... factor 5; 
Expansion Tan . 
at size of pipe % in. 
os - Aig Relist for S stem 40 Sq.  * % -in. conn a aa a factor 5; 
Roof . size of pipe % in. 
a —3 m OT ovine secc ba bgesee at factor 10; 
; a F-75 ein size of pipe 1 in. 
° " Le : - 
: Five ‘eo fee rb 50 sq. ft., %-in. conn...... factor 5; 
= . ¢ . . . 
eiein f pa size of pipe & in. 
_—e -_ CD eee eae ate & e's factor 15; 
i size of pipe 14 in. 
Frio” 
3 = aa Note.—_—In a downfeed system the siz- 
6 . 
al . ing of the supply risers always begins at 
ew --+t- the bottom and works up; the returns 
£ are sized beginning at the top and work- 
£15 pete ing down in the usual manner. 
] |g 
ah 
She 
ae ; Each of th icles i 
ols ach or the articles in 
? : e; 
w > — * . 
te this series has been de- 
4 Borler Lis 
e” * 
——---- signed to be complete 
B > 
we ee and to treat with one part 
Fig. 12—The piping system factors and pipe sizes for the hot water f h bj f L . 
system illustrated in Fig. 11 0 t @ su ject Oo eating. 


This covers the matter of 
figuring the sizes of the 
supply and return lines 
for an overhead down- 
feed system of hot water 
heating. 


RETURN 
First Group 
100 sq. ft., 1%4-in. conn. .factor 20; size of pipe 1% in. 
75 sq. ft., l-in. conn....factor 10; size of pipe 1 in 


De (tues s ee ene oe ..factor 30: size of pipe 1% in 
60 sq. ft., l-in. conn....factor 10; size of pipe 1 in 
ia ia lta oN Seg et a Bc factor 40; size of pipe 2 in 
Second Group 

50 sq. ft., %-in. conn....factor 5; pipe size ™% in 

$0 sq. ft., %-in. conn....factor ’” 5: pipe size % in. 
4a be & ded ao Os factor 10; pipe size 1 in. 

30 sq. ft., %-in. conn....factor 5: pipe size ™% in. 
| SS Te TEL eee ere factor 15: pipe size 1% in 


If the factors for the two supply risers are added to- 
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ig. I12—A gravity hot water system with a closed 
tank and on street pressure 
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gether they make 40 plus 15, or 55, which is equivalent 
to a 2-in. pipe; if the factors for the two returns are 
added together they also make 55 (40 plus 15) which 
again is a 2-in. pipe. The expansion tank should be con- 
nected to the top of the main riser although sometimes 
the expansion pipe is run down and connected to the 
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Fig. 14—A gravity hot water system with a closed 
tank and a combination pressure reducing valwe and 
relief valve on the water supply 








return near the boiler and an air vent is taken off the 
top of the main riser and run up above the top of the 
expansion tank and turned over in a gooseneck. In Fig. 
12 is shown the same overhead downfeed system with 
all the pipe sizes and factors indicated thereon. 


Closed Hot Water Heating Systems 


A closed hot water heating system is one in which the 
expansion tank is not open to the atmosphere and one in 
which the pressure is not due to the head of the water in 
the system alone. It previously was explained how an 
increase in temperature aided in speeding up the circula- 


tion. This increase in temperature may be produced 


only when an added pressure is available since water 


under atmospheric pressure alone will boil at 212 deg. 


Fahr. One way of doing this is by using a closed expan- 
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Fig. 15—Detalil of individual radiator 
nection on up-feed gravity hot water system 
showing necessity of air-venting 








sion tank partially filled with air and allowing this air 
to act as a cushion against which the water pushes as it 
The familiar “tank in the 
\nother method is to use 


becomes heated and expands. 
basement” utilizes this idea. 
the street water pressure admitted through a reducing 
valve which automatically maintains a constant pressure 
on the system of any amount desired; there is a relief 
valve on the boiler side of the reducing valve which 
allows a small amount of water to escape as the water 
As soon as the system cools down and the 


expands. 
water contracts the reducing valve opens and keeps the 
pressure from falling. 


lig. 13 illustrates the pneumatic 
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tank scheme and Fig. 14 the reducing valve and relief 
valve combination. 


A third method which was much in vogue some years 


ago was to use a device employing a mercury seal on the 
expansion pipe to the expansion tank so that the water in 
expanding and rising up the expansion pipe was forced 








Hien 


Radiator 














iy. = «= 


Lt h hhh “ 
CME 





Fig. 16—Detail of individual radiator con- 

nection on down-feed gravity hot water 

system showing how air vents through the 
supply 











to do so against the weight of a column of mercury 
which resulted in an added pressure being placed on the 
system whenever the water reached a temperature high 
enough that material expansion took place but this was 
really an open system and not a closed one. It was an 
excellent method of helping out ordinary hot water in- 
stallations where the circulation was sluggish or the ra- 
diation slightly below normal. 

In sizing pipes for closed systems more radiation 1s 
allowable than with open systems. Table VIII shows a 


Table VIII 
Gravity Hot Water Heating—Closed System 





35 Ft. 


Height Above Boiler 5 Ft. | 
~ 
| 





2nd | 3rd | 4th 


Det Ss 


Corresponding Floor Level Ist 


Size of Riser and Radiator 


’ 





Valve—-Inches Allowable quare Feet jof HotWate)r Radiation 
va | 30 | 4 | 50 | 60 
4 60 75 «|| 90 | 110 
110 120 | 135 | 150 
14 | | 165 80 =| 200 | 225 
I's | 270 | 290 | 315 | 350 
2 450 ) 525 | 600 | 750 


typical sizing schedule for closed systems, the mains be- 
ing sized by the factor method the same as for the ordi- 
nary open system. 

Air Venting in Both Open and Closed Systems 

Before leaving the subject of hot water it 1s desired 
to point out the importance of planning all piping so 
that air will be relieved as it rises and collects in the 
highest parts of the system. In the first place all upfeed 
systems require valves to relieve the air on each and 
every radiator. The individual radiator connection on 
an upfeed system is as shown in Fig. 15 and it will be 
seen that air collecting in the top of the radiator cannot 
pass down the pipe but must have an air valve on the 


(Continued on Page 1537) 















PILIUMIBIING 
amd 
HEA TING 
MIEIRCHANDISING 





; stories that cover con- 
tractor-dealer efforts to “dig-in 
and firmly establish their claim 
to merchandising skill. Special- 
ty selling and two angles of 
the remodeling situation are 
studied and reported on in 


these articles: —_—__” 


He Makes a Specialty of © 
Water Heater Sales 


This Owner Knows That 
Remodeling Pays 


Getting Together for a 
Remodeling Campaign 


























































[lere is the salesman, making his first 
friendly contact with the housewife. 
She is holding the sink stopper the 
salesman has handed her—and now 
he is ready to swing into his sales talk 








He Makes 


ATER — heater — business 
won't come to a plumber. 
A merchant plumber must 
go after it. Such is the belief of 
C. H. Stone, 992 South Western ave- 
nue, Los Angeles. 

Mr. Stone has thoroughly can- 
vassed various methods of selling 
more water heaters and has devised 
a plan that, for profitable results, is 
hard to beat. Here it is in his own 
words. 

“The first step that I felt was nec- 
essary in making water heater busi- 
ness profitable was to concentrate on 
one make or line of heaters,” Stone 
explained. “I had been selling vari- 
ous lines for vears, but I knew that 
in an intensive campaign such as | 
planned, I must confine my selling ac- 
tivities to some one line. 

“There were various reasons for 
this one-line idea. For one thing, 
discounts would be higher and, as I 
have found out long since, even cash 
discounts can total up to a goodly 
figure. 

“In the second place, a master 
plumber cannot expect the co-opera- 
tion from a heater company that gets 
only an occasional sale through him, 
that he can expect and get from the 
same heater company if he is moving 
a good many of that company’s heat 
ers every month. In short, if the 
plumber makes himself invaluable to 
the heater company the latter will 
bend every effort to co-operate with 
the plumber. If the plumber calls 
up and wants quick action, he will 
get it pronto. 














a 








“The third, and I believe the most 
important reason for concentrating 
on one line is that the plumber and 
his force can show more confidence 
in the line than if he has several 
lines, each of which is competitive 
with the other and which, by the very 
fact that they are all stocked, makes it 
impossible to put up a convincing 
selling argument to the customer on 
any one line. : 

“A plumber can’t sell a customer a 
heater if he has to “if,” 
“but” and “and” around 
with several makes. In- 
stead of making a posi- 
tive sales talk, most of 
his time is given over 


This fine-looking truck is an 
impresswe evidence of serv- 
we to be rendered 


a Specialty of Water Heaters 


This Los Angeles plumbing dealer 


has given careful thought to the 


matter of water heater sales and 


shows ingenuity in working for sales 


to negative arguments, and often as 
not the customer is lost to a line not 
even handled by the 
plumber. 


merchant 


Buying Experience 


“Having chosen the line that | 
wanted to push, I next sought out a 
live salesman. I found him in a 
former heater salesman employed by 
a heater company. 
perience at repairing heaters. <A 


He also had CX 
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heater salesman, | believe, must be 
both a salesman and a repair man. 
He cannot inspire confidence if he 1s 
not an authority in every sense of the 
word. 

“The salesman I have is paid $150 
a month salary and five per cent com 
mission. A man that is worth hav 
ing is worth a salary. It insures him 
his expense money and keeps him 
from worrying about personal mat 
ters while he 1s out working tor me, 
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when I have a right to expect him to 
think of my business and not his. 

“The salesman canvasses our terri- 
tory from house-to-house, keeping a 
card index file of all calls. He notes 
down any pertinent part of the con- 
versation, such as a request to call 
hack at a later date. The salesman 
is prepared to inspect heaters and 
make minor adjustments, and with 
this approach he is able to get the 
attention of a large part of the peo- 
ple interviewed. 


A Twenty Per Cent Response 


‘In this connection we mailed out 
hve hundred government postcards, 
the double variety, in which we re- 
quested the privilege of giving free 
inspection and adjustment on water 
heaters. All the home owner needed 
to do to get this was to sign the re- 
turn postcard and mail it to us. 

“Rather than frighten them away 
we operated this phase of our busi- 
ness under the style: ‘Mutual Water 
Heater Adjustment Service.’ We ob- 
tained one hundred replies, which 1s 
an unusually high response. How- 
ever, many of them were merely 
seeking somthing for nothing and it 
is questionable whether the expense 
will justify the ultimate returns. On 
each water heater inspected we 
placed our sticker and it is possible 
that results from this reminder 
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Emergency Service 


PLUMBING---WATER HEATERS 








REPAIRED 
Night Day 
ROchester 8380 EMpire 0360 
DUnkirk 7332 EMpire 3795 


C. STONE 


THE PLUMBER 











This sticker has brought in repair 
calls—leading to sales 











sticker may ultimately result in suffi- 
cient business to make this plan pay. 
That is yet to be seen. 

“We also tried sending out one 
hundred cards announcing that on 
such and such a date we would call 
to inspect heaters. This didn’t make 
any hit, arbitrarily inviting ourselves, 
so we stopped that. 

“The stickers are about 2 by 3 
inches in size, printed red on white 
stock. Whenever the salesman in- 
spects a heater, or whenever a me- 
chanic is on the job, one of these 
stickers goes on the heater as a con- 
stant reminder where to get water 
heater service. I am thoroughly sold 
on the stickers. 
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“When the salesman is working a 
fairly well-to-do district, he gains 
entry to the home by means of giving 
a kitchen sink stopper to the house- 
wife. \Vhile these sink stoppers cost 
me about 18 cents apiece in gross 
lots, I feel that properly presented to 
the right prospects that they are 
worth their cost solely on the basis of 
advertising. In addition to this, they 
give the salesman a chance to present 
his sales talk when otherwise he 
would be cut short. Five gross have 
been put out to date and I am going 
to continue distributing them. ‘The 
sink stoppers have raised lettering 
that gives my name, address, phone 
number and the wording: ‘For 
plumbing repairs—service and gen- 
eral water heaters call 7 

“During the summer month of Au- 
gust, when heater business is admit- 
tedly poor, my salesman sold twenty- 
four heaters, which grossed me bet- 
ter than $1,900. The winter months, 
I fully expect, will be greatly in ex- 
cess of this. In addition to this the 
salesman also sells heater repairs that 
he uncovers in his calls, and he gets 
a commission on this also. 

“Aside from the fact that I think 
that an outside heater salesman is 
profitable solely on heater sales, such 
activity is also bound to swell the 
amount of general plumbing that will 
come to me.” 





This Building Owner Knows That 
Remodeling Pays 


Contractor sells job that rents twenty-two apartments 


u GGRESSIVE personal sell- 
ing of the modernization 
idea,” is the answer to the 

question of why the L. Soergel & 

Sons Plumbing Company, 1101 West 





National Avenue, Milwaukee, Wis., 
has been enabled to keep its men “on 
the job” through the first three 


months of 1931, and why, inciden- 
tally, the firm is one of the most afflu- 
ent plumbing concerns in the city. 
The company chose the east side 
of Milwaukee as the best district in 
which to begin going after remodel- 
ing work. This was formerly one of 
the finest residential and apartment 


house sections in the city. It now 
has numerous old homes and apart- 
ments which owners are finding it 
hard to rent. That they are open to 
suggestion on the idea of moderniza- 
tion is testified by the jobs secured 
by the progressive plumbing concern 
which is the subject of this story. 


How One Job Was Sold 


One of the jobs secured was a 36- 
apartment building. The story of 
how the owner of this building was 
sold on the idea of modernizing its 
bathrooms is told by George L. 
Soergel : 


SOIC 
” he 


“We were called in to do 
contract work in the building, 
said, “and upon observing conditions 
we decided that there should be some 
additional remodeling work available. 
Our original contract would have 
amounted to about $140, but the men 
on the job were quick to notice that 
bathrooms needed new fixtures, etc., 
so we got in touch with the owner of 
the building and put the proposition 
up to him. We made definite recom- 
mendations, explaining to him that 
it would be cheaper in the long run 
for him to put in the new bathroom 
fixtures and pointing out that his 
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apartments would be easier to rent 
if they had more modern and up-to- 
date bathroom and kitchen plumbing 
equipment. He agreed with us and 
asked for an estimate. We told him 
it would be impossible to estimate, 
but advised that he let us go ahead 
and do the job and we could complete 
it at as reasonable a rate as possible. 
When we had finished, the 
amounted to approximately $900, 
which was a reasonable amount for 
the type of work done. 

‘The owner of the building kicked 
at first on the price. However, in 
our selling effort we take care to 
stress the fact that we have good 
men, that we pay the union scale, and 
that we have utter confidence in our 
employes. 


job 


We explain that we have 
been in the plumbing business for 38 
vears, and that we cannot afford to 
jeopardize our standing in the local, 
and national 
which our firm is a member, by pay- 
ing wage rates at lower than stand- 
ard and employing what might be 
cheap and incompetent help. 

“In this particular instance, as in 
others where we have secured remod- 
eling jobs, the owner ended the mat- 


state associations, of 
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ter by sending a check for the full 
amount and expressing pleasure at 
‘our foresight,’ which enabled him 
to rent his apartments with greater 
rapidity and to keep them rented.” 
The owner of the building is Dr. 
I’. Fk. Fowle. He has expressed him- 
self as being well satisfied with the 
results of the modernization program 
carried out in the apartments. Every 
apartment in the building was thor- 
oughly renovated after the plumbing 
in the bathrooms and kitchens 
modernized, and new furniture was 
installed throughout, so as to make 
the place as up-to-date as any of the 
more modern apartments constantly 


Was 


being erected in various parts of the 
city. 
The Value of Remodeling 


3efore the modernization of the 
building was started there were twen- 
ty-five apartments in the 
empty. They remained empty during 


building 











This 1s the organization that sold and 

installed the remodeling job that 

pulled an apartment building “out of 
the red” 
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the process of remodeling and redec- 
oration. When the job was com- 
pleted, however, and advertisements 
were inserted in local newspapers 
calling attention to the fact that 
“newly redecorated and modernized” 
apartments could be had at reason- 
able rentals in a desirable section of 
the city, prospective tenants from all 
sections poured into the building. 

Now there are only three vacancies 
in the entire thirty-six apartment 
building. 

“We did not raise the rents,” 
clared Dr. Fowle, “because, after all, 
we felt that our tenants are entitled 
to a modern, up-to-date apartment 


de- 


and it 1s up to us to keep the place 
in trim. We found, however, that 
it is not difficult to get tenants in 
the place, inasmuch as the building 
is located in a desirable section of the 
city conveniently enough to the down- 
town section to make it handy tor 
working people. The point 1s, of 
course, that we were unable to rent 
the apartments despite the location 
the 
People simply will not live in a place 
that is not up-to-date.” 

Another method of 


before place was modernized. 


securing re 
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modeling work is to keep in close 
touch and gain the confidence of rep- 


utable architects, Mr. Soergel has 
found. The concern has_ recently 
secured the remodeling work = on 
two more apartment buildings on 


the east side through the good will of 
a local architect. One of the apart- 
ment buildings contains twenty-eight 
apartments and another twenty-five 
apartments, and each of the buildings 
is planning extensive remodeling 
throughout. 


Selling Architects and Builders 


“We get the good will of the ar- 





chitects and contractors by personal 
service,’ said Mr. Soergel, ‘which 
means prompt service and efficient 
service. If we get an emergency call, 
we do not waste a minute in getting 
one of our men to the scene of the 
disaster, and if none of the men are 
here, we go out ourselves. Often- 
times we out ourselves to look 
over jobs done and this is always ap- 
preciated by the contractors and ar- 
chitects. 

“Our plumbers’ repair kit, contain- 
ing 1296 parts, contains tools for any 
repair job in a home or apartment, 
and the old-time joke about plumbers 


or 
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The apartment building that filled 
twenty-two out of twenty-five va- 


cancies—after a plumbing remodeling 


job 











lorgetting their tools is absolutely ob- 
solete among our men and among 
most of the plumbing establishments 
in Milwaukee. 7 

‘Plumbers sent out on repair work 
from our shop often sell considerable 
merchandise. Only recently one of 
our men was sent to repair a counter 
at a drug store, and he returned with 
a big order for merchandise, includ- 
ing a new sink, ice box kit, and sev- 
eral other things. The repair men 
say that they have found that the 
time when repairs are being made 1s 
the most auspicious time to sell mer- 
chandise, usually by careful sugges- 
tion and not too much high pressure 
selling.” 

The L. Soergel Plumbing concern 
was originally started by L. Soergel, 
who is still active in the business with 
his two sons, George and Walter 
Soergel. The firm has always been 
active in the local, state and national 
plumbing associations. George Soer- 
gel is a past vice-president of the 
Milwaukee Master Plumbers’ Asso- 
ciation and for the past two years 
has been chairman of the Milwaukee 
Master Plumbers exhibit at the an- 
nual Home Show. 


Modernization Bureau Brings Business 


to Co-operating Masters 


HITTIER, California 

(home town of Mrs. Her- 

bert Hoover), a city ot fil- 
teen thousand people fifteen miles 
trom Los Angeles, has a Moderniza- 
tion Bureau formed under a_ plan 
slightly different from the average, 
and the plumber members of that bu- 
reau. are quite satisfied that the 
amount of money they are investing 
in the enterprise is mightily well 
spent. The plumber members are 
T. J. Horne, the Frank Newland 
all 


Company, and Harry Holcomb 
master plumbers. 

The bureau at Whittier is desig- 
nated The Home Modernization Bu- 


reau and tts whole purpose is to stim- 
ulate modernization of homes and the 
building of new homes—more espe- 
cially the former. It maintains a 
permanent public exhibit, a building 
in the central part of the business 
district being leased for that pur- 
pose. It was not initiated by an in- 
dividual as a business enterprise but 
was initiated by the business men of 
Whittier who are interested in ac- 
tivities connected with construction 
work and was adopted as a bureau of 
The Whittier Chamber of Com- 
merce. 


In order that the cost might not be 


too high for the local men, and in 





order that the most attractive exhib- 
its possible might be obtained, manu- 
facturers were interested and they, 
not the local retailers and contractors, 
placed the exhibits and pay rental 
space for the booths. One of the 
largest manufacturers of plumbing 
fixtures and equipment in the United 
States has placed the plumbing ex- 
hibits in the building. 

The local man, however, bears his 
share, but his share is not burden- 
some. Each member of the bureau 
laid down twenty dollars at the be- 
ginning just to show good faith and 
create a fund for the start of opera- 
tions. That was termed his member 
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The utmost in beauty and convenience 
—the Schenley Neo-Classic Sink 


Your customers will be interested in the 
many distinctive features and conveni- 
ences of the new Schenley Neo-Classic 
sink. The generous shelf along the back, 
the placement of the fittings on the shelf 
so that the sink compartment is unob- 
structed, the handy spray and hose which 
automatically slide back into place; the 
step-saving drawer for utensils under the 
sink—all provisions of convenience for 
the busy housewife. 


Undoubtedly, this is the most convenient 
and the most beautiful sink ever pre- 
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sented to the American housewife 
Women will recognize its attractiveness 
and convenience the minute you show 
it to them. So take them to the nearest 
‘Standard’ showroom where you 
will find the Schenley Neo-Classiec sink 
on display. 


The Schenley Neo-Classic, like atl 
‘prandard” sink designs, is furnished 
in both regular and acid-resisting enamel 
in each of eight colors as well as white. 
Displayed in your own showroon,, it will 
help you close many sales. 


Standard Sanitary Mfg. Co. 
PITTSBURGH, PA. 
DIVISION OF AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 











“ftandard’ 


PLUMBING. FIXTURES 
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ship fee. In addition to that he pays 
$7.50 per month, thus creating a fund 
to be used for publicity and general 
advertising purposes. 

The membership is representative 
of the building industry in all its 
phases, including financial organiza- 
tions. Among others it includes the 
following: three plumbers, seven 
banks and building and loan organi- 
zations, two lumber companies, nine 
general building contractors, three 
plaster contractors, four electrical in- 
stallation contractors, four paint re- 
tailers and contractors, three cement 
contractors, one tile contractor, two 
architectural firms, one iron worker, 
one linoleum contractor, one furni- 
ture dealer, one roofing and pottery 
firm, one brick contractor, one truck- 
ing company, one insect control cor- 
poration, one real estate firm. There 
are several other members represent- 
ing other phases of building work, 
while the paint men, in one instance 
at least, also represents the builders’ 
hardware and glass industries. 


Free Architectural Service 


A unique feature of the service of- 


fered is the free architectural serv- 
ice, Erwin Dunbar, an architect of 
high standing, having been employed 
on a straight salary to render this 


service and to serve as general man 


ST 
wan 


+ 
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ager of the building. The free serv- 
covers any modernization or 
building job not running above three 
thousand dollars, Mr. Dunbar visit- 
ing the premises regardless of dis- 
tance and going into personal consul- 
tation with the home owner. If the 
job runs above three thousand dol- 
lars he advises that it be taken to a 
regular architectural firm and natu- 
rally he urges patronage of the firms 
supporting the organization. ‘The ar- 
chitectural service thus offered has 
not antagonized other architects but 
rather has won their friendship and 
work is_ being 


ice 


co-operation since 


turned over to them regularly. 

For purposes of government the 
members were divided at the outset 
into five groups, men _ representing 
related industries being grouped to- 
gether. Each group selected one man 
to serve on a board of directors. This 
board names a secretary and presi- 
dent and acts as the controlling body 
in the bureau. 

A. sufficient 
turers were interested at the begin- 
ning to yield an income large enough 


number of manufac- 











View of the community modernizing 

exhibit in Whittier, Calif., where co- 

operating plumbers have found the 
activity a paying one 
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to pay the architect’s salary and carry 
the entire overhead cost leaving the 
money coming from member dues 
free to be used for the publicity pur- 
poses intended. Space is used lib- 
erally in local newspapers with the 
thought always of stimulating mod- 
ernization, the membership of lunch- 
eon clubs is invited to the exhibit 
building at times and other methods 
of publicity are employed. 

With each set of plans presented 
to a home owner by Mr. Dunbar 
there goes a typewritten list of the 
members of the bureau with the sug- 
gestion that the home owner patron- 
ize the firms supporting the bureau as 
far as possible. Naturally the archi- 
tect-manager can go no farther than 
The purpose of the bureau is 
work and to stimulate the 
modernsze, but it can not 
dictate to the home owner, nor even 
presume to. It must depend upon his 
sense of equity, and this also applies 
when the plans are presented to a 
building contractor who happens not 
to be one of the contractors support- 
ing the bureau. 


this. 
lo create 
desire to 


What Is Actually Happening 

What actually is happening? Mr. 
Dunhbar’s books show that during the 
first two months that the bureau was 
in existence plans and drawings were 
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A SYMBOL > 














ITS MEANING TO THE PLUMBING 


When a plumbing contractor installs an electric 
sump pump or hydraulic cellar drainer bearing the 
trade mark reproduced above, it means that — 


—he will earn a fair profit 
— his profit will not be dissipated in servicing 
— installation is simple and can be quickly made 


—reliability and operating economy have been 
proved 











—the pump is immune to corrosion—of copper 
and bronze throughout 

—a financially responsible manufacturer stands 
squarely behind him in assuring satisfaction to his 





customer ) 

. SS 
— the manufacturer has the experience, resources ener 
and research facilities to build toa purpose, not to Penberthy Automatic Electric Penberthy Automatic Cellar 
apr ice Sump Pump Drainer (Water Operated) 
—the manufacturer is actively creating the de- 
mand by using large space in leading architectural COPPER anno BRONZE 


and building publications. 


Carried in stock by leading jobbers throughout the country THROUGHOUT 


PENBERTHY INJECTOR COMPANY 


Established in Canadian Plant 
1886 DETROIT Windsor, Ont. 


PENBERTHY PUMPS 


REMOVE SEEPAGE WATER 
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made for $30,000 worth of moderni- 
zation work affecting twenty-eight 
buildings. A few of these jobs were 
handed over to outside architectural 
firms because of their size. The job 
of least moment called for an ex- 
penditure of only eighteen dollars, 
and the largest one forty-two hun- 
dred. 

In the vast majority of the jobs 
figured plumbing changes and plumb- 
ing installations have a part. 

Plumbing exhibits in the building 
include those in two complete bath- 
rooms, each one beautifully tiled, and 
a complete kitchen. 


What Mr. Horne Thinks 


“While we are not in the Home 
Modernization Bureau primarily tor 
the jobs that actually will be turned 
over to us immediately from it,” says 
T. J. Horne, master plumber, “we 
know we have over there at all times 
the type of display that we could not 
without large cost have in our own 
place of business. We have exhibits 
there equal to those that a customer 
might see in a large city. 

“We feel that the publicity cost is 
small compared with the publicity re- 
Seven dollars and a half a 
month would buy but little display 
advertising in a daily newspaper. 
The displays have the effect ot caus- 


ceived. 


ing people to decide when they have 
previously been merely pondering on 
improvements in their homes. The 
jobs coming from such a bureau will 
naturally not be large jobs, but every 
job is worth while. 

“The bureau also has the effect of 
creating good fellowship and good 
co-operation between the plumbers 
interested and the other trades rep- 
resented. It likewise ties us up in 
the minds of the people with the lead- 
ing firms in town. It gives contrac- 
tors from other towns the feeling 
that Whittier business men work as a 


unit. 
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“The campaign is one of tuition 
and education in addition to the real 
turn-over in plumbing contracts.” 


Jobs Secured 


The average percentage of the 
total cost of modernization in the 
twenty-eight buildings affected dur- 
ing the first two months that the bu- 
reaul was in operation was about fif- 
teen per cent, according to Irvin 
Dunbar, in charge of the exhibit 
building, and this percentage was still 
holding true at the end of four 
months. 

Only one plumbing job, a job for 
about eight hundred dollars, having 
origin in the Modernization Bureau, 
went to a plumbing firm outside of 
town, and that was occasioned by the 
location of the job and a personal 
friendship between the owner and an 
out-of-town plumber. Slightly more 
than fifty per cent of all jobs so far 
originating in the Bureau have gone 
to the plumber members of the bu- 
reau and the remainder to Whittier 
plumbers who are not members. 

For the sake of being specific the 
following jobs originating during the 
first two months might be mentioned : 
a beauty parlor job requiring the re- 
seating of four lavatories and the i1n- 
stallation of a new water heater and 
two sprays, about $300; residence job 
including installation of dish-washer 
and sink plus various other installa- 
tions, $670; Country Club, shower 
baths, $520. caretaker’s house at city 
pumping station, $500; Alpha Beta 
market, $100; changes in plumbing 
at cold storage plant, $110; residen- 
tial job, $800; residential job, $300; 
residential job, $250. These are men- 
tioned specifically merely to show the 
approximate maximum and minimum 
amounts going into jobs originating 
in this bureau. 


Mr. Holcomb’s Testimony 


“T believe this type of bureau ts a 
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fine thing for local business in gen- 
eral,” says Harry Holcomb, plumber 
member of the bureau, whose busi- 
ness address is 1126 South Painter 
St., Whittier. “I have not attempted 
to keep books on the amount of busi- 
ness coming to me that has had origin 
in the bureau. That is not my way 
of doing things. I joined this bureau 
and am promoting it with all my en- 
thusiasm because I know it is first of 
all helping the local business men in 
general, and second, helping all local 
plumbers. If it helps the local plumb- 
ing industry it must help me. _ I 
would much rather my local competi- 
tor would get business than that no 
one would get it or that it should go 
out of town. Since there is positive 
book proof that a certain amount of 
new plumbing business is originating 
in the bureau I am satisfied that I 
shall always get my share of that 
business.” 


Mr. Williams Favors It 


“Our firm is a member of the bu- 
reau and I am satisfied with the re- 
sults. I can tell from inquiries com- 
ing over our counter here at our 
place of business that a goodly per- 
centage of the customers have previ- 
ously visited the Modernization Bu- 
vreau,” says W. A. Williams, manager 
of the Frank Newlin Co., 1185 South 
sright Avenue, Whittier. “Very fre- 
quently a customer will come in and 
say, ‘I want a faucet like the one I 
saw displayed over at the Moderni- 
zation Bureau,’ or ‘I like that lava- 
tory over at the Modernization Bu- 
reau.’ I am satisfied also that we get 
our share of the work originating in 
the bureau and I am satisfied with 
the bureau as an instrument to pro- 
mote plumbing work in the town. 
We look for its influence to increase 
as time goes on. Of course the dis- 
plays there are more complete than 
we would be able to install as indi- 
viduals.” 

















by this story, but by the experience of many cities and towns. 
Recently the Minneapolis bureau put over a modernized home 
program, in which plumbing and heating contractors partici- 


pated. 


Forty thousand people visited the home. 


Muncie, 


Indiana, reports recently a campaign that brought in one 
hundred and fourteen jobs in the opening week of the effort. 

















JME 


A new editorial service for the growing 


number of heating dealers who are bring- 


ing higher standards of comfort and con- 
venience to the American home 


os 


In this Issue: 


Stoker-Fired Boilers Connected 
tor Efficiency 


Getting Gas Conversion 
Burner Profits 


An Efficient Management 
System for Oil Burner Selling 


A Complete Plan for 
Stoker Sales 
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THE REVERSFLO FILTER 





an exclusive* feature of the 
Silent Glow Range Burner 


The Reversflo Filter is another exclusive* feature 
found only in Silent Glow Range Burners. 


Oil flows from the bottle reservoir down into the 
pocket shown in the illustration, then up through 
screens and down again into the feed pipe. 


Through the Reversflo Filter, when the oil reaches 
the burners, it is clean; all impurities, dirt 
particles, water, etc., are removed. Dirt particles 
are apt to clog feed lines; water causes sputtering 
flames and, because dirt sinks to the bottom of 
any receptacle and oil floats on water, the pocket 
in the Reversflo Filter assures clean oil, always. 


The Reversflo Filter is only one of the many 
exclusive features which make Silent Glow the 
leading range burner on the market. Some 
others, all exclusive, most of them patented, are 
Microfeed Valves, Superheater, Self-cleaning Oil 
Feed, Reddylite, and patented Deflector Rings. 


More than 100,000 housewives endorse Silent 
Glow. Women who have used it, tell us that 
they would not part with their Silent Glow Range 
Burner for many times its cost. Because of its 
patented features, Silent Glow outsells every 
other range burner on the market. It’s a busi- 
ness maker—a prosperity builder. If you are 
interested in making money, write at once. 


THE SILENT GLOW OIL BURNER CORPORATION 


(Chicago 


HARTFORD, CONN. 


St. Paul 


IN CANADA: SILENT GLOW OIL BURNER CORPORATION, LTD. 
6320 St. Hubert Street, Montreal, P. Q. 


Wember American Oil Burner Assoc. 


‘Patent applied for Member National Electric Light Assoc. 





Member Oil Heating Institute 
Member Diatillate Burner Mire. Assoc. 
































Fig. 1—This is a view of the 
stoker and boiler installation 
in one of the apartment bulld- 
ings shown in Fig. 3. The 
piping was re-arranged s0 
that it could carry the entire 
house and water heating load 
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Stoker- Fired 


Boilers 
Connected for 
Efficiency 


By H. M. DOLSEN 


MINNEAPOLIS heating contractor 

was called out on a job where stokers 

were installed and this is what he 

tound: there were two three-story apartment 
buildings which were identical in shape and 
size and which were located side by side, as 
shown in Fig. 3. Each contained twenty-five apartments. as to make possible the use of either or both of them for 
When built, an individual heating plant was installed in heating the two buildings. The contractor in question 
each building, the only connection being a connecting talked to both the owner and janitor and at the same 
passageway between the two basements. In addition, time took the necessary measurements and made a rough 
there was a single hot water storage tank and heater in sketch of the boilers, piping and basements. With this 
each building. information he went back to his own office and made a 
The reason for the contractor being called on the job detailed sketch of the two boiler rooms and then added 
was that the owner had been told it might be practicable the pipe lines. This is*shown in Fig. 2. After making 
to connect the two boilers together in such a manner an estimate of the cost, he wrote up a short proposal and 
secured the order. The description of the 
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through the various partitions and building walls were 
cut and the pipe lines from one boiler to the other were 
erected. 

In the original installations there were two 6-in. flow 
risers from the boilers. These had 6-in. elbows at the 
top. It was necessary to replace these elbows with tees, 
so at the proper time the 6-in. riser was cut off squarely 
with the cutting torch. The elbow was removed, a tee 
was installed and the riser pipe was welded together 
again. A short piece of pipe from the tee to the end of 
the header and a flanged union was all that was necessary 
to complete the connection. In this way, a minimum 
amount of work was done in breaking into the line and 
only that part of the piping which needed replacements 
was disturbed. 

The return header was connected to the old returns 
at the boilers by breaking out the fittings and replacing 
them with the necessary tees and the necessary flanged 
unions 

One feature of the installation that was appreciated 
by the owner and the janitor was what the contractor 
did in regard to marking the valves which were installed. 
Each valve was numbered with nickel-plated house num 
bers which were wired to the valve handles. It will be 
seen from Fig. 3 that the valves in the left hand boiler 
room carried even numbers and the valves in the right 
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Fig. 3—The apartment bullding on the corner tx known as No. 220, while the similar building next door to the left is known 
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hand boiler room carried odd numbers. In addition to 
this, the contractor prepared a drawing of the two boilers 
and the main connecting piping. He mounted this in a 
frame under glass with a set of concise but clear in- 
structions for the operation of the system when either or 
both of the boilers were to be used in supplying heat. 
This is shown in Fig. 3. As a result, when the owner 
changes janitors, he may be reasonably sure, if the janitor 
exercises any care at all, that the system will be oper- 
ated as expected. 

Equalizers were installed at four points, inasmuch 
as the distance from one boiler to the other is 110 ft. 
and since it was thought best to install a sufficient num- 
ber of equalizers so that the flow main would be kept 
clear of condensate at all times. The equalizer con- 
nections consist of 2%-in. nipples welded to the bottom 
of the 6-in. main, with a tee and mud leg and a 1%-in. 
drip to the return main. The upper ends were fitted 
with 34-in. vents and the lower ends were fitted with 
check valves. 

The two hot water tanks also were connected to the 
6-in. header, making it possible to heat both tanks from 
either or both boilers without heating the two buildings. 
On the other hand, both of the buildings and tanks may 
be heated from either or both boilers with this arrange- 


ment. Both the flow mains were covered with magnesia 
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pipe covering and the fittings were insulated with 
asbestos cement and canvas. 

Referring to the directions for operating, it will be 
noted there are more combinations possible than would 
seem on the face of the matter. In the first place, it 1s 
possible to have everything open and in operation. Under 
these circumstances, both of the buildings are heated, 


DIRECTIONS FOR OPERATING 
The Yale Building The Harvard Building 


990 North College Blvd. 214 North College Blvd. 
Valves Nos. 2-4-6-8 Valves Nos. 1-3-5-7 


| 
| To Heat both Buildings and Both Hot Water 
| 


Tanks with Both Boilers in operation, have all Valves 


To Heat both Buildings and both Hot Water 

Tanks with No. 220 Boiler only in operation; OPEN 

Valves Nos. 2-4-6-8-1-7 and CLOSE Valves Nos. 
| 3-5. 

To Heat both Buildings and both Hot Water 
Tanks with No. 214 Boiler only in operation; OPEN 
Valves Nos. 1-3-5-7-2-8 and CLOSE Valves Nos. 
4-6. 

To Heat both Hot Water Tanks only and with no 
heat to buildings with Boiler No. 220 in operation; 
_ OPEN Valves Nos. 4-6 and CLOSE Valves Nos. 
_ 2-8-1-3-5-7. 
| To Heat both Hot Water Tanks only and with no 

heat to buildings with Boiler No. 214 in operation; 
OPEN Valves Nos. 3-5 and CLOSE Valves Nos. 
1-7-2-4-6-8. 

To Heat both Hot Water Tanks only and with no 
heat to buildings and with both Boilers in operation; 
OPEN Valves Nos. 3-5-4-6 and CLOSE Valves 
Nos. 1-7-2-8. 

All Valves must be FULL OPEN or CLOSED 
TIGHT at all times. 


410° From 8o:/er to Bor/er 
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Fig. 4—The above is a copy of the operating instruc- 

tions which were prepared by the heating contractor 

for the guidance of the janitor in operating the valves. 

The original copy is mounted in a frame under glass. 

The sketch is an elevation view of the boilers and 
piping 


hoth of the hot water tanks are heated. and both boilers 
ire in operation. 

The next possibility is to heat both buildings and both 
hot water tanks with either boiler in operation. This 
inakes a total of three possible arrangements, so far. 

Next, for summer operation, the supply risers to the 
two buildings may be shut down and only the hot water 
tanks heated. In this case, there are three more pos- 
sibilities where the tanks are heated by both boilers 
or by either of the two boilers. 
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It is conceivable that under certain conditions heat 
may be desired in one building and not in the other, 
and either one or both boilers may supply the require 
ments. These add three more possibilities in operation 
and if the other building should be operated alone the 
total is brought up to twelve possibilities. If the hot 
water tanks also are considered in this individual oper 
ation of the building, the total number of possibilities 
is increased still further. This 1s being mentioned to 
point out the possibilities of the system as installed. It 
is especially noteworthy when it 1s considered that only 
four control valves are used on each boiler and one on 
each hot water storage tank. 

In instructing the janitor in the operation of the sys 
tem, the contractor was especially careful in warning that 
all valves must either be entirely open or tightly closed 
at all times. 

The remodeled plant was placed in operation during 
the last heating season and the owner reported to the 
contractor that he found tt possible to heat very satisfac 
torily both buildings and both hot water tanks with the 
one stoker fired boiler using but very little more fuel 
than formerly was required by that boiler in heating 
one building and one tank. 

\nother advantage which the owner considers of great 
importance to him is that while one boiler is operating, 
the other may be cleaned thoroughly and kept in readiness 
tor use either in an emergency when it will be required 
to take the place of the oprating boiler or in the event 
of cold weather when it will be required for supple 
mentary Use. 

* 


Reducing Stack Effect in Tall Buildings 


A tall building acts as a chimney. Cold air enter- 
through doors and around windows, mainly in the lowe: 
part of the building, and the warm air within’ th: 
building rises and escapes around the windows in. th 
upper part of the building. Observations made in om 
tall building indicate that in order to compensate for thi 
greater infiltration on the lower tloors and for the ris 
ot heated air to the Lipper floors. it 1s necessary to install 
about SO per cent more rachation on the 4th floor thar 
on the 40th floor. It is desirable to reduce the stack 
effect as much as possible because it mnereases the heat 
loss from the building. This can. be accomplished by 
tight elevator shafts, tightly fitting elevator doors, and 
tightly fitting stairway doors. 


® 


Recirculation Saves Heat 

It is possible for fan heating to be a wasteful process, 
the wastefulness depending upon the extent to whicl 
warm air is exhausted from the building. Adequate 
ventilation does not require that all of the = air 
circulated be brought in directly from out-of-doors 
and then exhausted. It is usually possible to recir- 
culate a large percentage oft the air. The heat saved 
may be 50 percent or more of the amount required 
if there were no re-circulation. 

It is thus evident that in buildings where there are 
fan systems, space should be provided tor recirculat 
ing ducts so that such air as is fit to use over again can 


he recirculated to whatever extent seems desirable 
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Getting 





A eonversion 

burner job, in- 

stalled by one of 

the contractors 

mentioned in this 
story 


(sas Conversion Burner Profits 


Several Eastern heating 
contractors have some 
interesting things to say 
about the profit possi- 
bilities in gas burners 


Hk gas conversion burner is a factor in house heat 
ing, and the plumbing and heating contractor is 
taking cognizance of the fact that this unit offers 
profit possibilities in many cases. In New York and 
New Jersey, reports indicate that gas conversion burners 
sold better during the past year than in any previous 


vears In the Staten Island territorv of New York. 


Af) 


twenty-five gas conversion burner installations pulled 
through last winter satisfactorily and the rate for gas 
tor house heating there is high. In some instances, the 
contractors made the sales themselves. In other cases, 
the utility salesmen closed the deals, but on all installa 
tions the contractors received a commission on the retai! 
price of the equipment, plus the installation fee. 

Joseph Reynolds, in charge of the gas-tor-house 
heating division for the New York and Richmond Gas 
Company, Stapleton, N. Y., states that most of their 
sales were the result of newspaper advertising, which 
shows that there is an active public interest in the gas 
conversion burner. 


A Growing Market 


Mr. Reynolds claims that as the gas rate goes dow! 
the law of averages on conversion sales will increas 








November 14, 1931 





ATTRACTIVE FINISH IN BLUE ENAMEL 


The thin wall of the Copper Tubes and their 
greater heat conductivity permit the water to 
begin the absorption of the heat units the instant 
the boiler is lighted. 


The combustion chamber of the Foran Tubular 
Boiler is so designed that complete burning of 
oil or gas fuel is accomplished. As a direct 
result of its shape, size and air-tight construc- 
tion of the fire box, the highest efficiency and 
the greatest economy are obtained from the fuel. 


Foran Boilers are also designed with steel 
tubes for coal burning, especially for Ayo. 
MATIC STOKERS. They are interchangeable 
for either kind of fuel without any change 


in boiler construction. 


Your prospect will realize a good investment 
in the Foran Boiler when you explain to him 
that they will produce “More Heat’’ in a given 
time with a saving in fuel costs of from 30% to 
50°7, over the conventional type of boiler. 


THEY COMPARE FAVORABLY IN 
PRICE VITH STANDARD MAKES OF 
BOILERS 


Desirable territory now available to Distributors. 


FORAN BOILER CO., Inc. 


General Offices and Manufacturing Plant 


FLEMINGTON, NEW JERSEY 
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\\| MORE. = 


FORAN IMPROVED COPPER 
and STEEL TUBE BOILER 


Scientifically Designed 
FOR OIL, GAS and COAL BURNING 


Save 30% to 50% in fuel costs — A good investment 


a rapid and positive circulation by circulating the water through a large number of 

small (34 in.) ‘‘U"’ shaped copper tubes, connected with side circulating columns 

placed directly in the hottest part of the heat chamber, and so staggered that they 
absorb the heat from all sides, bringing the water to the steaming point or circulation, very 
much quicker than it is possible to obtain in a Cast Iron Boiler; where you are obliged to 
heat a large body of water. This construction insures rapid and positive circulation, and a 
saving in fuel cost from 30% to 50%. | 


f ORAN BOILERS SCIENTIFICALLY CONSTRUCTEDfor Oil or Gas fuels, obtain 
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Sectional View 
FLUE VENTS : 
ANGLE IRON CORNER FLUE — PIPE FLANGE 
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Sectional view of the Foran Tubular Boiler shows clearly how radically it differs from the conventional coa! 
burning type of boiler. ~ |; 

Note the thickly nested ‘'U"’ shaped tubes, directly in the path of the heat travel, insuring rapid and positive 
circulation of the water. The tubes are so spaced as to allow equal distribution of the gases and for easy cleaning 

The brick insulation in the base not only prevents loss of heat but radiates the absorbed heat hours after the 
burner is shut of. Foran Boilers are thoroughly insulated. 
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The Only Tank Heater 


With All These Quality Features 
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Spencer 


vm Heavy Duty Steel 


| TONCAN IRON 


— Tank Heater 


For apartments and 


other large buildings 











AUTOMATIC 
DAMPER REGULATOR 

















There is a definite demand, especially in 






































y the larger cities, for tank heaters to supply 
\ the hot water requirements of apartments, 
\ STORAGE institutions, etc. The new Spencer Heavy 
: MAGAZINE Duty Steel Tank Heater supplies this de- 
4 tbh he . “aaaeae mand by providing an advanced type of 
P| ij Alt OF COAL rugged construction and many advan- 
| f if ( , ‘ tages not found on any other tank heater. 
6) | e Labor Saving 
‘ Fire burns 12 to 24 hours with- 
> out attention. 
ie | uniroen Economical Operation 
FIRE-BED, Uses low-cost No. 1 Buckwheat 
a9 p Aya Anthracite or small size coke. 
ee A Continuous Hot Water Producer 
Built to withstand 125 Ibs. work- 
| ing pressure. Outlasts several 
| lighter built heaters. 
| Lifts You Out of Competition 
Instead of offering “just another tank 
heater”, you can increase your volume 
RUST-RESISTING and profits by selling this improved Heavy 
a. oe Duty Steel Tank Heater. Write for de- 
scriptive literature. | 











SPENCER HEATER CO., Williamsport, Pennsylvania 


Spencer Heater Company of Canada, Ltd., Toronto, Canada 


oPENC E he 


Magazine Feed 


BOILERS 


Jor steam,vapor or hot water 
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even more than the law of averages on gas boiler sales, 
because where the rate is high just now, the wealthier 
people are the logical prospects. On the other hand, 
where the rate is low, many logical prospects for gas- 
for-house-heating are people of moderate means. 

It takes but a day to install a conversion burner unless 
it is necessary to remodel the piping. In some cases, the 
gas companies in the East have made their own installa- 
tions in order to check costs and it was stated that the 
figures showed that labor and materials ran around $30 
and electrical work $21. The contractor may find, for 
various reasons, that his costs exceed this $51 estimate, 
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but this figure will give him something to shoot at. 
Eastern contractors who have made gas conversion in- 
stallations advise checking a job carefully before esti- 
mating because little things may build up overhead un- 
reasonably high and cut down the net profit. 

[f the boiler and flues are in good condition, the boiler 
need only be scraped clean, the ashpit door removed, 
the grates taken out and the conversion burner slipped 
in. It is necessary to make all openings airtight with 
cement, and usually this cement is painted over to make 
a presentable job. 

The accompanying photographs show a gas conver 





“A conversion burner should not be installed 
unless the old heating system is in good shape, 
because converting from coal to gas will not 
remedy a defective boiler, and if it functions un- 
satisfactorily with the conversion burner, out it 
will come. If a prospect refuses to stand the ex- 
penses of repairs and replacements, it is advisable 
to pass up the job.” 


: 
; 


—— t 
’ 


LOE EOE EES ee Se ee 





This is the type of home in which one contractor feels the market for conversion xa 
burners exists. The installation ix shown on the first page 
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sion burner installed in a Staten Island home where it 
has given satisfactory service. The estimated cost of 
upkeep was $245 for three hundred feet of radiation 
from October Ist to May Ist, using a steam boiler that 
was already in the home. Gas consumption has kept 
well within this estimate. One engineer in a gas com- 
pany suggested that the chain on the air door be length- 
ened so that the opening be not more than two inches 
when the burner is operating. He claims he has found 
that it works most efficiently under these circumstances 
and that if the opening is too wide, too much air will 
be sucked into the combustion chamber, which will 
result in high fuel bills. 


Advice from Heating Men 


Joseph A. Sohleininger, plumbing and heating con- 
tractor, Stapleton, N. Y., who has made numerous gas 
boiler and gas conversion burner installations, advises 
that the customer be told to set the thermostat back to 
60 degrees when going away for a few days or when 
out automobiling. This temperature is sufficient when 
there is no one at home and it takes but a few minutes 
to bring the temperature up to a comfortable 70 degrees 
after the thermostat is adjusted accordingly. 

\ conversion burner should not be installed unless 
the old heating system is in good shape, because con- 
verting from coal to gas will not remedy a defective 
boiler and if it functions unsatisfactorily with the con- 
version burner, out it will come. If a prospect refuses 
to stand the expenses of repairs and replacements, it 1s 
advisable to pass up the job. Wise contractors in the 
cast are tollowing this policy. 


IRONTON BUNSEN TUBE ~ 


GAS CONVERSION BURNERS 


All rectangular firebox boilers may easily be fitted with the lronton 


Bunsen Tube Gas Conversion Burner. 


Think what a wide field of activity this gives you. doy, sey Heat is 
ype 


the trend of the times and with the Ironton Bunsen 
heating is not only automatic, it is clean and economical. 


You cannot fully appreciate the = advantages of Ironton Burners 
rite us for detailed, conclusive 


without investigating thoroughly. 
proof. 
BURNER DIVISION 


CONTINENTAL STOVE CORPORATION, 


: [he lrontog Oyrqer for 
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The gas conversion unit is often an alternate to a gas 
boiler sale. P. E. Quinzer, Lyndhurst, N. J., had such 
an experience. Last year he installed a gas conversion 
burner and this year the customer is replacing it with a 
gas boiler. The customer wanted to try out the gas-for- 
house-heating idea and was willing to spend a few hun- 
dred dollars on the experiment. It satisfied. Now 
(uinzer has landed an additional sale. 

Gas conversion burners in the East are now operating 
efficiently in steam, hot water and warm-air jobs. They 
are equipped with thermostats, electric motor valves, 
vapor, warm-air and hot water limit systems so the 
operation is automatic and safe. From the selling stand- 
point, the contractor has many selling appeals when con- 
tacting a prospect; namely, convenience, cleanliness, 
simplicity, safety, dependability, heating comfort, even 
heat, cellar modernization, and freedom from coal heav- 
ing and ash carting drudgery. 

In Newark, N. J., an organization called Domo, Inc., 
recently began selling gas conversion burners and at 
present have nine canvassers bringing in orders. These 
men work on a ten per cent commission basis and get 
results. The contractor should keep an eye on the gas 
conversion burner. It has its place in the gas-for-house- 
heating plan because it satisfies the demands of certain 
types of purchasers. Get after the gas conversion profits 
in your territory. 


Who Are Prospects? 


“The best prospects for gas conversion burners will 
be found in homes valued from $8,000 to $12,000,” 
explained Mr. Quinzer. “For this reason, the low first 
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cost of a gas conversion burner is the big selling argu- 
ment with such people. When angling for gas burner 
prospects, the plumbing and heating contractor should 
canvass or circularize people living in the more moder- 
ately priced dwellings. Next to low first cost, the high 
efficiency of a gas burner should be stressed. The pros- 
pect with a limited pocketbook will think of efficiency 
after first cost, because he is worrying about subse- 
quent gas bills. The easiest way out, I find, is to stress 
the fact that the local gas company is now pushing and 
servicing gas burners, which it would not do if this 
heating appliance burned excessive gas, and that lab- 
oratory tests show that the leading makes of conversion 
burners in an average boiler will give satisfaction. 

“Tf necessary, I take a gas conversion prospect around 
to the home of a gas conversion user, so that the pros- 
pect can inspect the installation and glimpse the gas 
bills. He then has first-hand information. If a tested 
and approved gas burner is installed in co-operation 
with the local gas company, if the heating system is 
properly prepared and in good working order, the con- 
tractor need not worry about unreasonably high gas bills, 
unless the house heating rate in his territory is unrea- 
sonably high. The condition of the boiler is very impor- 
tant from a sales standpoint, because, if it is inefficient, 
the gas burner will naturally burn excessive quantities 
of gas, and the installation, being easy to pull out, may 
be discarded aiter the first month.” 


Harold Brangs, manager of Domo, Inc., Newark, 
\. J., verifies Mr. Quinzer’s contention that the best 


prospect for a gas conversion burner is the home-owner 
with an $8,000 to $12,000 home. Mr. Brangs employs 
nine salesmen and is averaging better than one gas con- 
version burner sale a day at the present time. His 
salesmen concentrate their efforts on the $8,000 to $12,- 
OOO homes and do not overlook renters. The gas conver- 
sion burner, being easy and inexpensive to install and 
take out, is likewise easy to transport on moving day, 
and the Domo salesmen have sold a number of gas 


conversion burners to people who rent homes. 


This Contractor Sells Boilers and Burners 


Russel] Henderson, plumbing and heating contractor, 
Maplewood Center, N. J., has made numerous gas con- 
version burner sales and offers these suggestions. Inci- 
dentally, it might be mentioned that Mr. Henderson has 
made many gas-fired boiler installations and he does not 
find that the gas boiler is harmful to the sale of gas 
conversion units or vice versa. He that each 
product serves a certain demand, which the other prod- 
uct would not find productive of profits. “Cleanliness, 
cellar modernization and convenience at lowest possible 
cost are the selling appeals that I feature,’ explained 
this contractor. ‘At low cost, the homeowner can for- 
vet soot, ashes, coal shoveling and dirt and get thermo- 
statically controlled heat. Then there is the question 


SaVS 
+ 


t close quarters in the old home. During the post-war 
period, homes were expensive, and people of moderate 
means could afford to buy only six, seven or eight room 
houses. Today, such families have increased consider- 
ibly, but the heads of these households, having limited 
means, cannot afford to spend large sums for extensive 
The gas conversion burner offers an easy 
way out at little cost and many such homeowners will 
rab the idea with gusto if presented in this light.” 


idditions. 
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Here's work 
that any 
contractor 
can get 


NOW 


9 out of 10 gas users 
want automatic control 


FOR every automatic not weter storage system in your 
(There 


are 3% million in use) Every housewite wants continuous 


locality, there are 9 manually operated burners. 


hot water and you can get the business NOW by making 
with the KLIXON 


Approved by leading 


j3utomatic 


neaters 
Conversion Ait 
3as companies ard Good Housekeeping 


Institute. They are being installed in all 


Urug otores throughout the 


The kit contains a Klixon How 


SIN 
-OUNTTY. 





line thermostat, a Klixon safety pilot, a 





fie i 7 ’ | i 
Klixon ooller jacket, and al] necessary 


f ‘ i « 
parts. _an de iInsteli~d in @ few hours 


You make a nanasome profit On the kit anc 


installation. Its cost to the home owner 
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1 to arouse interest instantly 


your jobbers name so that ‘you 


Oe€nd us 





can get prices and details without delay 


Spencer | hermostat Co., Attleboro, Mass 
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An Efficient 
Vianagement System 


for Oil Burner Selling 


HE selling of approximately three hundred and fifty 

heating plants and a larger number of oil burner 

jobs during 1930, a year during which business fell 
far short of its general average, affords the basis for an 
interesting recital on methods of successful merchandis- 
ing. This volume of business, secured by Rubel and 
Jensen, Inc., heating contractors, 587 Central Avenue, 
Newark, N. J., through the employment of salesmen 
and solicitors and by suitable management, was created 
principally through house to house canvassing. 

The firm employs in its heating department three sales- 
men whose chief qualification is that they can figure 
radiation requirements and quote prices, and three 
solicitors, each paired with and under the direction of a 
salesman, who make house to house calls for the pur- 
pose of getting live prospects. In the oil burner depart- 
ment, which is a distinct branch of its heating business, 
the firm employs three salesmen, each of whom under- 


stands thoroughly all angles of the burner and 1s able to 
successfully present the facts to prospective customers 


Simplifying Sales Procedure 


A simplified method of procedure has been worked 
out by Harry L. Rubel, president of the company, which 
provides that in the heating department each salesman is 
responsible to the firm for both his own efforts and those 
of the solicitor with whom he works. The salesman 
maps out the territory the solicitor is to cover, they start 
out together each morning and meet in the late after- 
noon when the latter reports any appointments he may 
have succeeded in making for the salesman. The solici- 
tor’s report is contained on a small white card giving 
the name, address, date, hour of appointment, type of 
heating plant if any, type of building, number of rooms, 
type of heating plant in which prospect is interested, and 
remarks. These cards are made out only when appoint 





This firm of heating contractor-dealers has done away with many of 
the needless details in sales management, to leave more time for selling 
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ments are made by the solicitor and no record is kept of 
calls that are not productive of an appointment. Con- 
cerning this last mentioned feature, Mr. Rubel said, 
‘We have found that a card for every call made would 
clutter up the office too much and for that reason we 
do not even make out a card tor a home owner who 
might say he will possibly be interested next season or 
next year. Instead we let the law of averages take 
care of this potential business the next time we go 
through that particular section.” Relative to territorial 
coverage, Mr. Rubel stated, “No specific time is set for 
the re-going over of any section; instead we are guided 
to some extent by the number of jobs we land. In in- 
stances where several have come out of a particular sec- 
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A Message tom 


Builders of stokers, oil burners, unit 
| heaters, water systems, refrigerators 
| and to those who service them. 


Most of the Leland output goes to appliance 
manufacturers, particularly those who build 
the better grade appliances. 
The Leland motor, referring to the en- 
tire line, owes its success in large part to: i 

o, 





Advanced designs specifically adapted to 
appliance operation; 





Greater care in manufacture than is yy 
usually observed by motor builders; 
A continuous, self-filtering, fool-proof, ' 
lubricating system; 
A SERVICING PLAN THAT HAS 
MET EMERGENCY AND STOCK 
REQUIREMENTS IN A MANNER 
SATISFACTORY TO ALL. 
The motor illustrated above is very 


quiet—the special cradle mounting 
deadening all transmitted noises. 













A short-circuiting device that can be 
relied upon for long time, uninterrupted 
operation; 


/ 





Such pictures as this are in salesmen’s loose-leaf books. I — } I | C 
They bear the name and address of the home owner at the | nvestigate the Leland motor. onsult 
bottom of the sheet those who have already adopted them. 


Find out why they adopted them. 
tion another solicitor and salesman go through within ', ag , 
die te pa a" “A h nat A. C. Repulsion-induction 
y days. Last year we went through certain parts 7 

cae - 5 _ D. C. Compound wound. 
of Newark and outlying towns a dozen times and on each A. C. Polyphase 
occasion made it pay. Interchangeable frames 

The salesman after keeping appointments fills in a 
vellow card which besides giving the name and address, 


date, price quoted, has space for the details of interest The LELAND ELECTRIC CO 
shown in the sales talk. In the event that another call ai 


is necessary, its results are reported on a pink card which | CANADIAN 


has space for a call back request report. The yellow card *GRONTS 4 


CABLE ADDRESS 
LELECT 
DAYTON 








is also used, but filed separately, tor oil burner sales 
calls and demonstrations. 


Card System a Check on Salesmen 


“This card system,” Mr. Rubel said, “gives us an 
adequate check on what the sales force is doing as the | 
cards must be kept proportionate one to the other. The | 
white cards are each destroyed after the salesman has 
made his call on the party to whom it is made out; there- 
fore too many on file would indicate that the salesman 
is behind in keeping appointments made by the solicitor 
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A.G.A. APPROVED + 


Protection for You 
and Your Customer 





After you've shown your 
customer how and why The 
Automatic GasSteam Radi- 
ator furnishes heat cheaper 
and more efficiently, show 
him that its A.G.A. ap- 
proved. This is his protection 
and yours of highest quality, 
truthful representation and 
integrity. 


See your jobber or 


write us direct. 


Automatic 
Gas Steam 
Radiators 
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Automatic Gas-Steam Radiator Co. 


Brushton and Thomas Sts. Pittsburgh, Pa. 

















Are You Selling 


Trouble-Free Heating Service 


or Just 
Oil Burners? 


T SOMETIMES happens 
i that a dealer permits his 
better judgment to be side- 
tracked by the lure of greater 
profits. He takes on the so-and-so oil burner and earns 
the profits—only to see them dissipated by repeaved 
service calls. 
The Branford Automatic Oil Burner, made by The 
Malleable Iron Fittings Company of Branford, Connecti- 
cut (founded in 1864), offers and delivers even, depend- 
able, trouble-free heating service month in and month 
out, year in and year out. 


Holders of the BRANFORD franchise operate with 
complete confidence in their product, for they know that 
this Company stands squarely in back of every Branford 
Oil Burner sold, and back of the Company is a 67-year 
old reputation of fair dealing and dependable products. 





We are interested in hearing from 
responsible dealers. 


THE MALLEABLE IRON FITTINGS CO. 
Dept. 40 3 


BRANFORD __ 
“OIL BURNER 


Branford, Conn. 











_of manufacturers or through a commercial house. 
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and too many yellow cards would indicate laxity in fol- 
lowing up call backs on live prospects. In instances 
where some little hitch like terms or the insistent argu- 
ment advanced by a prospect who wants a _ heating 
plant comes up, Mr. Jensen or myself will make a call 
with the salesman.” 

The mention of the word “terms” prompted the ques- 
tion, “How much of your work is financed on the de 
ferred payment plan?” Mr. Rubel replied: “About 75 
per cent, either through the time payment departments 
We 
always have customers sign a conditional bill of sale 
which is used as a lien on the property and filed at the 
County Clerk’s office. This affords us the opportunity 





Here is a Rubel & Jensen installation, alongside of one that 
the firm did telling a clear story of the firm’. 


methods 


not do, 


of recovering the burner or heating plant, if we want to 
in case of default; but the principal use to which we put 
it is to spur on delinquent payers. A property owner is 
looked up before we do a job, so that we know the ex 
tent of the equity a customer has in his home. The con 
ditional bill of sale acts also as a curb against an owner 
from adding more encumbrances against the propert} 
until ours is paid. Only one case has caused us any 
trouble and that was where a building and loan associa- 


_ tion had to take over a house in which we had made ar 


| installation. 


Shown the conditional bill of sale the as 
sociation completed the payments.” 

In the matter of turnover in the sales organization 
Mr. Rubel said that while solicitors do not stay long 
after the peak months, August, September, October and 
November, are passed, he finds salesmen are much mor 
steady. This latter fact is true largely because the sales 
man must have a knowledge of the heating business; h 


_must be able to measure up a house, estimate the job 


and set a price, and he is remunerated on a differen’ 


hasis than the solicitor. 
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ECAUSE sales results de- 
pended so much on satisfied 
customers, and because sat- 
isfied customers could be had only 
with perfect installations, Mr. Cox 
exercised great care not-only in 
the installation itself but in select- 
ing the correct size of burner for 





In the first part of this article, Charles L. 
Miller, Sales Manager for Harrison F. Cox 
of Paterson, N. J., described the method 
followed in selecting the stoker, and the 
careful study of costs made in arriving 
at a proper selling price, as well as the 
set-up for the sales force. 
he takes up the important subject of service 


little more than necessary capacity 
are tremendous factors in econ 
OMmy, Case of operation, life of 


equipment, service and_ heating 


In this article 





each job. 

Kach sales representative was a 
equipped with a_stoker ques- 
tionnaire. Before any price could or would be quoted, 
information regarding boiler size, radiation, meas- 


urements, number of rooms, etc., had to be turned in 
to the main office for definite quotation. When there 
was the least doubt as to proper boiler capacity, the job 
was either turned down or the owner advised to cor- 
rect the defect before installation could be made. This 
might seem rather high-handed, but conservatism in this 
respect has made more money for Mr. Cox than taking 
chances could have. 

Important considerations for coal burner installations 
are: Plenty ef clearance in boiler, sufficient radiation for 
rooms, proper boiler size for radiation, long fire travel in 
the boiler or furnace, and the installation in the boiler 
of a burner with capacity enough not just to carry the 
job, but to raise it early in the morning, etc. 


Conditions Carefully Studied 


The stoker itself should be carefully leveled and the 
manufacturer’s instructions followed explicitly. If every 
possible care is exercised and every precaution taken a 
coal burner will render incomparable service to the seller 
and the owner. 

Long experience with many installations has proved 
time and again that boilers with long fire travel and a 


satisfaction. Operation of the type 
of heating plant that has not the 
proper capacity tor its job, is not economical, the stoker 
works more and harder, service is necessary and the 
owner experiences no real heating satisfaction albeit his 
house is as well heated as it is possible to be 

Mr. Cox looks forward to the day the home owner 
will want heating satisfaction instead of the cheapest 
possible job awarded to the lowest competitor, regard- 
less of capacities. When that day comes, Mr. Cox says 
that the automatic fuel burner man will be in paradise 
\ large part of the trouble experienced by users of the 
coal burner, is caused by insufficient capacities and sizes 
in the heating plant. Thus it is necessary to exercise 
extreme care in surveying the prospect’s heating plant 


and selecting properly sized coal burner tor the job 
Working for Real Service 


The first winter Mr. Cox took complete charge of any 
The second winter three times as 
Sales the en 


service personally. 
inany installations another man assisted. 
suing year made it possible to establish a real service de- 
partment. Service was rendered from 7 A. M. until 
11 P. M. regularly and especially at any time night or 
day, Sundays or holidays. Thus it was necessary to 
have someone at the phone twenty-four hours a day and 
seven davs a week as long as heat was required. Fur 
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cellar with un 


A modern 
stoker installation, making 
possible a first class card 
or billiard room iin the 
aren outside that enclosed 
for the boiler and 


stoker 


ther it was necessary to have 
a service man on duty from 7 A. M. to 11 P. M. every 
day and to have a man available at any time. 

\ schedule was made up tor two men, one starting 
at 7 A. M. and working to 5 P. M., the other coming on 
duty at 2 P. M. and working until 11 P. M Each week 
the men alternated the time of coming on duty. 
man took an alternate Sunday and holiday. At the pres 
ent time, with several hundred installations, it 1s neces 
sary to have three men the year round for service, sum 
During late spring, sum 


Keach 


mer cleaning, and installation. 
mer and early fall, the men work straight hours. With 
the coming of the heating season they go on a schedule 
Two light trucks are maintained 
The 


similar to the above. 
for installation and service transportation. whole 


department runs along very smoothly. 
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An accurate check is kept on the amount and kind of 
service on every installation. By examining the history 
of any installation, many things can be learned. An in 
spection of the original survey together with its recom 
mendations, plus the installation history, will point out 
things to guard against and things that might be done. 
Records are well worth the cost and trouble of keeping 
Costs may be definitely ascertained and much valuable 
information gleaned from them. 

In order to make the installation of the stoker com 
pletely automatic, as far as the customer is concerned, 
Mr. Cox has worked out a service idea that is taking 
hold. This heating service consists in filling the hopper 
and removing the ashes, at a cost to the customer of $. 
a ton of coal handled. 

\ man calls at the smaller jobs every morning, and 





seeeeeeee 


“In order to make the installation of the stoker completely 


automatic, as far as the customer is concerned, Mr. Cox has 
worked out a service idea that is taking hold. This heat- 
ing service consists in filling the hopper and removing the 
ashes, at a cost to the customer of $3 a ton of coal handled. 
A man calls at the smaller jobs every morning, and at the 
larger jobs every morning and evening. Out of four hundred 
installations we now have about fifty service customers’ 


— 
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at the larger jobs every morning and evening. If it 


were necessary for a man to go to any installation two 
or three times a day, there would be no additional 5 BIG PLAN KS 
charge. Out of four hundred installations, we now have 
about fifty service customers. We expect a great in- f 
or your 


crease this winter, due to the fact that we will push 


this service. Previously, it has been more or less experi- | 
mental, | 
wtth the 


New Re-B 


= NEWPORT 
BOILER 























Some Advice from Experience 


The installation of an automatic stoker of any type 
is not a cure-all for heating troubles. Automatic heating | 
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oe 
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Easy to sell? Yes, 
sir! And hard to turn down. 
Just take a look at these features: 


1- ECONOMY--The Newport Boiler burning BUCKWHEAT, 
PEA COAL or COKE will heat the average 7 Room House all 
season for as little as $75. 





2 EFFICIENCY~ Adjustable water-cooled Throat regulates 
Here ix 2 two-family house, with carefully insulated heat in mild weather, the same as in zero weather. 
boiler, This plant has the Cox heating service—a man 
comes every day to fill the hopper and remove the ashes 


3—-EASE OF OPERATION- The Newport Boiler is equipped 
with Magazine Feed, Automatic Damper Control and Ast! 


, ; — : ; Spray for eliminating dust when emptying. 
devices are scientific fuel feeding and combustion ma 


chines. It is true that scientific firing and regulating, | ¢#~LOW TIME PAYMENTS They begin at $9.50 monthly for a 
by its very exactness, will overcome some of the minor 7 Room House. 
oem ec ) : on a tatiana aie : : ' ; 
nuisances. But just as it 1s necessary to operate on the PROTECTION—By a sensational new Thrift Plan, your 
human body, so it is that the doctor of heat must customers’ time payments are safeguarded by PRUDENTIAL 
diagnose his case and operate if necessary on the heating LIFE INSURANCE. 
plant. Mr. Cox is a bona fide doctor of heat, and every 
, ; , : ats = ; Ever heard of an easier selling proposition? Neither have]}]j 
distribt of autome ating 
ributor of automatic heating units should be one to we! And there’e PLENTY PROFIT in it for you! So cend 
attain any great degree of success. Every manufacturer | in that coupon NOW and hang up a new sales record 
should see to it that in each distributing organization | 


there is a qualified heating man not only for the cus- | RICHARDSON & BOYNTON CO. 


tomer’s protection but also for the success of the product. | 


a 


Heating and Cooking Apparatus Since 1837 


distributor of automatic heating devices should be | 260 Fifth Avenue, New York, N. Y. Utica, N. Y 
prepared to take over the responsibility of the entire | CLEVELAND BROOKLYN NEW HAVEN DOVER 
heating plant with each installation. For whatever de- | PHILADELPHIA BOSTON pnneiein rants 

MINNEAPOLIS CINCINNATI PROVIDENCE DETROIT 


ee Ce aan cesta aie sandainsee MAR Atk tie Ai ee OO ne ee ae an ae Oe ae ae 
thinks the heating unit is to blame and the service de- | RICHARDSON & BOYNTON CO 

partment gets a call. If water appears in a radiator, if 
there is a pounding in the lines, “It never happened be- | ?°rt Boller: 
fore, and the coal stoker must be to blame.” If an or- | NAME 
yanization wishes to attain success, the call can not be | appress 


Please send me, without obligation, complete details on the new R&B New 

















}4>mx A=4A>sO4C dD} 
























They are O.K. 


NY industrial heating problem can 

be solved successfully and with 

marked economy by the application of 
Clarage UNITHERM Unit Heaters. 


The Clarage UNITHERM is equipped 
with centrifugal fans positive in action, 
and with a heating coil capable of pres- 
sures up to 200 pounds. 


All parts of a UNITHERM are accessible. 
Both fan assembly and heating coil can 
be easily removed——no need to disturb 
either motor or steam and return lines. 


The fans operate quietly, and are de- 


signed with a self-limiting horsepower 


characteristic. 


The exterior of the unit is painted an 
attractive green. Its excellent, clean-cut 
appearance harmonizes well with the 
finest of factory surroundings. 


You have undoubtedly overlooked the most 
modern heating equipment available, unless 
you have a Clarage recommendation on Clarage 
UNITHERMS. Capacities from 217,000 to 866,000 
b. t. u., either suspended type, or floor type as 
shown above. 


Write for full details. CLARAGE FAN COM- 
PANY, Kalamazoo, Michigan. Sales Engineering 
Offices in Principal Cities. 


CLARAGE 


UNITHERM UNIT HEATERS 
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ignored. However unjust and wrong it may be on the 
part of the owner, the responsibility is put right on the 
shoulders of the automatic heating man. Perhaps a call 
will explain that the trouble is not caused by the device. 
Nevertheless the responsibility is there and must be ex- 
pected and accepted. 

Entering his sixth year as distributor of the stoker 
he handles, Mr. Cox is more than ever enthusiastic 
about his product. While he has attained remarkable 
success so far, he looks forward to greater successes 
and larger volume as his coal burner becomes more and 





Here ix a stoker installed with a modern jacketed boiler. 
Note the hook-up of the water heater 


more popular. We might add, “As he becomes more and 
more popular.” He has grown with his product and in 
that territory the name of Cox has become synonymous 
with automatic coal burners and good service. 


o 
Use of Double Windows 


The transmission loss through the window giass can 
be reduced by about 60 per cent by using double windows 
In a building where loss through the glass makes uy 
40 per cent of the total, this means a reduction 0! 
nearly 25 per cent in the total heat loss. 

The cost of heating the largest office buildings 
around $100,000 per year. Anything which will reduce 
the heat loss from such buildings by 25 per cent is wel! 
worth serious consideration. It 1s believed that doubl: 
windows will come into more general use in the future 
as designs are developed which will make the windows 
easier to clean, this being one of the objections. The 
increase in the use of air conditioning should also bring 
about a greater use of double windows, as it is neithe: 
necessary nor desirable to have open windows in air 
conditioned buildings, even in summer. 
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Die Public Goins 
to Have Automatic Heat, 
Whether It Be Oil, Gas or Coal 


ND the natural source 

of supply and informa- 

tion is the heating dealer, the 

dealer who installs the heat- 

ing equipment in the home 
or apartment. 


He is the man who under- 
stands heating, knows what 
to recommend for it in the 
way of automatic heat. He 
understands combustion. He 
knows fuel—and he knows 
automatic heat better than 
any Other type of retailer. 


He serves the public in every 
other heating requirement 
and he is serving it with oil 
burners, stokers, gas heat and 
their accessories. He is serv- 
ing efhciently, faithfully, ef- 
fectively. 


He is a part of the commu- 
nity he is established in; he 
is there not only to sell but 
to keep sold, the equipment 
he handles. 


He is faithful to his customers 
and to his manufacturers. He 
selects only those things to 
sell which are right, which 


are going to serve as well as 
he serves. 


When he makes a selection, 
it is only after careful in- 
vestigation of the product 
selected. Whether that prod- 
uct is an oil burner, a stoker, 
some type of gas heat or 
accessory to any of these or 
whether it is a combination 
of any or all of these, they 
will be right. 


The product or products thus 
selected become a part of the 
heating dealer’s business. He 
builds with it or with them 
and because they are right, 
because they will serve and 
because he will see to it that 
they do serve, they become 
accepted by home and apart- 
ment owners. 


The automatic heat dealer is 
the biggest selling factor for 
oil burners, stokers, gas heat 
and their accessories. Because 
he is in position to serve the 
home owners in his commu- 
nity not temporarily but 
permanently. 
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TO-DAY PEOPLE BUY SERVICE 
---AND THEY ALWAYS WILL 


Give your automatic 


heating system the 
added value of a G-E MOTOR 









QO-DAY—and always—your prospect 


will be considering service. He will be 


THE TYPE 
KC 


thinking in terms of convenience and com- 
“care-free” motor 





fort, in pride of ownership and value—in 
with capacitor- 


dependability. transformer unit. 

Also available with 

separate capacitor 
unit 





Why not give him the best... now? 


Consider a General Electric fractional- 





horsepower motor. For nearly thirty years, 
General Electric has been designing, manu- 
facturing, and applying fractional-horse- 
power motors to every type of motorized 
device. What does this mean to you? Simply 


this: the drive that bears the G-E monogram 





will have performance characteristics which 
match your automatic heating system—it 
will exactly meet the torque requirements, 
high, medium, or low, and it will give your 
product that additional acceptance already 


accorded G-E equipment everywhere. 







THE TYPE 
KH 


resistance split-phase 
motor equally depend- 
able and efficient 


Give your automatic heating system the 
asset of a G-E motor; motor specialists in 
your nearest (,-E office will be glad to work 
with you in the solution of your drive 
problems. 


JOIN THE “G-E CIRCLE’ EVERY WEEK-DAY NOON, E.S.T. (EXCEPT SATURDAY) AND EVERY SUNDAY AT 6:30 P.M. N.B.C, NETWORK OF $4 STATIONS 
210-156 


GENERAL@ ELECTRIC 


S ALE § A N D ENGINEER N G SERV I N Jf Se me ee a me ae ei. 3.8: 
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ANY heating contractors have the impression 





head room. This is true of the connections that 
are usually installed, but there are several arrangements 
that require no more head room than the most simple 
steam connection. You may wonder why these arrange- 
ments are not more generally used. The answer 1s, that 
in general they are not quite as effective as the other 
arrangements but they are a great deal better than noth- 
ing. For this reason we recommend them when head 
room will not permit the standard bleeder connection to 
be installed. 
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that all bleeder connections require considerable 
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ceiling is low 
By EARL BROWN 


Within the last week we were on a job where the 
boiler room ceiling height was so low that there was 
only room enough to install a close nipple and an elbow 
on top of the boiler. This, of course, was an extreme 
condition, but we succeeded in installing a reasonably 
good bleeder connection. As shown in fig. 1, we installed 
a 6-in. header, one end of which was connected to the 
steam tapping while the other end was provided with a 
6-in. ell. This eli was connected to a 6-in. drop connec- 
tion which was reduced to 2 in. below the water line. 
The 6-in. steam main was connected directly to the 
side of the header, as shown. 

This arrangement 
principle as the bleeder connection, explained in a previ- 
ous article in DOMESTIC ENGINEERING, in which the 
steam main 1s connected to the top of the header. The 
essential difference is that in the bleeder connection 
shown in Fig. 1, the steam turns to the right or left, 
while in the other arrangement the steam turns up into 
the main. In both cases the water that is separated from 
the steam goes straight ahead and is returned to the 
hoiler, but there seems to be a greater tendency for the 
water to continue with the steam when the steam merely 

(Continued on Page 130) 


operates on practically the same 
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Help in Washing Dishes 


FIER dinner—the dishes. Yet 
that task need not be the bug- 
bear it once was. It isn t in many 
homes. Ihe plumbing dealer offers 
assistance in many ways. Sufficient 
|| hot water from an automatic water 
| heater—a sink which eliminates 
| the dishpan, because it has its own 
drain which may be closed—or the 
electric dishwashing sink which 
does the work. When you add to 
| this beauty of design, and color, 
| in modern kitchen sinks—with 
|| adjustable height to eliminate tire- 
some bending—you have the major 
points of the plumbing dealer's 
dish-washing assistance to the 
housewife. 


| (In this space Your Name, Etc.) 


|! aatinat — 


For one-column spece 


Dear Madam 
We'll help you get rid of the 
drudgery of dishwashing. 


With proper, modern equipment, that 


job can be put out of the way with a 
Minimum of time and energy. First--do 
you have sufficient hot water--by merely 
turning the faucet? That's the first 
step. 

Then--can you wash the dishes in 
your present sink--eliminating the dish- 
pan in the interests of sanitation? 
ern sinks have their own drain stops and 
Strainers to take care of this angle of 
the daily job 


Mod- 


Is your sink of the proper height-- 


has it sufficient working space--two 
drain boards? 

And, as the final ideal 
there is the electric dishwashing sink, 
which does all of the work. You put the 
dishes in, and you lift them out. They 
are washed in water that does more than 


Cleanse--practically speaking, it steril- 


izes--because it can be used much hotter 
than when you have to put your hands 
into it. 

May we suggest that you visit our 
display? You'll be glad to see the 
beauty of design, and the very real con- 
fort, that has been built into modern 
kitchen sinks. Yours very truly, 

HARRY BROWN 


A plumbing sales letter 


of comfort, 














N the copy on this page we address the woman on a 


subject that is always a sore one—the washing of dishes, 
and the manner in which the plumbing dealer helps to 
make that a less disagreeable task. The newspaper copy, 
as well as the publicity item and sales letter are on 
this topic. 











Ils Dishwashing a Bugbear 


in Your Home? 


After the dinner—the dishes. 


Yet with proper 


equipment, the housewife may join the family 


in its after-dinner relaxation period. 


If there's 


sufficient hot water, without doing more than 
turning the faucet—if the dishpan has been elimi- 
nated (as it can be)—and especially if there's 
an electric dishwasher—the housewife is relieved 
of all of the drudgery of dishwashing, and the 


time involved is cut to a minimum. 


Come in and 


see our display of kitchen sinks to take the bug- 
bear out of dishwashing. | 


(In this space Your Name, Etc.) 
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A two-column newspaper ad 


The copy on these two pages 
is for the use of readers of 
DOMESTIC ENGINEERING 
—without charge. If you wish 
to use the illustrations, they 
are sold at $4.20 for twelve 
—three months’ service. 


If you are using any of 
this copy, send us samples. 
We like to keep in touch 
with what our readers are 


doing. 


~ 4 
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AFTER THE DINNER 
—WE HAVE THE DISHES 


“Some things go together in un- 
pleasant associations,’’ says Harry 
Brown, local plumbing contractor. 


“Golf, and golf widows, buying nice 
things, and paying for them; and then 
there’s dinner, and the dishes. 

“The modern idea is to eliminate 
the unpleasant character of the asso- 
ciations. Golfers teach their wives 
golf; people who sell nice things let 
us pay for them over generous periods 
of time; and they have machines that 
do everything but put the dishes back 
on the shelf. Or, if you don’t want to 
go that far, at least there’s the elimi- 
nation of the dishpan by the modern 
sink—and the speeding up of the job 
by organizing the hot water supply, 
and getting the right working space. 
Quite a wonderful age we live in.”’ 


Hand this publicity item to your newspaper 














Sell Something More Than Heat 


Service, to the heating contractor, is the ““Open Sesame” 
to sales. The copy below on boiler care is designed to get 


the heating contractor into the home. 


up to him. 


A two-column newspaper ad 





























DOES YOUR BOILER 
SUFFER FROM 
INDIGESTION 


“There used to be a recitation the 
children were fond of,” recalls Harry 
Brown, local heating contractor. “It 
was about a doll that had a pain in 
its sawdust. 

“This winter there will be a lot of 
boilers with pains in their sections— 
caused by rust and scale and sludge. 
And the evidence of it will be slow 
heating, and not enough of that. 
Now’s the time to eliminate the cause 
of the pains by pouring into the boiler 
one of the magical compounds that 
work as well as the old-time ‘medi- 
cine men’ used to say their stuff 
worked. These compounds really are 
good for the ills of boilers—and so, 
indirectly, for the ills of men.’’ 


Give” this publicity item 
to your[{local newspapers 


For Indigestion in the 
Heating Plant 


lf a boiler gets its sections filled with a lot of rust 
and scale and sludge, it will have indigestion— 
and you won't have heat. 
flush out the boiler, using a compound that is 
designed to give clean sections that do not resist 
heat and circulation. If there are leaks, we put in 
another compound that seals them magically. 
Telephone now and make sure the boiler is free of 
the things that drag down its efficiency. 


Now is the time to 


(In this space Your Name, Etc.) 


ee 


Your Window 


Window displays 
If you have a per- 


need 
change. 
manent display of fixtures and 
equipment, make changes in 
lighting—use the free floor 
space for changed displays of 
accessories. Property owners 
who pass your window will 
never be particularly drawn to 
it if it remains the same in every 
detail for months at a time. 
Change—-even small changes 
—is what draws attention to 
a window. 
77 


After that, it’ 
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| A Tonic for the Boiler 


BOILER with rusty sections 

does not do an efficient job 
of heating your home. That rust 
and scale should be flushed out 
now, or you will lose money by 
reason of the poor performance of 
the boiler this winter. We have 
a compound that does the job 





quickly—and we have one that 
seals leaks, too, in no time. Just 
telephone. Well send the com- 
pounds and a man to use them. It 
will save you money by putting 


new pep into the boiler. 








| (In this space Your Name, Etc.) 
A single column ad 


Dear Sir: 


This winter, one of two things will 
happen in your boiler. Circulation will 
be free, and the heat of the fire will be 
transmitted efficiently to the heating 
medium--or circulation will be slow and 
faulty and heating even slower 


Rust and sludge in the sections 
needs cleaning out now, so that all ob- 
struction to circulation, and to effici- 
ent heat transmission, will be elimi 
nated. 


This is done simply. We have a 
boiler compound which when used to flush 
clears away rust and 


clean and 


out the boiler, 
scale and leaves the sections 
ready to do their work as they should 


Just telephone. We'll send the 
compound and a man to use it. At the 
same time, if there are small leaks in 
your boiler, they may be taken care of 
We have a boiler liquid that seeks out 
leaks and seals them up. 

A telephone call will assure you 
more efficient boiler operation this 
winter. 

Very truly yours, 
HARRY BROWN 
A heating sales letter 
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Behind that panel is a three column Burnham cast 
iron radiator. It’s thin enough to go between the 
joists in ordinary construction. 


Here’s the same small radiator set out in the open. 
The old kind would occupy more than double the 
space. 


The New Burnham Radiators 
Take Only 1/3 The Space 
To Do The Same Heating Job 


\° you know, no better material for radiators This size will also fit into the average wall quite 
-\ has yet been found, than Cast Iron. conveniently. 

Bulk alone seemed to bar it, under modern When installed in the open, the trim lines of | 
conditions of concealed radiation. | the New Burnham Radiator presents a very 


suit any interior decorative scheme. 


. i . >. 
However, the New Burnham Radiator has | attractive appearance. It may be painted to 
been designed to overcome the “bulk” objection. | 

; 

| 


For example, the three-tube radiator is only Take your jobs out of the competition class by 
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314 inches deep, making it possible to conceal furnishing the New Burnham Radiator. 
this size in the average wall construction. Send for catalog showing ratings and measure- 
The four-tube radiator is only 4; inches deep. | ments. 
ar. 
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IRVINGTON NEW YORK 


Representatives in all principal cities of the United States and Canada 
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What Size 


W ater Service Should 


Be Required? 


R. M. Starbuck in 


this article reviews 
plumbing practices 


of 500 cities and 


towns to obtain a 
comprehensive idea 
of average require- 
ments on which to 
base general con- 
clusions 


ECENTLY a question was referred to us which 
involved the practice of city water departments in 
this country, concerning the minimum size of 
water service pipe required between the street main and 
the house. 

While we had a general idea of what the practice is 
regarding size of service pipes, we were not prepared 
for the information that resulted from our investigation. 
A search for information through the plumbing codes 
of 500 cities and towns showed that a very great ma- 
jority of municipalities make 34-inch the minimum size 
of water service pipe for dwellings. We would say 
that seven out of eight make this size the minimum. A 
few allow %-in., and a few also call for l-in. as the 
minimum. Nothing larger than l-in. was noted by us 
as a minimum required service pipe size. 





These facts have a considerable bearing on the in- 
stallation of flush valves, for the fact is that a 34-in. 
service 1s generally not large enough for the proper 
supplying of even a single flush valve, to say nothing 
about a greater number of them. It is volume rather 
than pressure that is required of the water supplied to 
a flush valve. The big thing in the efficient operation 


of closet bowls is to throw a large volume of water 
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into the water closet bowl quickly. ‘The flushing of the 
closet by pouring into it a pail of water is a parallel 
case. If a small amount 1s poured from the pail in a 
continual stream, it has no effect, but if the pail is emp 
tied rapidly into the bowl the fixture 1s flushed effec- 
tually. 

The amount of water required to satisfactorily flush 
the water closet bowl is generally from 3 to 3% gallons. 
The amount, however, will vary considerably as_ be 
tween different makes of bowls, and even between dit 
ferent bowls of the same make. 
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A %-in. service then usually is too small. Especially 
is this true when the pipe is more or less filled with cor- 
rosion. 

In our investigation into service pipe sizes, we found 
the New York City plumbing code probably more ex- 
plicit concerning the subject than most other cities, and 
we give the three regulations contained in that code, 
as follows: 

‘House service pipes must be connected to the street 
mains by means of taps, and a stop-cock or valve placed 
under the sidewalk at the curb, in compliance with the 
rules and under the supervision of the Department of 
Water Supply, Gas and Electricity. 

“A separate stop or valve must be placed upon the 
service pipe inside the front wall. 

“The diameters of street service pipes must not be 
less than three-quarter inch for dwellings and tenements 
occupied by six families or less; one inch for tenements 
or apartment houses occupied by more than six fam- 
ilies, and one and one-half inch for hotels, factories and 
other miscellaneous buildings, provided that in no case 
can the diameter of the service pipes be less than the 
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diameter of the tap installed under the supervision of 
the Department of Water Supply, Gas and Electricity.” 

It is clearly to be seen that very few plumbing codes 
indeed bring into their requirements for service pipes 
any feature that will cover proper service for flush 
valves, and inasmuch as these valves are now in com- 
mon use in all types of high-class and in many medium 
class buildings, this lack or oversight is a serious one 
in many instances. 

Sometimes inadequate service pipe capacity can be 
overcome by taking off a second tapping from the street 
main, as shown in Fig. 1. Two %-in. taps, and some- 
times a single 34-in. tap, if the full bore is available, 
will furnish the desired volume to a 114-in. service pipe. 

Another method of providing volume of supply for 
the proper operation of flush valves is to use a pressure 
tank. This idea is shown in Figs. 2 and 3. This is an 
excellent plan, for it is clear that such a tank provides 
a constant and sufficient volume. 

A twenty-gallon tank should be large enough for a 
single closet as a general thing, and 30 gallons for 
several. 





The Lower Connections 
of a Vent into its 
Soil or Waste Stack 


Example of how a 
stoppage caused 
a vent to function 


as a main waste 


By HARRY S. DAVIDSON 


N THE job that we show in our illustration, Fig. 1, 
| a stoppage occurred at the point A, where the vent 

stack connects back into the soil stack. It 1s unusual 
that a stoppage should occur on a vertical stack, but the 
unusual sometimes happens, and as the saying 1s, “The 
exception proves the rule.” 

What happened when this stoppage occurred? Only 
one thing could happen—the sewage began flowing over 
through the vent of the group of fixtures on the first 
floor, into the horizontal line and then into the stack 
which it would ordinarily have discharged through. 

The stoppage shunted the sewage through the vent, 
and around the toilet room, and this condition continued 
until the situation was discovered and remedied. How- 


ever, it was remedied only by clearing out the stoppage, 
and the same thing may possibly happen again. 
What should have been done to make it impossible 
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Fig. 1—A stoppage at “A” caused the 
waste to by-pass through the vent as in- g 
dicated » om 
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for the sewage to pass around 
through the vent again? 


The whole difficulty was brought 
about by connecting the vent stack 
into the soil stack at the wrong 
point. In this installation it was 
connected between the first and 
second floor fixtures, whereas the 
proper point for the connection is 
below the first floor fixtures, as 
shown in Fig. 2 

If the vent line was connected 
in Fig. 1 at the point B, which is 
below the connection into the stack 
of the lowest fixtures, a stoppage 
at B would not result in the waste 
passing through the vent, for the 
stoppage would be made known by 
the backing of the sewage into the 
horizontal line, and overflowing 
through the usual trap. 

Many plumbing codes are not 
definite in prescribing the connec- 
tion of the main vent into the soil 
or vent stack, but this instance that 
we have mentioned shows conclu- 
sively the necessity of doing this. 

We grant that such a condition 
as this would probably not often 
happen, but that constitutes no 
good reason for not making the 
correct connection, for this one in- 
stance alone shows what can result 
when the connection is. wrongly 
made. 


Another point concerning the 
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Fig. 2— This 
trates the proper 
connection of the 
vent into its soil or 
waste stack. In this 


way, a stoppage im- | 


mediately would be 


detected 


right and wrong methods of connecting the main vent 
stack is that when such a connection is made as the one 
shown in Fig. 1, passage of waste through the vent might 


continue for some time, 
clogged, whereas a stoppage in the 


or until the vent itself became 


case of the correct 


connection shown in Tig. 2 makes itself known at once, 


and can then be remedied. 


¢ 


Water Piping Should Be Protected 


An important consideration from the standpoint 
of heating economy is that it be possible to turn 
steam off at night when a building is unoccupied. 
In buildings which do not require heat in the even- 
ing, the steam consumption can be reduced almost 


50 per cent by turning off steam at night. 


It is the 


writer's belief that, if a building is properly con- 
structed and is unoccupied at night, it should never 
be heated all night except when the temperature is 


below zero. 


The building should be designed with 


that in mind. Some buildings are heated at night in 
cold weather and therefore waste steam because of 
the fear of freezing water piping and causing damage. 
If water piping is kept out of outside walls and 


properly protected, 


there should be no danger of the 


pipes freezing except in the case of below zero 


weather. 
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AUTOMATIC RADIATOR CONTROL 





Modern Installations 
DEMAND 


GOOD VENT VALVES 


Quick, even distribution of steam with the greatest possible 
fuel economy is required in all modern heating installations 
today. And to meet this requirement, the American Radiator 
Company has developed a complete line of Vent Valves for 
every condition of service. 








IDEAL QUICK 
VENT No. 815 







IDEAL 
QUICK VENT No. 821 


IDEAL VENT VALVES 


No. 815 
mains, long runs of pipe, 
where air must be expelled quickly, but where the 
not required to close against water. The valve connection is 
%”. No. 820 is the same design in *¢” connection. 


No. 821—Ideal Float Quick Vent should be used for quic ~ 
expelling air and closing against water. Connection 1s | 

No. 822 - Ideal Vac Nout i is sinniler i in appearance to No. 821. 
but is especially made for vacuum systems. It has a non- 
collapsible float which closes against water. Connections 4” 


-Ideal Quick. Vent Valve is designed for venting 
indirect stacks, ‘drop risers, ete. 
valve is 


ARCO PACKLESS VALVES Open with one 


smooth turn: never stick: cannot leak: last indefinitely 
without repacking. No. 999 for steam; No. 901 for water. 


AIRID AIR VALVES— Vent all the air from radia- 


tors. No. 500 tor steam: No. 510 Vae-Airid tor vacuum. 


AMERICAN RADIATOR COMPANY 


40 WEST 40TH STREET, NEW YORK 














Divisionof AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


ARCO ACCESSORIES MAKE 


ANY HEATING PLANT BETTER 














Editorials 


The Utility Situation 


N OUR last issue we carried a set of 

suggestions to govern the co-operative 
merchandising efforts between master plumbers and 
the local gas companies. Formulated after a careful 
consideration of the most successful plans now in oper- 
ation, those suggestions cover the situation compre- 
hensively and fairly. The first big step, taken at Mil- 
waukee—the acceptance of the six principles suggested 
by the American Gas Association—cleared the way 
for a more detailed program. That program, we be- 
lieve, can be effectively followed under the plan given 
in our last issue. 

Co-operative efforts have been spotty, ranging all 
the way from none at all to elaborate programs. It 
would be of immense help to master plumbers in 
winning back the gas appliance sales market, to have 
the program we have suggested given careful study, 
and commented on by those plumbers who have had 
experience of one kind or another with their local gas 


companies. 


Clearing the Atmosphere 
N ANNOUNCING the ideas that 


would govern the work of his admin- 
istration for the coming year, the newly elected presi- 
dent of the Central Supply Association has gone imme- 
diately to the heart of the problems that need solution. 
The two things upon which the association is to con- 
centrate are merchandising and credits. 

This is a simplification of viewpoint that should help 
in the formulation of effective action. The two subjects 
are closely related, and the solution of one must be 
accompanied by the solution of the other. 

It was difficult during the boom years, and during 
the earlier months of the present period, to see clearly. 
So many confusing factors appeared in the situation 
that the formulation of a general program which would 
go immediately to the core of the matter was difficult. 
In its studies of costs of doing business, the Central 
Supply Association moved in the right direction and 
cleared the ground for the work of the new admin- 
istration. 

As DoMESTIC ENGINEERING stated some time ago, 
following an intensive effort to secure a definition of 


merchandising which would clarify matters, that defini- 





tion could not be made until the credit situation was 
cleared up. On the other hand, clearing up of the 
credit situation must go hand in hand with vigorous 


merchandising efforts to give new credit policies a 
volume to work with. 

During the course of the meeting, certain practices 
were cited as contributing to the difficulties of the in- 
dustry. They have to do mostly with the abuse of 
credit. It is clear that the new administration must 
have the support of the members in eradicating these 
abuses. The fancied advantages gained by them must 
be forgotten. It will, perhaps, take courage on the 
part of members who will see a certain amount of 
volume lost to them, if they refuse to furnish the ma- 
terials on an unsound basis. 

But, since it was just those practices that have caused 
many of the present difficulties, it ought not to be 
impossible for members to take a longer view of the 
situation, and to realize that better practices will bring 
better conditions. And where a stubborn minority in- 
sist upon continuing the abuses, there must be courage 


enough to hold to better business principles. 


New Heating Data 


NCE MORE we call attention to the 

series of articles now running in 
DoMEsTIC ENGINEERING under the general title: 
“Heating in Residences and Small Structures.” The 
science of heating itself is not static; advances are be- 
ing made constantly. And in addition to this there is 
the important bearing upon the subject of the many 
refinements now offered in the direction of securing 
automatic heat for the home and small building. 
, This new work on heating treats of fundamentals, 
of course, but it also gives the heating contractor such 
data as may be necessary to assist him in the application 
of newer methods and newer features in heating 


equipment. 


Testing Time for Associations 


— like these put associations to a 

stern test. Those groups which have 

a constructive program are of real assistance to mem- 
bers. Ina number of cities they are either the sponsors 
of, or hearty co-operators in, a general remodeling 
drive. In others they have been the moving force in 
securing some form of utility co-operation. Loosely 
knit, friendly organizations, with no program, drop by 
the wayside. It’s a time for associations to be up and 


doing if they want to hold loyal memberships. 
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Important New Exclusive 
Features Appeal to Buyers 


INTERCHANGEABILITY .. . ACCESSIBILITY .. . 
COMPACTNESS ... ROTATING SHAFT... 
ADJUSTMENT FEATURE ... NON- 
METALLIC DISC PROTECTED BY 
MONEL SPRING SHOCK ABSORBER 


N, 


BOILER WATER FEEDERS 


Now you can install a single valve Watts Boiler Water Feeder and 
convert it into a Dual Feeder if needed, or add a low water cut-off 
and pressure switch, without removing the Feeder from the line 
or changing the piping. 

The float is connected by a float rod to a rotating shaft which 
operates the feed and overflow valves. There is no sliding friction 
to cause wear—no possibility of sticking. 

The feed level can be easily changed even after the Feeder is 
installed. 














Watts Single Valve 
Feeder Type 48 

















Watts Single Valve Feeder : id Aiton , neil 
—f ‘guliaentios: Tans lhe non-metallic disc in the feed valve assures tight and positive 


Water and Pressure seating and it will not be injured by foreign matter. 

Cut-Off Type 480 A bronze strainer keeps dirt out of the system and is easy to 
clean. 

Both single valve and dual feeders can be furnished with a 
switch which will shut down the burner or stoker when the steam 
pressure reaches a desired point, or should the water become 
dangerously low due to the failure of the water supply. Watts 
switches give dual protection. 

In spite of the above and other features, Watts Feeders cost no 
more than ordinary makes. 

An interesting Feeder booklet and oar special proposition to 
contractors sent on request, 


WATTS REGULATOR CO. 
249 Lowell Street Lawrence, Mass. 


John G. Kelly, Inc., Distributors 
210 FE. 45th St., New York, N. Y. 


W. H. Cunningham & Hill, Ltd., Canadian Distributors 
269 W. Richmond St., Toronto 2, Canada 





£ 
Watts Dual Feeder 
Type 49 














Makers of 
Water and 
Steam 
Regulating 


Watts Bact Peeler Devices Watts Combined 


Combination Low Water Low Water Cut-off 


and Pressure Cut-off ° and Pressure Switch 
Type 190 Since 1874 Type 30 
































a flag pole? Even a flag pole sitter 


who is familiar with flag poles wouldn t 


think of such a thing 


Excess weight is useless! Why buy it in 
unions? Branford Unions are light 
enough to be easy to handle—light 
enough to save you money when buying 
but plenty heavy enough to handle easily, 
any job you want to use them on. The 
most severe tests yet developed have 
proven it. Temperature changes, tension 


and pressure strain .. Branfords will withstand 


them all 








MALLEABLE IRON FITTINGS CO. 


BRANFORD 


How would you like 


to cast for three pound bass—with 


Buy Branfords 
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HIS 
Hydraulic Test 
also included 
four other lead- 
ing brands of 
unions. Docu- 
mentary proof of 
these tests may 
be hed upon 
written request, 


CONNECTICUT 








endl Cannell 
eococeMeleFoecce 
Presents 
BRANFORD Sre & JIre 
UNIONS 
in 
A HYDRAULIC TEST 
Directed by 
Prof. James Holt 
Mass.Inst. Tech. 




























THIS VIEW SHOWS 
A BRANFORD UNION 
ON THE HYDRAULIC 
TESTING MACHINE 
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TRY ONE ON YOUR NEXT JOB 
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Wholesale Firm Carries Out Expansion Program 


The Gordon Plumbing and Heating Supply Co., 
Inc., at 76th street and Varian place, Glendale, Long 
Island, N. Y., has taken over M. Meyerowitz, Inc., of 
Jamaica, Long Island, and Saul Rendelstein, Inc., of 
Brooklyn, N. Y., both jobbing houses. 

It was only recently that the Gordon interests ac- 
quired the wholesaling firm of Wm. Greenberg, also 
of Brooklyn. Actual plans as to operation of these 
branches will be announced by the Gordon Plumb- 
ing and Heating Supply Company, Inc., later. 

a 
Plumbing Sales Co. Now in New Location 


The Plumbing Sales Co., formerly at 1720 South 
Michigan avenue, Chicago, has recently moved to 3858 
North Western avenue, Chicago. At this new address, 
J. T. Fitzsimmons, president of the Plumbing Sales 
Co., which firm he organized in 1913, has established 
offices and warehouse facilities to serve the trade with 
a full line of brass and rubber specialties and engineer- 
ing supplies. Mr. Fitzsimmons has also patented and 
is offering to the trade a universal hose connection. 


* 
American Radiator Co. and Standard Sanitary 
Mfg. Co. Consolidate Kansas City Offices 


The American Radiator Co. and the Standard Sani- 
tary Mfg. Co. have consolidated their Kansas City, 
Mo., offices and showrooms at 1021 Grand avenue. 
The showrooms of both companies occupy the first 
floor of the building, while the second floor has been 
completely remodeled into modern offices. 

I’. F. Dodds is local manager of the American Radia- 
tor Co., and J. J. Sheehan, local manager of the Stand- 
ard Sanitary Mfg. Co. 

© 


Acquires Interest in R. J. Shank Co. 


Kd. E. Haney, who has traveled eastern Iowa ter- 
ritory for the past twelve years for the American 
Radiator Company has recently acquired an interest 
in the R. J. Shank Company, manufacturers’ represen- 
tatives, Des Moines, Ia. 

The new firm name will be Shank-Haney Com- 
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a 


pany, Inc., with ofhces and show-room maintained 
at 515 10th street, Old Colony building, Des Moines. 

The territory covered by the Company is the en- 
states of Iowa and Nebraska, also Rock Island 


Moline, 


tire 
and Illinois. 
e 
Buys Interest in Universal Valve and Fittings Co. 
Shirley | 
terest in the 
Ohio, and 


» 
\. 


Mitchell has purchased a substantial in- 
Universal Valve & Fittings Co., Cleveland, 
has been appointed vice president 

general manager of the com- 


and 


pany. 

Mr. Mitchell has been con 
nected with the valve and fit 
tings field for many years. 
He was associated with the 
Walworth Co., of Boston, 
Mass., from 1895 to 1929, 
serving as vice president and 
general manager of the Wal 
worth-Ohio Co. Later he 


joined the Pittsburgh Valve 
& Fittings Co., of Barber 
ton, Ohio, serving this com 
pany as vice president tor 
two years, until March, 1931. 
Sf 

Dresser Mfg. Co., Ltd., Is Formed 


S. R. Dresser Mfg. Co., Bradford, Pa., has announced 
the formation of Dresser Mfg. Co., Ltd., 
corporation with head offices at 32 Front street West, 
Toronto, Ontario, Can. D. B. McWilliams is associated 
with the new company as director in charge of sales. 

© 
Richardson & Boynton Co. Moves Boston Branch 


The Boston, Mass., branch of Richardson & Boynton 
Company has moved the management and selling divi- 
sions of the branch from their former location at 80 
Federal street to 17 Farnsworth street. The change was 
made in order to provide closer contact between the 
executive and selling ends of the business and the ware- 
housing and shipping sections. W. A. Shea is manager 
of the Boston branch. 





Shirley R, Mitchell 


a Canadian 











ICHARD T. CRANE, JR., president of Crane 
Co., Chicago, died Saturday evening in the Doc. 
tors Hospital in New York City after an ill- 
ness of ten days. 





Mr. Crane’s death the immediate 
cause of which was heart disease, occurred on his 
98th birthday. 

Mr. Crane was a native Chicagoan. His entire 
business career was spent in the plumbing and heat- 
ing manufacturing and wholesale business, which 
his father, the late Richard T. Crane, founded in 1855. 
Mr. Crane was graduated from Yale University in 
1895, and a year later he entered the works of the 
Crane Co. He became second vice president in 1898 
and president in 1914. 

The seventeen years during which Mr. Crane served 


as president saw the company grow to one of the 
largest industrial enterprises in the United States. 
This period covered the World War expansion period 
with its sequence of mergers and consolidations. 
The greatest expansion in the company’s history 








RICHARD T. CRANE, JR., 1873-1931 






The Chicago 
Works had been completed; the Montreal Works 
were put in operation; Crane Export Corporation, 


came during the decade, 1915-1925. 


Crane Limited, Canada; Crane-Bennett Limited, 
England; Cie. Crane, France and Belgium, were 
organized. Potteries were established at Trenton and 
Quebec; enameled iron works were built at Chat- 
tanooga. Branch houses, saies offices, warehouses, 
exhibit rooms. etc., were increased from 46 to 150, 
and the number of employes had increased to 17,000. 

The five-year period ending in 1930 saw an in- 
crease in number of branch houses, sales offices, 
warehouses, exhibit rooms, etc., from 150 to 196. 
The number of employes had increased to 20,540. A 
plant was acquired in Montreal for the production 
of boilers and radiators; a radiator plant was ac- 
quired near Buffalo; the Trenton potteries plant was 
enlarged; new works were built in France and Eng- 
land. 

On becoming president of the Crane Co., Mr. Crane 
carried with him the tradi- 
tions and policies of his 
father. Those policies and 
traditions not only incor- 


Richard T. Crane, Jr. 
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porated what his business associates describe as 
sound business sense, but a real regard for the wel- 


fare and comfort of the company employes. ‘Mr. 
Crane lived for his employes” said P. T. Kelly, vice 
president in charge of finances of the Crane Co. “He 
was actually one of them. No employe was too ob- 
scure for him, and Mr. Crane personally aided all 


groups. On three occasions he made gifts of his per- | 


sonal stock to veteran employes. The market value 


of those stocks at the time was between $10,000,000 | 


and $12,000,000. Perhaps some 10,000 or 12,000 
veteran employees were directly benefited.’ Mr. 
Crane’s philanthropies were not confined to his com- 
pany but covered a wide range of charitable activi- 
ties. 

Funeral services were conducted Wednesday aiter- 
noon, November 11, at St. Chrysostom’s [piscopal 
church, Chicago. Burial was in Graceland Cemetery. 

Surviving Mr. Crane are his widow, a son Cornelius 
and a daughter Florence, two brothers, Charles R. and 
Herbert Crane, and four sisters, Mrs. F. R. Little, 
of Chicago, Mrs. FE. A. Russell of Lake Forest, IIlL., 
Mrs. A. F. Gartz of Pasadena, California and Mrs. 
Emily Crane Chadbourne of Washington, D. C. 


* 
Death of W. B. Young 


W. B. Young, founder and, until last April, presi- 
dent of the W. B. Young Supply Co. of Kansas City, 
Mo., died at the Menorah Hospital in that city on Tues- 
day, November 3, in his 85th year. Mr. Young was born 
in Mifflinsburg, Pa., in 1847 and came to Kansas City 
in 1884. 

Soon after his arrival there, Mr. Young organized 
the Snodgrass & Young Manufacturing Co., which was 
the first plumbing supply house in that city. After a 
short while Mr. Young became sole owner and changed 
of the company to the W. B. Young Supply 

Under his leadership the growth of the busi- 
steady. In 1901 Geo. H. Gorton and George 
Mr. Gorton was 


the name 
Company. 
1eSS Was 
Coomber became associated with him. 
vice president of the company until his death in Decem- 
her last year, and Mr. Coomber became president last 
April, when Mr. Young retired from business. 

Mr. Young did not take leading parts in civic or social 
organizations, but his gifts to educational and charitable 
institutions were generous. The W. B. Young hall at 
Missouri Valley college was one of his outstanding gifts. 
This building was erected at a cost of $120,000, most 
of which was given by Mr. Young. He was a member 
of the Presbyterian church and the Masonic fraternity. 
His widow survives him. 


® 
James H. Mulrein Dies 


James H. Mulrein, founder of the former J. H. Mul- 
rein Plumbing Supply Co., of Phoenix, Ariz., died at his 
home in Los Angeles, Calif., on October 9. He was in 
his 62nd year at the time of his death. Mr. Mulrein had 
heen associated with the plumbing industry for many 
vears, having entered the contracting business at Pres- 
cott, Ariz., almost thirty years ago. He then moved to 
Phoenix, where he also entered the contracting business. 
Several years later he established the first plumbing sup- 
ply house between Salt Lake City, Utah, and the Pacific 
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Crane Corwith combination lavatory and 
dressing table, C145-M} 


If you expect to sell 
modernizing 


you must sell modern materials 














An easy way to discourage any modernizing pros- 
pect 1s to show him appointments little if any 
better in style or convenience than the old. 


But if you show him such fixtures as this Corwith 
combination lavatory and dressing table, C14.5-M 3 
you can point to: 


@ Lines as modern as those of a skyscraper 


@ Convenience that turns the bathroom into a dress- 
ing room 


© Mechanical dependability that fills the bowl in a 
flash 


© Drain that empties it in six seconds 


In the Crane line are so many fixtures like this 


one which in appearance and in service are as far 
ahead of the plumbing of ten years ago as a ten- 
tube radio is of a crystal detector. 


It will pay you to stock these fixtures and to dis- 
play them. [They are something new, attractive 
and the last word 1n convenience. 


CRANE 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVENUE, CHICAGO 
NEW YORK: 23 W. 44TH STREET 


Branches and Sales Offices in One Hundred and Ninety Cities 
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VALVES 
PIPE FITTINGS 
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Ww you include Kennedy Prod- 
ucts in your estimates, you can 
safely omit allowances for tightening 
leaky threads and for adjustments and 
replacements of faulty valves or pipe 
fittings. 


Every Kennedy Valve, whether globe 
or angle, bronze or iron-fitted, no matter 
what size or type, is amply strong for its 
rated pressure, with a generous margin of 
additional strength for pipe and service 
strains. Kennedy designs are all time- 
tested, being based on over half a century 
of valve building experience. Kennedy 
materials must pass thorough physical and 
chemical tests before we accept them, 
and Kennedy construction is checked at 
every manufacturing process to maintain 
high precision standards. 


Kennedy Pipe Fittings, whether malle- 
able iron, brass or cast iron, receive similar 
care throughout their manufacture to 
assure perfection in every detail. The 
selection of material and successive in- 
spections and final tests are all conducted 
by a corps of experienced men who are 
independent of the Production Depart- 
ment. 


These are some of the reasons that 
make Kennedy Products popular with so 
many contractors who have learned from 
repeated experience that standardizing on 
Kennedy Products protects their profits 
by speeding up pipe fitting work and 
preventing trouble jobs. It will pay you, 
too, to standardize on Kennedy. 


The Kennedy Valve Mfg. Co. 
ELMIRA, N. Y. 
Branches in Principal Cities 





Send for 
the 
Kennedy 
Catalog 

















November 14, 1931 


Coast. That business, which was known as the J. H. 
Mulrein Plumbing Supply Co., flourished, and in 1922 
was purchased by Crane Company, of Chicago. 

Mr. Mulrein then moved to Los Angeles where he 
established himself in business as a manufacturers’ rep- 
resentative. He is survived by two daughters, a sister 
and two brothers. 

° 


Death of John D. Purdy, Jr. 


John D. Purdy, Jr., president of George B. Limbert 
& Co., plumbing and heating wholesale firm, Chi- 
cago, Ill., died on Saturday, November 7, at Passa- 
vant hospital of heart disease, following several 
months’ illness. Mr. Purdy, who was a resident of 
Highland Park, Ill., was in his 60th year at the time 
of his death. Burial was in Rosehill cemetery on 
November 10. He is survived by three daughters and 
a son, John D. Purdy III. 

* 


John H. Borden Dies 


John H. Borden, for many years purchasing agent 
for the American Radiator Co., in Chicago, died on 
November 1 in the Oak Park hospital, Oak Park, IIl., 
after an illness of several months.. He was in his 54th 
year. Mr. Borden was the son of the late Hamilton 
Jorden, pioneer Chicagoan and founder of one of the 
first scale companies in the city. Surviving Mr. Borden 
is his widow, Fay. Funeral services were held on No- 
vember 3, with burial at Oakwoods cemetery. 

* 
Death of Louis Schlesinger 


Louis Schlesinger, 75, founder of the Bradley Wash- 
fountain Co., Milwaukee, Wis., died at his home in that 
city October 12. Mr. Schlesinger, who was president of 
the company, retired from business about five years ago. 
He was in his 76th year at the time of his death. 

Mr. Schlesinger came to Milwaukee from Germany 
when he was seventeen years old. Later he moved to 
Minneapolis, Minn., and then to Chicago, Ill. He re- 
turned to Milwaukee in 1896, making his home in that 
He is survived by his widow, one 


city until his death. 
Burial was at Forest Home 


daughter and one son. 
cemetery in Milwaukee. 


© 
Death of John Lytle 
John Lytle, representative of the Bailey-Farrell Mfg. 
Co., of Pittsburgh, Pa., in New Castle, Pa., and sur- 
rounding territory, died in New Castle on October 21. 
Mr. Lytle had been associated with the Bailey-Farrell 
Mfg. Co. for more than twenty years and he had a host 
of friends in the territory he had served for so many 
years. 
© 


John R. Steneck's Wife Dies 


John R. Steneck, of the Illinois Malleable Iron Co.., 
Chicago, has the sympathy of his many friends in the 
industry in the death on November 5 of his wife, Ellen 
Hall Steneck. Mrs. Steneck was a resident of Oak 
Park, Ill. Funeral services were held on November 7, 
with interment at Forest Home cemetery. She is sur- 
vived by her husband, two daughters, Mrs, Margaretta 
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SINK FIXTURE For the moderate priced home, 
where costs are a vital factor, 


this Capitol 914 Sink Fixture 








presents a neat, dressed-up appearance and at a very reasonable price. 


Nickel plated, the handles and soap dish are of china. Metal handles and metal 
soap dish can be supplied at slightly increased cost. With drain at rear, the 
soap dish sets well down between the handles on a short, securely fastened 


stud. 8 inch centers with female eccentric or male adjustable couplings. 


A true Capitol fixture throughout, it is a remarkable value. Workmanship 


equals that of our highest priced sink fixtures. 


The complete line of Capitol plumbing fixtures is handled by the leading 


plumbing supply houses. Install them and insure customer satisfaction. 


N 






Bohn Aluminum & Brass Corporation 


APITOL BRASS DIVISIO 


MANUFACTURERS OF BRASS VALVES, BOILER TRIMMINGS AND PLUMBERS’ BRASS GOODS 


DETROIT ~ MICHIGAN 
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Nellie Steneck, and a sister and a 


« 
John Heinkel’s Mother Dies 
John Heinkel, president of the Blake Specialty Co., 
Rock Island, IIl., has the sympathy of his many friends 
in the industry in the recent death of his mother, Mary 


S. Pierson and 


brother. 





Business 


\. W. THompson, who for the past five years has 
heen Pacific Coast manager in charge of sales for Fair- 
banks, Morse & Co., Chi- 
cago, has been appointed vice 
president in charge of manu- 
facturing. Mr. Thompson 
joined the Fairbanks-Morse 
organization in 1920 as gen- 
eral manager of the Indian- 
apolis plant, and in 1926 was 
transferred to San Francisco. 
He was made a vice presi- 
dent in 1928. During all of 
this period he has maintained 
a close contact with the man- 
ufacturing properties of the 
company, particularly that at 
Beloit, Wis., will 


now make his headquarters. 





1. WwW. where he 


Thompson 


His first business connection was with the George A. 
Just Co. of New York City. Later he was associated 
with Westinghouse Electric & Mfg. Co.: Church. Kerr 
XW CO.: 

Tr. D 
manager of Gsar Wood Boiler Division of Wood Hvy- 
draulic Hoist and Body Co., Detroit, Mich. Mr. Kings- 
Kk. Bowser & Co., 


and the (seneral Electric Co. 


KINGSLEY has been appointed general sales 


ley was tormerly vice president of S. 
Ine. 

S. G. Werzcer, president of the Blue Seal Chemical 
Company, Roselle, N. [., was married in Atlantic City 
on October &. 

W. L. 
tive Committee to succeed the late Harrison Nesbit, at 
the mecting ot the board of directors of the Westing- 


MELLON was elected a member of the Execu 


house [Electric and Manufacturing Company, held Octo- 


ber 28 


IX BBERT 1s lf retz-Devlin 


\RTHUR now representing 
Mig. Co. in New York City, with headquarters at 41 
“ast 42nd street. Mr. Ebbert was formerly the com- 


pany s representative in Pittsburgh, Pa. 
with 
Philadelphia, Pa., a sub 
Mr. Smith is well 
known throughout the entire heating industry. 
has been associated with this and allied branches of 
the industry for some years. He has been active in 
that 


Lorin VW. SMITH. }r., has become associated 
the Penn Heat Control Co.. 
sidiary ot the General Electric Co. 


as he 


pushing automatic heating and urging new 


methods of merchandising be employed. Mr. Smith 
is National secretary and was active in the formation 
of the Committee of Ten. 


Effective November 1 he 
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Heinkel. Mrs. Heinkel, who was in her 81st year, died 
in St. Louis, Mo., on October 19. Funeral services were 
held on October 22 in St. Louis at Our Lady of Sor- 
rows church, with burial at SS. Peter and Paul’s ceme- 
tery. Besides John, she is the mother of Nace, Albert, 
Joseph, George and Oliver Heinkel and Mrs. Jessie Loos 
and Mrs. Tillie Baunnach. 


Personals 


will have offices with the General Electric Co. at 
both 120 Broadway, New York City, and 140 Fed- 
eral street, Boston, Mass. 

CHARLES B. NASH, as mentioned in our last issue, 
was appointed director of purchases for the Emergency 
Unemployment Relief Committee for New York. This 
work of bringing relief to the unemployed does not 
affect Mr. Nash’s connection as director of publicity 
with the American Radiator & Standard Sanitary Corp., 
hut is a temporary public service which he is giving. 

Water J. Frost, president of the Frost Co., 
Kenosha, Wis., left Kenosha on November 1 for a trip 
to the Pacific Coast, where he expects to spend five or 
six weeks in the interest of his company. 

W. W. Hoopes has been appointed district sales man- 
ager in Ohio and adjacent territory for the Gas Division 
of the American Foundry & Furnace Co., of Blooming- 
ton, Ill. Mr. Hoopes was formerly associated with the 
Surface Combustion Co., Toledo, Ohno. 

©. W. Drake, formerly associated with L. O. Koven 
& Bro., Inc., Jersey City, N. J., and United Lead Co., 
New York City, has been appointed representative for 
the plumbing goods division of the Bridgeport Brass 
Co., of Bridgeport, Conn., in the New York and metro- 
politan territory. 

RALPH J.EAVENWORTH has been appointed general 
advertising manager of the Westinghouse Electric and 
Mfg. Co., East Pittsburgh, 
Pa. He will have charge of 
all advertising and publicity 
activities of the company, 1n- 
cluding the advertising divi- 
sion of the merchandising 
department, now centered in 
Mansfield, Ohio. The busi- 
Mr. 
worth, prior to his associa- 
tion with the Westinghouse 
Company, has been one in 
which sales and advertising 
have 


ness career of |_Leaven- 


administrative work 
been closely paralleled. 

After the war he joined 
the Standard Parts Co., 
Cleveland, and except for a short period, during which 
he served as personnel director for a publishing firm, 





RalIph Leavenworth 


he was advertising manager of this concern, until 1923. 
In that year he became an account executive for Paul 
Teas, Inc., an industrial advertising agency. He re 
mained with this firm six years, becoming in that time 









































Dole Vacuum Valves No. 2-B, 
Dole Syphon Air Valves — IN 
THE BAG — in each journey- 


man’s tool kit—carry them all the 


time——to every job—they are 
light in weight but they yield a 
heavy profit— in satisfaction and 


actual money. 


You will be surprised how many 
(Continued on next page) 





(Continued from the other side) 
chances there are to install a couple of Dole Valves. 
Every one-pipe steam job is a prospect. No matter what 
you are called in for, try to get consent to put the Dole 


Valves you have in the bag ON THE RADIATORS. 


Go back in a couple of days and get the customer's thanks 
and order to put Dole Syphon Air Valves on all the 
radiators —or to complete the Dole Vacuum Valve No. 
2-B installation. Use Dole 6-B’s for the mains and a Dole 
Compound Gauge on the boiler. 


Always carry two Dole Valves—IN THE BAG—for 
profit. 


DOL VACUUM VALVES 
SYPHON AIR VALVES 


Ti 


~ 


THE DOLE VALVE COMPANY 2sizs25stiizie’s? 
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part owner of the company. January 1, 1930, he joined 
the Austin Co., of Cleveland, as assistant general sales 


manager. 
© 


Penn Electric Switch Co. Opens Office 
In Philadelphia 


Penn Electric Switch Company, of Des Moines, Ia., 
has just opened a sales office in Philadelphia, Pa. The 
new Philadelphia office is located at 2401 Chestnut street. 


R. V. Clark is manager. 
* 


Ward-Love Pump Corp. Moves Chicago 
Office 


The Chicago, Ill., office of the Ward-Love Pump 
Corp. has been moved from 223 West Erie street to the 
Daily News building, located at 400 West Madison street. 

Factory sales, engineering, technical, laboratory and 
service departments remain at 716 Race street, Rock- 
ford, III. 

a 


St. Louis Jobbing Firm Participates in 
City Pageant 

New Orleans has its Mardi Gras and other cities have 
celebrations of their own, but each year the citizens of 
St. Louis, Mo., look forward to the parade and ball of 
“The Veiled Prophet,” which is sponsored by the bust- 
ness men of the city. 

This year the parade took place on the evening of 
October 6, and the National Plumbing Supply Co. played 
host to nearly 300 people, including master plumbers and 
their families. They occupied every window and door- 
way of the company’s building, and also filled chairs 
that were placed on the elevated pipe yard. Private 
parking space was provided and Jere Sheehan, Frank 
Dutton and other members of the company’s staff made 
things pleasant for the visitors. 


er aii 


‘ TWEWOTSTREAM HEATER CO. 7% 


x 


ercet > 4 
- =e RN MB FE a IE RR A ll ae a 


an 


DOMESTIC ENGINEERING 


Walworth Co. Moves Boston Branch 


The Walworth Company has recently moved its Bos- 
ton branch to new quarters in a more central location. 
At the new headquarters, 28 Albany street, corner of 
Kneeland street, the company has been able to con- 
solidate its management, selling, warehousing and ship- 
ping facilities under one roof and is in a position to bet- 
ter serve is contractor customers. George Elliot is man- 
ager of the Boston branch. 

* 


Kohler Co. Bowling Season Opens 


©. A. Kroos, secretary and treasurer of the Kohler 
Co., rolled the first balls to officially open the 13th annual 
bowling season for the bowling league of the Kohler 
Recreation Club in Kohler, Wis., September 28. 

More than 100 members of the Kohler organization 
are participating in the games this year. The keglers 
have been assigned to 14 teams named after various 
Kohler products. 

Officers in charge of the bowling at Kohler this season 
are Harold Bienert, president ; Joseph Chopp, vice presi- 
dent, and William Voigt, secretary, of the Kohler Bowl- 
ing League. Both team and individual prizes are 
awarded by the Kohler Recreation Club. 


¢ 


Receive Plumbing and Heating Contracts 
The John T. 
received a contract to furnish and install plumbing 
equipment in a new centralized school building at Camp- 
bell, N. Y., on a low bid of $9,365. Heating installation 
in the same building will be done by W. A. Walter, of 
Rochester, on a bid of $21,275. 
The Frank R. Heck Plumbing & Heating Company 
has been awarded a contract by the city of Birmingham, 
\la., to install new heating equipment in the club house 
of the Highland Park County Club. 


Saddler Company, Elmira, N. Y., has 


an P 
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HOT WATER 
HAPPINESS 


Exhibit of the Hotstream Heater 


; a 


Company, of Cleveland, Ohio, at the recent convention of the American Gas Asse- 
elation, held at Atlantic City, N. 


















Ww. J. Spillane 


J. SPILLANE, elected to the presidency of 
the Central Supply Association at its thirty- 
s seventh annual convention, held in the Pal- 
mer House, Chicago, October 28 and 29, clearly and 
forcefully indicated the policies of his administration. 

Acknowledging his sense of appreciation for the honor 
shown him, Mr. Spillane said: “But I more deeply ap- 
preciate the responsibility.” He stated that he wanted 
his position to be perfectly clear to the members. “I 
believe that our real problems are first, merchandising 
and second, credits. In my administration, if the exec- 
utive committee agrees with my ideas, we are going to 
concentrate on these two problems. We are going to 
forget charts and cost of doing business, as an associa- 
tion, and try to put the industry back where it belongs.” 

A feature of the convention was an address by P. W. 
Donoghue of Boston, Mass., president of the National 
Association of Master Plumbers, whose subject, “Our 
Problems from the Contractor’s Viewpoint,’ was en- 
thusiastically received and seems to indicate a new ap- 
proach to co-operative effort. 

After sketching conditions which contractors feel to 
be to their disadvantage, and citing practices which con- 
tractors feel will break down the friendly feeling which 
has existed between the two branches for many years, 
Mr. Donoghue said: “I hope you heed the warning,” 
going on to point out that the development which might 
prove of the greatest importance to the wholesaler was 
co-operative purchasing. 

Another high light of the meeting was furnished by 
W. E. McCollum, former secretary of the association 





and now executive vice president of the Manufacturers 
Clearing House of Illinois, Inc., in his address, ‘Stabil- 
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Correction of 


and Credit 
Next Goal 





Leader of plumbers warns 
Manu- 
cash discount. Unfair trade 
W. J. Spillane of James 
president. H. ©). Nelson 


selected as first 


present practices. 


ization of Markets Through Credit Control.” He re- 
viewed credit conditions as they are today, emphasized 
the importance of strict credit as a trade protection, and 
described in detail a proposed plan for regulating the 
granting of credit. 

Mr. Donoghue’s address appears in full in an article 
commencing on page 32 of this issue. Mr. McCollum’s 
address will be published in full in the next issue. 

Those who were elected to serve with Mr. Spillane 
as officers of the association are H. O. Nelson of the 
Nelson Co., Detroit, Mich., first vice president ; and C. B. 
Wilson of the Horne-Wilson Co., Atlanta, Ga., second 
vice president. These officers were the selection of the 
nominating committee and upon the recommendation of 
the committee were unanimously elected to office. The 
committee consisted of W. H. Kiefaber of the W. H. 
Kiefaber Co., Dayton, Ohio, chairman; F. W. Swanson 
of the Globe Machinery & Supply Co., Des Moines, [a., 
and F. N. Kretschmer of the Kretschmer Mfg. Co., 
Dubuque, Ia. 

Secretary R. Macfee reported for the executive com- 
mittee and also submitted his report as secretary-treas- 
urer of the association. At its meeting on September 10, 
he said, the executive committee discussed at length the 































Merchandising 


Problem Is 
of C.S.A. 





wholesalers of danger in 
S 


facturers favor two per cent 


methods are condemned. 
B. Clow & Sons is elected 
' of the Nelson Co. is 


vice president 





trade practice movement and gave its approval to the 
trade practice rules as revised by the Federal Trade 
Commission. He also announced that plans for an asso- 
ciation house organ were approved at this meeting. At 
the regular meeting of the committee at the Palmer 
House, he said, the application for membership by the 
International Nickel Co., Inc., of New York City, was 
approved. 

In reporting as treasurer, Mr. Macfee stated that 
there was every reason to be satisfied with the financial 
standing of the organization. 


President Talbott Says Credits and Distribution Are 
Principal Problems Today 


President William B. Talbott, of the Baker Mfg. Co., 
Kansas City, Mo., presided. He welcomed the visitors 
and stressed the need of organized effort in order to 
meet today’s problems. He said it was the consensus of 
opinion of most of the leaders of the industry that the 
major problems at present are the credit situation and 
distribution, and continuing he said: “To survive we 
must get back a portion of our former volume and it 1s 
of vital importance that this business must be profitable.” 

Stating that there is prevalent a growing desire on 


95 





H. O. Nelson 


the part of some manufacturers and wholesalers to elim- 
inate one or the other in the distribution link, he added: 
‘Manufacturers and wholesalers, who are members of 
our association, contrary to their announced sales policy 
and despite their repeated claims of loyalty, are respon- 
sible for this abortion. They have disregarded moral 
codes, business ethics, and sound business principles. 
They are the factors who initiated this direct selling 
policy in our industry, fostered and cultivated, financed 
and refinanced, encouraged and assisted the growth of 
this direct-to-you movement.” 

Emphasizing the need for close scrutiny of the credit 
situation, Mr. Talbott said in part: “Many have strug- 
gled along, handicapped by problems of credit up to the 
present time. Unfortunately, others have fallen by the 


wayside. . . . Perhaps a partial solution of our credit 
situation can be accomplished by the universal adoption 
of the five per cent cash discount. . . . However, be- 


fore considering the universal adoption of this, machinery 
should be set up to protect it against abuse.” 


Reports on Wholesalers’ Group Meeting 


W. J. Spillane, reporting on the Wednesday afternoon 
meeting of the wholesale division, said: 

“The Wholesalers’ Division of the Central Supply 
Association, in meeting assembled, Wednesday after. 
noon, October 28, 1931, wish to go on record reaffirming 
the long established custom of distribution—manutac- 
turer to wholesaler to contractor to consumer, believing 
that by such a method of distribution, not only the 
interests of those engaged in the industry are best served, 
but also the interests of the public. 

“We recognize the problems confronting us by adher 
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Fig. 1078 
W. W. Standard Corporation Stop 
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Dependable Hays Products take you from 
the main thru the plumbing system to the 







finest of bathroom fixtures. 






This A to Z line of plumbing Brass Goods 
is well known to hundreds of old master 
plumbers but many newcomers may very 
naturally think of Hays only as the Copper 
Plumbing House. (Hays does lead in this as 
well as in its complete line of Brass Goods.) 


ime 


Fig. 540 
Copper Plumbing Coupling 
with Cut Section Showing 
the Double Seal Joint. 

















Fig. 176E 
Erico Lavatory Faucet 





















To those who are not entirely familiar with 
the general line of Hays Products, we offer 
the loose leaf Catalog, “Street to Bath.” 
This carefully tabbed and indexed volume 
describes the entire Hays line that has been 
built up through 62 years of service to the 





















industry. 


Fig. 178D 
Haysco Key Wheel Lawn Faucet 
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Fig. 185E 
Signet Stop and Drain 





A request on your letterhead will bring a 











copy to you by return mail. 


HAYS MFG. CO. 
ERIE, PA. 


HAYS 









Fig. 2898 
Standard Pattern Steam Stop 
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ence to this policy, 
but believe that by 
wholehearted 
eration between 
manufacturer, 
wholesaler and con- 
tractor, methods can 
be and will be de- 
vised whereby 
QUALITY mer- 
chandise installed by 
properly qualified 
contractors will al- 
ways predominate in 
the volume of sales. 

“It 1s the opinion 
of the wholesaling 
division that certain 
helps can be offered 
by manufacturers 
and in turn by 
wholesalers, and then 
finally by the con- 
tracting branch, which will bring about a solution of the 
problem. 

“We ask of the manufacturers that they recognize 
the problem and reflect always to the wholesalers prices 
which will enable them to in turn reflect a selling price 
to the trade which will be consistent with the quality of 
merchandise offered, thereby giving the consuming pub- 
lic the comforts and security of properly installed 
QUALITY plumbing and heating materials. 

“Further, recognizing the desire of the average con- 
sumer to compare quality and price, we recommend that 


or -Op- 





William B. Talbott, retiring 
president 


in each locality the wholesalers devise ways and means 
with the trade to effectively display and properly price 
the quality merchandise he is offering the consuming 
public, for comparison with unlabeled and untrademarked 
merchandise of inferior quality, thereby obviating mis- 
representation and deception. 

“We further recommend that 
manufacturers devise ways and means to effectively 
vertise locally and nationally trademarked products 
pealing to the average consumer. 

“The records indicate that there are approximately 
30,000 alleged plumbing contractors in the United States, 
of which number there are possibly 10,000 who are re- 
sponsible merchant contractors. This is a potential sell- 
ing force that must not be overlooked. 


wholesalers as well as 
ad- 
ap- 


“We recommend that the manufacturing and wholesale 
divisions of the industry lend their good offices to en- 
courage all responsible contractors to become affiliated 
with their respective trade associations, and that manu- 
facturers and wholesalers also lend their aid towards 
increasing the membership in our association, in con- 
formity with suggestions and recommendations of the 
United States Department of Commerce. 

“It is the consensus of opinion of the wholesaling 
division that manufacturers distributing their products 
through wholesalers, thence through contractors, cannot 
expect the support of these distributive agencies if they 
also distribute through others who practice unfair meth- 
ods of competition, resulting in public deception. 

“It is also the consensus of opinion of the wholesaling 
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division that many of the manufacturers’ list prices on 
our commodities are misleading to the public and should 
be revised downward to conform with present economic 
conditions, thereby hastening the revival of building 
activity. 

“It is the opinion of the wholesale division that the 
practice of many manufacturers in establishing additional 
distributors in areas where they already have adequate 
distribution, and the granting of unwarranted credit to 
wholesalers in so establishing additional distributors, is 
economically unsound and a detriment to the entire in- 
dustry. 

“We further are of the belief that it is unfair discrim- 
ination against the wholesaler who pays his bills when a 
manufacturer grants unusual credit terms and conditions 
to the wholesaler who fails to meet his obligations. 

“Further, it is the belief that the practice of many 
wholesalers in granting unwarranted credit to contractors 
is likewise economically unsound and a detriment to the 
industry. 

“We recommend that all branches of the industry use 
their good offices in the furtherance of the credit bureau 
idea in all sections, as observation shows that in such 
areas where credit bureaus are operated the general re- 
sults are more satisfactory.” 


Manufacturers Favor 2 Per Cent Cash Discount at 
Group Meeting 


H. W. Seymour, vice president of Crane Co., and re- 
tiring first vice president of the association, reported as 
follows on the meeting of 
the manufacturers’ division: 

“The subjects on the pro- 
gram were thoroughly dis- 
cussed and resolutions unani- 
mously adopted that it was 
the sense of the meeting that 
our recognized policy of dis- 
tribution, manufacturer to 
wholesaler to contractor be 
followed, as it serves the best 
interests of the industry and 
the public. 

“The question of the five 
per cent or the two per cent 
cash discount was thoroughly 





Ww. 


first vice president 


Seymour, retiring 


discussed. The opinion was 
almost unanimous that the 
manufacturers should adhere to the old policy of two per 
cent for prompt payment. The one gentleman who voted 
in opposition explained that he was in the boiler and 
radiator field to a certain extent and had to follow them, 
although he was opposed to it. So please don’t ask your 
manufacturer for five per cent. 

“By a motion duly made, seconded and carried, the 
chairman was authorized to appoint a committee of nine 
manufacturers, composed of sales managers and treas- 
urers of the various branches of the manufacturing divi- 
sion, to formulate and promote a plan whereby the 
wholesale branch of the industry can be returned to a 
discount and prompt pay basis. Manufacturers without 
question realize the serious condition that confronts all 
of us. Mr. Donoghue has explained clearly so that we 
all understand the ideas of his national association. I 
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think he has convinced you that it is their desire to 
co-operate with the manufacturing and wholesaling divi- 
sions of this industry. 

“When you stop to think that we as manufacturers 
and jobbers, and they as contractors, all interested in 
the same subject, have separate and distinct meetings, in 
order to accomplish anything constructive there must be 
co-operation and co-ordination of the activities of these 
three divisions. The Plumb- 
ing and Heating Industries 
Bureau is the only contact 
today between the manufac- 
turers, the wholesalers and 
the contractors. Personally, 
I believe that this Bureau is 
doing better work today than 
it ever has since the move- 
ment was inaugurated. I 
think we are getting closer 
together and it is one thing 
that must be continued, real- 
izing that it does not take a 
lot of money to accomplish a 
lot of good as the Bureau is”) 
doing. I think the survey has 
cleared up a lot of misunder- 
standing and suspicions and I think this work should be 





. Macfee, secretary of the 
association 


continued. 

“On this question of association work, naturally one 
of the highest purposes of any association is to establish 
confidence. Confidence, of course, can only be estab- 
lished on an honest basis. Take the Central Supply As- 
sociation and the states in the central west and south in 
which it operates. Take our conventions, our meetings, 
our conferences, and I want to say that there are a great 
many who have weathered the storm who would not 
have been able to do so had it not been for the co-opera- 
tion offered through these conventions, conferences and 
zone meetings.” 

In closing his remarks, Mr. Seymour spoke of the 
untiring efforts of Mr. Talbott to the detriment of his 
own personal affairs, in order to visit the different sec- 
tions of the country. He added: “I have heard nothing 
but the finest reports on the work of our secretary, Mr. 
Mactee, and of Mr. Burger.” 


Jobbers Must Heed “Danger Signs” 


R. G. Bookhout, editor of the “Plumbing and Heating 
Contractors Trade Journal,” addressed the gathering on 
Thursday morning, taking as his subject, “Danger 
Signs.”” Directing his remarks principally to the whole- 
sale branch of the industry, the speaker quoted comments 
contained in communications received by his publication 
to the effect that the wholesalers’ place in the industry is 
in an extremely precarious state. He said: “There may 
be some truth in these assertions, and in the minds of a 
yvreat many plumbing and heating contractors there is 
the hope that they are true. If the wholesaler passes out 
of the picture, he has no one to blame but himself. 

“There are numerous ‘danger signs,’ which you whole- 
salers must recognize, signs you must heed, for if they 
are ignored it is safe to assume that you, as wholesalers, 
will find yourselves and your costly investments sitting 
quietly on the outside looking in.” 
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Mr. Bookhout said that the first “danger sign,” and 
the one of most importance is that of the extension of 
unwarranted, loose credits. Another danger, he said, is 
found in the wholesaler who believes that his sole duty 
and function is that of conducting a warehouse or 
assembling plant. 

The speaker stated that the wholesaler also was invit- 
ing “danger signs’’ by failing to carefully survey the 
business policies and practices of those contractors to 
whom he sells material. 

Describing another “danger sign,” he said: “The day 
is gone when the plumbing and heating contractor can 
depend upon bathtubs, water closets, lavatories, pipe. 
nipples and other staples. We are coming definitely into 
an era of specialties, and the manufacturers of those 
specialties sense that a vast, potential market can be 
developed through the aid of the plumbing and heating 
contractor. If these manufacturers find it impossible to 
place their goods in the contractors’ showrooms through 
the agency of the wholesalers, you may rest assured that 
they will do it direct.” 


Convention Endorses N. A. M. P. Resolution Con- 
demning Unfair Trade Practices 


The following resolution was adopted at the recent 
meeting of the board of directors of the National Asso- 
ciation of Master Plumbers, and read before the Central 
Supply Association by Mr. Macfee. Inasmuch as the 
trade practice rules of the manufacturing and wholesal- 
ing divisions of the industry are in accord with the 
principles expressed in the 
resolution, the Central Sup- 
ply Association gave its en- 
dorsement to the resolution. 
It was unanimously voted to 
spread the resolution on the 
minutes of the convention 
and to furnish copies to each 
member of the association. 
The resolution follows: 


For some time past, 
repeated complaints 
against the issuing of 
loose and untair exten- 
sion of credit by whole- 
salers and manufactur- 
ers in all parts of this 
country to individuals 
who are irresponsible and financially incapable o! 
discharging the trust reposed in them have com: 
to the notice of our association. These complaints 
during the past few months have increased quite 
perceptibly to such an extent that we feel such 
should be brought to your attention as manufactur 
ers and wholesalers for your information and con 





W. E. McCollum, who spoke 
on credit problem 


sideration, 

We have carefully considered these complaints 
and find in all cases they are based on facts. Th 
competition among jobbers has been the con- 
tributing cause for the inauguration of certain 
business methods that can only be described as un 
fair trade practices. 

The following are the practices which in ou! 
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Building erected for the Loyal 
LOrder of Moose, at Cam- 
den, N. J 


Edwards & Green, Architects. 


Harry Knecht Co., Inc., Heat- 
ing Contractors, Heated with 
two Burnham Square Sec- 
tional Cast Iron Boilers, with 
a Burnham Junior Boiler for 
hot water supply. 












































In Saying Fuel Flexibility 
Do You Mean What We Mean? 


QO YOU MEAN, a boiler that will with equal satisfaction, 
burn coal or oil? 

DO YOU MEAN, a boiler that will burn oil for heat and 
water supply; and on the side, so to speak, consume the garbage 
and make it lower fuel costs? 

DO YOU MEAN, a coal burning boiler so designed that it’s 
actually two boilers in one? A small one for mild weather and 
one double the size for severe? 

DO YOU MEAN, you favor either cast iron or steel boilers; 
or is it a case with you of efficiency first, last and always? 

If any or all such be the case, then it’s evident we both are in 
agreement. Therefore you will incline to look kindly on the 
Burnham Cast Irons; or the Burnham Steel. Which statement 
may or may not be a presuming one. 

In any event we make as good boilers as are made. Some 
architects go so far as to say “‘none are as good.”” We are not 
going quite that far, knowing you wouldn’t believe us if we did. 

Should all this serve to remind you of Burnhams when the 
reminding time has its advantage, then this page will have 
amply repaid its cost. 
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HEN you make an oxy-acetylene welded pipe 

joint, you are through with it forever. It will not 
leak or break, even under extra pressure. It will require 
no profit-consuming service. And instead of costing 
more to make, it will cost you less. 


Oxwelded piping is cheaper to install because it 
eliminates mechanical joints and specials. Welded . 
systems are easier to design, quicker to erect, and less 
expensive to insulate. Lighter walled pipe can be used, 
and odd lengths can be welded together to fit any space. 


If you are eager to make a bigger margin of profit 
and to reduce service expenses, our book, ‘‘Oxwelded 
Construction for Modern Piping Services,” will tell 
you how to do it. We will be glad to send you this book 
without obligation. Or, if you prefer, telephone our 
nearest District Office and we will have one of our 
engineers talk the matter over with you. 


This picture shows the smooth, strong 
joint produced by oxy-acetylene weld- 
ing. How oxwelding and cutting 
simplify piping installation is clearly 
shown in a new series of motion pic- 
tures now avatlable for free distribu- 
tion. Your organization or union local 
will find these pictures interesting and 
helpful. Write for release details. 

















THE LINDE AIR PRODUCTS COMPANY yo. er New york 


: Baltimore €E! Paso Philadelphia 
Unit of Union Carbide and Carbon Corporation Birmingham Houston _—~Pittsburgh 
ow lodienapetie tne per sae 
uhalo angas City Salt Lake 
126 Producing Plants UCC 627 Warehouse Stocks Genes Les Anseles Sen Pranciese 


Cleveland Milwaukee Seattle 


| apranares ame ; IN CANADA, DOMINION OXYGEN COMPANY, LTD., TORONTO Denver Minneapolis Tulsa 


; 
‘UMIOM CARBIDE 





LINDE OXYGEN «+ PREST-O-LITE ACETYLENE + OXWELD APPARATUS AND SUPPLIES + UNION CARBIDE 
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opinion are destructive in their application to the 
best interest of all parties concerned: 

1. The selling of goods below cost with the 
intent and with the effect of injuring the com- 
petitor or competing master plumbers. 

2. Measures inducing or attempting to induce 
the breach of contracts between competitors and 
their customers. 

3. The discriminating of price between dif- 
ferent purchasers of commodities where the effect 
of such discrimination may be to substantially 
lessen competition. 

4. The secret payment of allowances, rebates, 
refunds, commissions, or unearned discounts. 


5. The extension of special privileges. 
6. The financing of plumbers’ payrolls. 
7. The acceptance of the assignments of 


plumbing contracts with customers as a guarantee 
of payments. 


5. The acceptance of second mortgages or notes 
from consumers to guarantee the payments of 


plumbers’ accounts on merchandise. 

9. The practice of placing financially weak 
plumbers under financial obligation, so that their 
(the jobbers) will can be imposed and inflicted 
upon such unfortunate plumbers, so that they are 
compelled to become parties in unfair trade prac- 
tices. 

Resolved, That this association, through its 
proper representative, or representatives, present 
this petition for the consideration of the mem- 
bers of the Eastern, Central and Western Sup- 
ply Associations with the hope that such conditions 
can be remedied. 


Senator Nye Speaks on Present Day Competition 


Hon. Gerald P. Nye, United States Senator, North 
Dakota, was one of the principal speakers at the con- 
vention, taking as his subject “Present Day Competi- 
tion—Its Diagnosis and Treatment.” 

Senator Nye reviewed the growth of business in this 
country from the small independent merchants and busi- 
ness houses to the present day chain organizations and 
large corporations. 

“It might be within the power of Congress,” he said, 
“to so protect, guard and strengthen the smaller cor- 
poration as to make it impervious to the attack of the 
greater corporation. It has been my hope that such a 
method could be evolved through the Federal Trade 
Commission and, with this idea in mind, I introduced 
two measures in Congress at the last session which would 
provide for fair trade practices and expedite the process 
of law in dealing with those great aggregations of wealth 
which resort to means, not always fair, to secure control 
of business. It was my hope that this legislation to 
simplify the machinery would protect the smaller busi- 
ness enterprises against the encroachment of monopoly. 

‘The measures I have proposed and which I plan to 
offer again at the coming session of Congress make no 
war on honestly acquired wealth or upon wealth that 
does not resort to illicit means to subjugate competitors. 
[t is not intended to embarrass corporations engaged in 
legitimate business. Indeed, such corporations will find 
the measures I propose to their advantage. 

“Bill No. S6249 which I introduced in the last session 
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“Remove Carbon 


— Grind Valves — 
Put in New Rings" 

















SAYS THE HOME OWNER, 
SURVEYING THE WRECK 


The winter fires have been started, but 
the heater won’t hit on all six cylin- 
ders. The owner doesn’t know why, 
but you do, and can help him. 

Do you wait for him to call you in, 
or are you making an effort to find 
this type of overhauling job? 

Could you use a few new ideas for 
“Extra Profit’ this year—ideas that may 
ring the bell in your cash register ? 

When you're called in to fix a heat- 
ing system, sell the prospect on insu- 
lating his pipes and boiler; we'll help 
you do it, if you'll write us for the 
“Extra Profit’ story. 


[(easbey & \attison 


Co mpany 
Ambler, Penna. 


( Sign and send us this coupon ) 


Send along the story of Extra Profit in Domestic 
Heat Insulation. 


Name 


Street 








City 











of Congress is intended to remove any possible future 
doubt as to the authority of the Federal Trade Com- 
mission to hold trade practice conferences and to deter- 
mine in the first instance the legality or illegality of any 
trade practice rule, although a case may not be pending 
before it. It provides administrative procedure for this 
purpose and furnishes a basis for judicial review.” 
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Trenton Flush Valves are the 
kind you've been looking for— 
the kind that last almost forever 
and the kind that give as good 
service when they're years old 
as when they're new. Start sell- 
ing them now. 


THE TRENTON BRASS & 
MACHINE COMPANY 


Trenton » » New Jersey 


Represented by ROLLIN C. WiLson 


7 East 49nd Sweet . . . New York, N. Y. 
261 Franklin Sweet . . . . Boston, Mess. 
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“Real Quality at a Real Price” 
To the Editor :— 

Have been reading the various letters on flat rates 
for jobbing, it seems to me that, from the opinions 
expressed, it is no wonder the public has lost confidence 
in the plumbers. It seems to me the big idea is that 
we have no confidence in ourselves. I have just read 
several articles which have brought out the following 
conditions : 

In one city a survey shows that there are more mas- 
ters than journeymen and that a very large portion of 
the work is being done by a very small per cent of 
the shops. 

Another shows a number of masters waiting around 
a mail-order house for installation jobs. 

This clearly shows me that the great pride of our 
fathers is a thing of the past with us. 

I, like most others, have tried price cutting, but soon 
found that the other fellow had me beat so I quickly 
changed tactics. I do still try to find the other fellow’s 
price, and if I find the job is going to competition 
men, I go in for real quality at a real price and find 
that I get more jobs by being high by a margin of two 
or three hundred dollars, than I do by being close to 
the bunch. But it is necessary to convince ourselves 
first that we, like doctors and lawyers, are really pro- 
fessional men and must get our fee for what we know 
rather than for what we do by manual labor. 

Above all, don’t sympathize with the person who 
has a cheap job installed, for right there is the chance 
to make a neat profit, convert a price cutter, and gain 
the respect due a real craftsman. Further, when a per- 
son shows you the other fellow’s price, he proves that 
he is not honest, so don’t trust him, but be sure of your 
own figures and get a fair profit or let the other fel- 
low take the loss. 

It would take unlimited space to cover this topic, but 
to say it all in a few words, we get no more respect 
than we give ourselves and our charges are governed 
accordingly. 

Baltimore, Maryland. (Stgned) J. V. LeBrell. 


° 
Receive Big Plumbing Contracts 


Anderson & Rowe, 45 Belcher street, San Francisco, 


Calif., have just been awarded two major contracts, both 
covering plumbing installations in local municipal con- 
struction work. One, amounting to $147,000, takes care 
of the installation in the combined opera house and 
veterans’ memorial building; the other, totaling $59,965, 
covers the plumbing work in the health center building. 


® 
Birmingham, Ala.—R. Brinskelle Heating Company has 


been awarded the heating contract for the county owned 
Hillman Hospital. 


The bid was for $9,825. 
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_ 2nd Low Net i: Ue Mees eed 4 115-40-75 Gravy boat ) 

New England Metal Products Golf Association srd Low Net 3. Ee AROR. cc ces 117-36-81 Syrup cup 

Holds October Meet ith Low Net H. E. Coe........ 122-40-82 Golf club 

: 5th Low Net t. E. Douglas. ..115-32-83 Windbreaker 
The New England Metal Products Golf Association 6th Low Net H. N. Wilson....122-40-87 Serving tray 
held its October tournament on the 22nd at the Alber- Guest Prizes 
marle Golf club, West Newton, Mass., with John Ross 14°w Gross We Eh UOREM H's 400 oe ENver SOR 
| TI wale ets F | ) 2nd Low Gross Ee 0 98 Cigarette case 

as host. 1ere were twenty persons present, ut omy 3rd Low Gross we ee Be . . ccccecss 99 Cigarette case 
the following turned in their scores: 4th Low Gross M. S. Schofield......... 103 Raincoat 

G. H. N. G H. N. Best Poker 
Ee. D. Chesebro...100 24 76 Wm. N. McKenna 84 11 73 Hand in 
G: BA, DOG ss sacs. 109 45 64 R. MeKeown .... 82 15 67 Last 5 Holes C. S. Tarr........5-5-7-5-5 Doz. golf balls 
F. Egglestone....107 3 74 J. 8S. Nicholl..... 97 16 81 
G. F. Elliot...... 100 30 70 G. E. Phillips....104 38 66 Haynes Trophy F. J. Kiett........ 85-21-64 
A. I. Harvey..... 93 28 65 3. G. Mees: ...... 80 21 69 Close Second A. M. Punzelt..... 98-33-65 
Wm. Hayes ..... 86 8 78 W. R. Weiss.....107 36 71 e 
S. FE. Kindelan...121 40 81 

e St. Louis Trades Golfers Close Season 
Connecticut Trades Golfers Hold Enjoyable The St. Louis (Mo.) Trades Golf Association held 


its final tournament of the season on October 22 at 
Crystal Lake Country club. Prizes were awarded the 
winners in Class A and Class B, as follows: 

R. J. Honig, with a score of 86—-13—73, was awarded 
first prize in Class A. George F. Hayden, 87—-11—/6, 
won second place. In Class B, R. C. Hunt took first 
place with a score of 94—22—72. Morris Raglan, with 


a score of 100—24—76, and O. H. Wolff, with a score 


Tournament 
The October tournament of the Connecticut Plumbing 
and Heating Trades Golf Association was held at the 
Waterbury Country club, on October 21. This is a 
splendid course, as was evidenced by the number in 
attendance, and the members greatly enjoyed their game. 
Following are the prize winners at this tournament: 
Handicap 1-20 


Low Gross G. H. Grassie.....84 Cocktail shaker of 107—31—76, tied for second place honors in Class B. 
Low Net H. D. Williams...90-18-72 Golf bag . 

2nd Low Net ee 93-19-74 Rain jacket 

3rd Low Net Frank J. Daley...85-10-75 Serving tray San Francisco Trade Group Plays Beresford Course 
4th Low Net Frank E. Doyle...93-16-77 Golf club | 

5th Low Net J. R. Burns....... 93-15-78 Doz. golf balls When the Plumbing and Heating Club of San Fran- 
6th Low Net M. K. Blackwell.. .90-11-79 taincoat 


cisco and the Bay Cities got together for its October 


Handicap 21-30 . ; C ‘ “ — 
ini meme oie o- ee tournament on the 29th, at the Beresford Country club, 
Low Net Thos. Firth ..... 97-25-72 Electric clock an entirely new list of class winners was developed. 
¢ Ty ‘ vine } of. s _ P . . . . 
ane Low Net =. 5. Ortgies..... 98-29-73 Doz. golf balls = Robert Allmon annexed the honors in Class A with a 
3rd Low Net .. T. Benedict... 95-21-7 Golf bag e a > . , , 
4th Low Net J. J. Cotter...... 99-25-74 Golf club score of 95-18-77, Ross Clark in B Class with a 101- 
5th Low Net V. H. Kincaid....108-30-78 Bread tray 21-80 card, while Frank B. Mosher was out in front 
ith L J C. V. Pauley..... 07-27-80 Wind jacke er oe r 1:NQ - - 
wom ow Wet rawr ae 7 Wine ene in Division C with a tally of 108-27-81. Guest honors 

Handicap 31-40 ; . . , ; er ) , 
Low Gross A Me Penselt.... 92 oo went to Irvin Hovgaard with a gross score of 86, while 
Low Net J. J. MeCarthy...107-34-73 Toaster ownership of the iron trophy passed to Ralph P. Olsen 








Top row, left to right: R. C. Hunt; Morris Raglan, National Plumbing Supply Co.; Fd. Jueckstock, United States 

Radiator Corp.; Frank J. Cahill, Cahill Mfg. Co.; J. F. MeKenna, Detroit Lubricator Co.; W. M. Price, Mid-Valiey 

Supply Co, Lower row: George F. Hayden; Jere F. Sheehan, National Plumbing Supply Co.; W. A. Murray, Mueller 

Co.; R. J. Honig; 0. H. Wolff, Hoffman Specialty Co.; L. R. Timlin and N. O. Vegley, both of South West Bell Tele- 

phone Co.; Frank N. Dutton, National Plumbing Supply Co. Photos taken at recent tournament of the St. Louls, Mo., 
Trade Golf Association 
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Left to right: Thomas Mixter, R,. P. Olsen, W. H. Rainwater, J. W. Forsythe, G. W. Nunn, Frank B. Mosher, J. J. McLeod, 
Husted, Robert Allmon, B. F. Blair, William A. Rowe, Ross M,. Clark, I. Hovgaard and F. M. Gabbert, at the golf tour- 
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nament of the Plumbing and Heating Club of San Francisco, Calif., held at Beresford Country Club 


with a gross 128. Allmon, A-class winner, earned tem- 
porary title to the C. F. Church Mfg. Company’s silver 
loving cup by reason of his all-class low net of 77. 

The Beresford course, situated back of San Mateo, 
enjoys the distinction of being one of the finest—and 
toughest—of the professionally rated courses in the 
whole Bay region. The fairways are sodded and the 
greens are lively, but a rolling country, sand traps and 
occasional, tall eucalyptus trees made up somewhat more 
than mere mental hazards. Notably difficult holes were 
Nos. 2, 7, 10 and 16; the longest hole, No. 14, measures 
559 yards. All these elements combined to make spotty 
playing. Mr. Hovgaard shot one of the prettiest games 
of the day; but even his gross 86 card would have been 
greatly improved upon had he not gotten into trouble 
on the first hole, which cost him eight strokes. 

J. W. Forsythe and Thomas Mixter did some hand- 
some driving. J. J. McLeod sank a sensational putt 











They do a clean, 
fast job where other 
tools will not work 


Down in ditches, back in 
corners, close to walls, between 
rafters or joist—in crowded 
quarters where other tools can- 
not work, the ARMSTRONG 
BROS. Reversible Ratchet 
Stock and ‘“‘Barnes’’ Type 
3-wheel) Pipe Cutter save 
hours of laborious toil. cd 


There are a number of times 
in a year’s work when these 
tools will pay for themselves 
on a single job. 

The Reversible Ratchet Stocks take all standard make dies, are well 
protected from sand and dirt. With die in backwards, they will 
thread a pipe end that projects but an inch from a floor or wall and 
do a clean, fast job where there is not sufficient elbow room to work 
an ordinary stock, and room for a fractional ‘‘swing around’’ is 
sufficient to cut pipe with 
the ARMSTRONG BROS. 3- 


wheel Pipe Cutter, Write for Catalog P-10 









‘‘Barnes’’ Type 
3-Wheel Pipe 
Cutter 


ARMSTRONG BROS. TOOL CO. 
“‘The Tool Holder People’ 
323 N. Francisco Ave. 
CHICAGO, U. S. A. 


Reversible 
Ratchet 
Stock 


35 Upper Thames Street 


London Branch: ARMSTRONG BROS. TOOL CO. LTD. London. E. C. 4, England 











on the 9th green; and they’re still talking about William 
Rowe’s whirlwind finish when he sent a 30-ft. “trickler” 
to the cup on the 18th. 

The tournament was followed by a delicious beef- 
steak dinner served in the club dining room, in which a 
number of the Plumbing and Heating Club’s non-golfing 
members joined. 

& 


Delaware Valley Trades Golfers Play Pine Valley 


Members of the Delaware Valley Trade Golf Asso- 
ciation of Philadelphia, Pa., gathered at the Pine Valley, 
New Jersey, on October 19 and 20 for their regular 
monthly tournament. J. D. Johnson, Jr., was host of 
the day. In addition to those who played golf, a number 
of members and guests were present for dinner on Mon- 
day evening, the 19th. This dinner was attended by about 
twenty members and guests. Special prizes were awarded 
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WATER HEATER 


TRADE MARK REG US PAT OFF 


Greatest Efficiency 
Yet Reached! 


NTIRELY new and dif- 

ferent design in an eff i- 
cient, permanent Auto- 
matic Hot Water System. 
Lifetime copper heating 
element is submerged in 
vitreous enameled tank. 
Tests reveal an efficiency 
never before attained— 
dependable, continuous 
supply of clean, hot water 
assured for the life of !the 


building. 
NEW FOLDER FREE 


Write today for illustrated 
literature and complete details 
which point the way to profits 
for you. 
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The Youngstown Welding & Engineering Co. 
3600 Oakwood Ave. YOUNGSTOWN, OHIO 
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Day or Night 





Order a supply of “X” Boiler Liquid 
—and be prepared to give your cus- 
tomers quick service. 


“xX” stops all leaks quick—and stops 
’em for keeps. On contact with the 
air it solidifies and hardens like iron. 
It expands and contracts with the 
metal, and forms a repair that is 
permanent. 


On every repair job that you get, make 


an extra profit by recommending an 
“X” Flushing job. 


“XxX” LABORATORIES 


25 West 4S$th St. New York, N. Y. 


Be Ready for Hurry Calls 
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FRONTGRIPI!! 


THE GREATEST 
ADVANCE IN 
mM WRENCH 
m PRACTICE 
IN A 

DECADE 

















REASONS 


FOR 
FRONTGRIP 


SUPERIORITY 


a“ 
1 Can not be put on wrong. \ < 


2 Turns pipe right or left at i ee 
one setting. \e 
2. 
3 Ratchets. d 
4 Adjusts while on the pipe for 
close quarter work. 


) 


5 Chain will not jam. 
6 Does not depend on its teeth to hold. 
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7 Handles pipe in corners, coils, against 
ceilings, etc., and in closest quarters due 
to its front grip construction. 


8 Drop Forged Thruout— Heat treated—Gueranteed. 


NO PRICE PREMIUM FOR 
THESE EXCLUSIVE FEATURES 


FRONTGRIP IS DISTRIBUTED BY 
HAJOCA CORP'N. 
N. O. NELSON MFG. CO. 


BRAMAN, DOW & CO. catt or write 


Their Nearest 


RHODE ISLAND SUPPLY __ Branch 
& SPRINKLER CO. 


DIMOCK & FINK CO. 
AND OTHERS 








The MULTIPLE SELLING CORP. 
51 East 42nd Street New York, N. Y. 
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at the completion of the dinner and also after breakfast 
the following morning. 

The day was ideal for golf and at the dinner in the 
club house on the evening of the 20th prizes were 
awarded for winners of the morning and afternoon 
rounds. 

Two prizes were awarded for the morning round, one 
of which was won by E. M. Crocker, who selected an 
automobile robe, and the other by John Radice, who 
selected a cigarette lighter and case. 

First low gross in Class A in the afternoon round of 
18 holes was won by A. V. Gemmill, who received a 
leather golf bag and also gained permanent possession 










Top row, left to right: John A. Doody, Doody’s Piumbing 
and Heating Supplies, Philadelphia; Robert Savill, Thomas 
Savill’s Sons, Inc., Philadelphia; Charles P. Hackett, man- 
ager, Pierce, Butler & Pierce Mfg. Corp., Philadelphia; 
Albert V. Gemmilll, secretary-treasurer, Speakman Co., 
Wilmington, Del. Bottom row: Frank Wilson, manager, 
Philadelphia branch, and John Bitzer, both of Standard 
Sanitary Mfg. Co.; Russell F. Kleinman, manufacturers’ 
agent, and Herman J. Kieinman, Central Tube Co., both of 
Philadelphia 


of the silver loving cup donated by William Brewton. 
George Bridgman won second prize in Class A and re- 
ceived a leather jacket. 

First prize in Class B was won by J. W. Worthington, 
who also received a leather jacket. Raymond Groff won 
second prize in this group and received a sweater. 

The low gross prize for guests was won by Mr. Little, 
who shot an 87. He received a chest containing six golf 
balls. The other seventeen guests who played were each 
awarded one golf ball. John Doody won the special prize, 
a bronze medal, for high gross score. 





Other members and guests who received special prizes 
were Charles Hackett, Robert Savill, Mr. Doody, Mr. 
Duncan, Russell Kleinman, T. W. Harris, Jr., James 
Dwyer and Edward Ball. 

Following are the scores for the afternoon round: 











Name G H. N. Name G H N. 
RENE 137 22 115 PUBOMAR 2c ccccs 126 Guest 
MrOWEGR .cccsccs 133 27 106 ee 111 Guest 
WOOWETE cccccvcres 138 Guest Pe 96 Guest 
rere 133 yuest Gemmill ....... 91 11 80 
EE Sees eens 143 29 114 Kleinman ...... 106 21 85 
Shortland ...... 111 Guest FO ee es 146 Guest 
a. cathersenes 107 Guest POEIOD ccccévess 115 25 90 
ne sb<eon ewe 107 22 85 Davenport ..... 114 Guest 
nT. cee 66eeu« 149 35 114 a 114 28 86 
eee 130 25 105 ae 120 Guest 
Se 123 32 91 Bridgman ...... 106 22 84 
POGMOP cccccees 99 13 86 NS: oy ards os we hh ee 134 Guest 
SE set naees 103 Guest ,. eer es 108 Guest 
Worthington ...118 35 83 Kleinman ...... 110 32 88 
eT 87 Guest a 112 Guest 
Scharnagle ....110 Guest ee 126 30 96 
TD sesccess 126 Guest ar 125 26 99 


Fraser 22 93 Maddock ....... 115 18 97 
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EATING MATERIALS contin:iuvd to move at the fairly satis- 
factory pace that has prevailed ‘turing the past several weeks, 
according to the majority of reperts that have been received 

from manufacturers and wholesalers since our last review appeared. 
And, as in the past few weeks, the frequency of calls for repair parts 
continues to help considerably in bringing toial sales to a more satis- 
factory level. Little change was apparent in the movement of plumb- 
ing materials into consumption, finishing goods continuing to move 
at a fair pace and roughing-in materials being in light demand. 


Wholesalers’ stocks are generally light, but at the same time 
of sufficient size to take care of the immediate needs of their con- 
tractor customers without delay. The prompt delivery service pro- 
vided by manufacturers on practically all staple items assures whole- 
salers of quick replacements when needed. No reports have been 
received since our last review appeared of changes in manufacturers’ 
published prices to wholesalers affecting the major commodities. 


September shipments of solid procelain plumbing fixtures, as 
reported to the Bureau of the Census by nine manufacturers, com- 
prising the entire industry, totaled 7,876 pieces, as compared with 
8,547 pieces in August and 9,788 pieces in September, 1930. Total 
shipments for the first nine months of 1931 were 65,370 pieces, as 
against 72,030 pieces in the corresponding period of 1930. 


September shipments of oil burners, based on data reported to 
the Bureau of the Census by 106 manufacturers, totaled 12,536 
burners, as compared with 10,035 burners in August and 17,036 in 
September, 1930. Total shipments for the first nine months of 193] 
were 58,899 burners, as compared with 74,605 burners in the corre- 
sponding period of 1930. 





New orders for 893 steel boilers were placed during September, 
according to reports made to the Bureau of the Census by 73 identical 
manufacturers. The August total was 827 boilers. During the first 
nine months of 1931, new orders were placed for 6,445 steel boilers, 
while during the corresponding period of 1930 the figure was 10,386. 


September shipments of range boilers, according to data 
reported to the Bureau of the Census by 17 manufacturers, the value 
of whose output constitutes approximately 90 per cent of the total 
for the industry, totaled 41,754 units, as compared with 33,636 in 
August and 52,367 units in September, 1930. Total shipments for the 
first nine months of 1931 were 407,157 units, as compared with 453,623 
units in the corresponding period of 1930. 











Enameled Sanitary Ware 
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Hi’ CHART at the top of this page gives monthly 

Statistics on new and unfilled orders for, and ship- 
ments and stocks of, enameled sanitary ware for the 
period from January 1, 1929, to September 30, 1931, in- 
clusive. The chart is based on reports submitted to the 
Bureau of the Census by twenty-one manufacturers who 
comprise practically the entire enameled sanitary ware 
industry, and, in each case, the data is shown in hun- 
dreds of thousands of pieces. The following table gives 
monthly shipment totals in number of pieces: 


Monthly Shipments 











1929 1930 1931 

«sec ee ee Reemeeewe 285,634 176,720 276,056 
PORTED oovceccvcocssoune 259,778 194,858 122,033 
EE wiine oe Cee os eee eee 310,799 255,496 132,178 
DEE. 6¥ee0080008 00660000008 348,385 244,260 154,832 
May $42,620 242,200 181,367 
Th tude es sete eeaeedawe 335,958 203,138 172,288 
eae Tae 366,595 207,600 183,552 
Pe <nss nett tie eweseeh ee 398,462 203,227 155,875 
POPC CC CC CCT Ce 316,524 205,868 143,653 
i i a ast es ld 285,305 aes @=—sét 
CS OCT CTC CTT TT Oe 214,600 60m SCS 
DE svccecssucedevewte 206,604 2 ,, irre 

Fe 3,671,264 ——— 4§¢se#-« 


The following table gives total shipments for the 
first nine months of each of the last 
three years: 


Total Shipments (9 Months) 







A: THE bottom of this page is a 
chart giving monthly statistics 
rit for each month since January, 1929, 
on shipments and stocks of vitreous 
china plumbing fixtures. 
based on reports submitted to the Bu- 
reau of the Census by twenty-five 


The chart is 


manufacturers, and shows “regular selection” ware only. 

“Culls” were not counted in making up the chart. 
The following table, however, gives monthly shipment 

totals for vitreous china ware, including both “regular 


selection” and “culls.” 


Monthly Shipment (Pieces) 





1929 

SOMMET cccovcccwercsieses 292,022 
a ae ta gS iat rie 282,466 
Dt | tubsnk i webad ou Oe ee 284,346 
Ee ee ae 282,855 
Dt  Cenvee o0Gee cube sos aes 287,073 
Dt) Vi GVebwekeoveaneedaks 282,965 
BE 608686666 60408006088 306,403 
ee ee 307,498 
BODCOMDOPr ..cccccccccesens 272,776 
IE as. geese: shal eereiin agree aos 239,817 
PIOVGMROGP oc ccccccsevcecee 197,995 
ES 6a cw iy ord we eee ee 199,061 
|, enemy 


The following table gives total 


1930 
234,537 
203,750 
244,069 
240,113 
228,989 
182,941 
184,454 
200,896 
184,597 
188,341 
148,248 
127,987 


1931 
200,908 
204,524 
153,823 
145,778 
156,938 
163,071 
146,863 
153,455 
135,622 








2,368,922 


shipments, in number 


of pieces, for the first nine months of each of the last 
three years, including “culls” and “regular selection” : 


Total Shipments (9 Months) 


1929 1930 


2,598,404 pieces 


1,904,346 pieces 


1931 


1,460,982 pieces 


Vitreous China Plumbing Fixtures 





ee 2,964,755 pieces 
OO a ee ee 1,933,367 pieces 
eee er Te ee 1,521,834 pieces 


The first table shows that shipments 
in January, 1931, were higher than 
those for any month in 1930. It is 
necessary to go back to October, 1929, 
before encountering a month that made 
a better record than January of this 


year. However, the high January total 


was due largely to the fact that many 
wholesalers covered on their future re- 
quirements at this time before higher 
manufacturers’ prices became effective. 


HUNDREO THOUSAND PIECES 





STOCKS ON 


SHIPMENTS 
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One of the eleven Excelso in- 
stallations operating the year 
around in the apartment houses 
owned by the L. V. Niles 
Estate, at 1560-76 Common- 
wealth Ave., and 309-319 
Allston St., Boston, Mass. 


Double Coil Excelso 
Indirect Water Heater 


The type used in this installation. 
Excelso Heaters are made in capacities 
from 30 to 2500 gallons. All have 
removable copper coils and patented 
ground joint brass connections. Water 
being heated travels thru copper and 
brass only. 
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11 Proofs that EXCELSO will 
Furnish UNLIMITED HOT 


WATER at the lowest cost 


the year around 


LEVEN Excelso Indirect Water Heaters operate on the 
eleven steam heating boilers in this Boston apartment house 
development. Unlimited hot water for all tap purposes is supplied 
at practically no cost in winter, when the boilers are being used 


for heating, and at the lowest pos- 
sible cost in summer, when they 
are fired exclusively to heat water. 


Every one of these eleven Excelsos 
is equally efficient, equally eco- 
nomical and dependable in its oper- 
ation—eleven proofs that Excelso 
has a real sales appeal on which 
every plumbing and heating con- 
tractor and every oil burner in- 
staller can capitalize profitably. 
Write for Excelso’s depression- 
proof profit story. 


EXCELSO PRODUCTS CORPORATION 


57 Clyde Avenue 


Buffalo, N. Y. 


Sold and Installed by Leading Plumbing and Heating 
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Contractors Everywhere 


WATER 


HEATERS 











XCELSO 
“KEEARWAY- 





Should be on 
every hot wate! 
supply system to 
provide for the 
positive, safe 
cleaning of rust 
and sediment 
from heater tank and feed lines. One 
valve provides for two-way cleaning 
and draw-off, replacing the two gate 
valves and draw-off cock otherwiss 
necessary to accomplish the Same pur- 
pose. It’s fool-proof and safe, sinc: 
with Klearway the Circuit 18 never 
blocked. ‘The trouble which frequently 
arises from accidentally leaving gate 
valves closed is thus avoided. Writs 
or ask anv Wholesaler for complete 
details 








SIZES TO HEAT WATER FOR ONE FAMILY OR ONE HUNDRED 
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NSIDE STORY 





ATIONAL Scale Free Pipe looks different—you instinctively prefer 
it; and the apparent advantage is a real one. The clean, smooth 
surface and the uniform structure which it denotes, afford no easy entrance 
for corrosion. Absence of scale means that one of the chief causes of 
destructive “pitting” has been removed. It means also freedom from such 
clogging at valves and small openings as is often due to mill scale. If 
galvanizing or other protective coatings are to be applied, they adhere 
better to the clean, sound surface of Scale Free Pipe. 


An additional advantage is, that the same extra rolling which makes 
NATIONAL Pipe scale-free, also increases the strength of the welds, 
making it especially desirable for bending, coiling and special uses. 
NATIONAL Pipe (Butt-weld sizes '/2 to 3-inch) is both Scale-Free and 
Spellerized. Ask for descriptive Bulletin No. 7, on 


America’s Standard Wrought Pipe 


> 


itt 
NATIONAL TUBE COMPANY, PITTSBURGH, PA. ts 


Subsidiary of United States Steel Corporation 
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NATIONAL SCALE FREE PIPE 
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Building Contracts Awarded 


(Daily Average) 
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Describes Economic Importance of National 
Credit Corporation 


The formation of the National Credit Corporation 
looms important both economically and psychologically 
in view of present conditions, says Henry H. Heimann, 
executive manager of the National Association of Credit 
Men, in his monthly review of business. 

“Economically,” Mr. Heimann says, “it permits the 
raising of funds on paper which is not eligible for re- 
discount under the provisions of the Federal Reserve 
jaw, but which is nevertheless basically sound. It is not 
intended to bring a measure of relief to banks that have 
failed, but it ought to prove a preventive for additional 
failure or at least decrease the likelihood of the con- 
tinued abnormally large liquidation of banks. 

“One of the advantages arising from handling this 
delicate situation through the formation of a Credit 
Corporation as a unit separate from the Federal Re- 
serve Bank is the help it affords in meeting an emer- 
gency situation without destroying the safeguards which 
have been placed around the Federal Reserve System. 

“Without the National Credit Corporation, quite 
likely some ill-advised legislation tending to lower the 
rediscount requirements of the Federal Reserve System 
might have been effected. Above all things, the Fed- 
eral Reserve System itself must be liquid; and while a 
certain degree of elasticity is always essential, abnormal 
or unusual conditions should not form the basis of a 
standard for the operation of the Federal Reserve Sys- 
tem. To lower the rediscount requirements of the Fed- 
eral Reserve System to any appreciable degree is a very 
serious move, one that might easily establish a dangerous 
precedent and ultimately destroy the system itself. 

“The psychological influence of the National Credit 
Corporation may be even more important than its eco- 
nomic advantages. While early in the depression psy- 
chological factors were over-stressed, in recent months 
the psychological factors have been the most potent ele- 
ment contributing to a continuation of the lack of con- 
fidence throughout the world. The mere formation of 
this corporation and the announcement of the plan 1m- 
mediately brought forth a return of a degree of confi- 
dence, and since the plan has been put into effect it has | 
been suggestive of a measure of helpfulness that may | 
well bring the banks out of their present difficulties.” 
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BNo. 10g ‘ 
Non-Adjustable 
Thermostatic 


With the heating sea- 
son just starting, now 
is the best time of the 
entire year to push 
air valve sales. 


In Cadwell Air Valves 
you can offer your 
customers the very 
finest means of in- 
creasing the effici- 
ency of their heating 
systems at a cost that 
is attractive. 


Put “Cadwell Air 
Valves on display. 
Tell your customers 
of their many advan- 
tages. 











Your jobber 
can supply you. 





No. = 


eect 
Non-Adjustable 


BEATON & CADWELL MFC.CO. 


f SEATON LADY a éstablished IS94 


BRITAIN, CONN. 
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IRMLY holding to sound 
engineering principles, 
the manufacturing of 
cach piece of Barrett Plumbers’ 
Rough Brass Goods is controlled 
by a standard as much yours as 
though you were in this business. Materials, methods, crafts- 
manship are held to exact standards by a whole galaxy of pre- 
cision instruments—the symbols of an honest effort to avoid 
compromising or temporizing with a known standard of quality. 





Each year of our thirty-nine years of manufacturing experience 
has contributed additional evidence of the preference for 
Barrett Plumbers’ Rough Brass Goods... that plumbing con- 
tractors appreciate fidelity to their concept of what represents 
solid worth in rough brass goods. And each year has taught 
contractors, as well as ourselves, sometimes through hard ex- 
periences, that the maintenance of these standards naturally 
prohibits the manufacture of rough brass goods at a price. 


To see plumbers’ rough brass goods built according to your 
concept of solid worth, ask your jobber’s salesman to show you 
a sample of the Barrett line. Handled 
by jobbers everywhere. 


THE CLEVELAND BRASS MFG. Co. 
1606-4700 Hamilton Ave., Cleveland, O. 


BARRE 


PLUMBERS’ Rough BRASS Goods 


“THE STANDARD OF COMPARISON” 
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The Metal Market 


Avg. Avg. 
Sept., July, Avg. 
Nov. 9 1931 1931 1929 
PIG IRON— 
No. 2 foundry, Chicago... .$17.00 $17.50 $17.50 $20.00 
PLATES AND SHEETS— 
Steel boiler plates, Pitts- 
ee: SO Bie voseon cece 1.60¢ 1.60c 1.60c 1.93¢c 
Blue annealed sheets, No. 
10, Pittsburgh, per lb.... 1.85c 1.85c 1.85¢ 2.17¢ 
*Hot rolled annealed sheets, 
No. 24, Pittsburgh, per lb. 2.40c 2.40c 2.40c 2.85c 
Galvanized sheets, No. 24, 
Pittsburgh, per Ib....... 2.90¢ 2.90¢c 2.90¢ 3.57¢ 
TIN— 
Straits tin (spot) New York 23c 
LEAD— 
a a Pn «c@ék wee weans 3.65c 
The Olid Metal Market 
Dealers’ Buying Prices 
Per Ib. Per lb. 
Aluminum clippings ..11%c Comper,.. Tmt .cccccess 3%c 
ees «Geek MeO. cccccecse 15 ec Heavy copper and wire 4%4c 
Brees, BORE .ccccccece 2%c Dt GT biecavnees neue l%ec 
Brass, heavy yellow... 2%c OG, NE ci cveseses 2%c 
No. 1 comp. red brass.. 3%c Solder joints (closecut) 4 ec 


Heavy crucible copper. 


NOTE: Prices are those quoted on Monday of this week. 
*Comparisons are with old classification No. 24 black sheets. 


— —— 


4%,Cc 








Convention Dates 


January 12, 13 and 14, 1932—-WISCONSIN—The annual con- 
vention of the Wisconsin Master Plumbers’ Association, to be 
held at Milwaukee. 

January 25-29, 1932—A. S. H. V. E.—The annual meeting of 
the American Society of Heating and Ventilating Engineers 
to be held at Cleveland, Ohio, with headquarters at the Hotel 
Statler. Also the Second International Heating and Ven- 
tilating Exposition, at the Cleveland Auditorium. 

February 2, 3 and 4, 1932—OHIO—tThe annual convention 
of the Ohio Master Plumbers Association, to be held at Cin- 
cinnati, with headquarters at the Netherland Plaza Hotel. 

March 14, 15 and 16, 19232—-INDIANA—The annual conven- 
tion of the Indiana Association of Master Plumbers, to be held 
at Muncie. 

April 11-16, 1832—A. O. B. A.—The ninth annual conven- 
tion and show of the American Oil Burner Association, to be 
held in Mechanics’ building, Boston, Mass. Convention head- 
quarters at the Statler hotel. 

April 27-29, 1932—N. P. S. A.—The annual convention of the 
National Pipe and Supplies Association, to be held at the 
Greenbrier Hotel and Cottages, White Sulphur Springs, W. Va. 

June 21, 22 and 23, 1932—-N. A. M. P.—The 50th annual con- 
vention of the National Association of Master Plumbers, to 
be held in New York City, with headquarters at the Hote! 


Pennsylvania. 
COMING TRADE EVENTS 


November 16-21, 1931—The Third International Conference 
on Bituminous Coal, to be held at Carnegie Institute of 
Technology, Pittsburgh, Pa. 
1931—-The annual meeting of the Western 
to be held at the Bismarck Hotel, 


November 19, 
Trade Golf Association, 
Chicago. 

November 19, 1931.—The annual Oyster Roast of the Asso 
ciation of Master Plumbers of the State of Maryland, Inc., to 
be held at Brendel’s park, Ellicott City, Md. 

November 21, 1931.——-Dinner-dance and entertainment of the 
Manhattan Association of Master Plumbers, in celebrtaion of 
its golden anniversary, to be held at Hotel Astor, New York 
City. 

December 5, 1931.—-Meeting of the Northern California Fed- 
eration of Plumbing and Heating Industries, to be held at the 
Whitecotton Hotel, Berkeley, Calif. 

December 10 and 11, 1931-——The seventh annual Conference 
on Welding, to be held at Purdue University, Lafayette, Ind 

June 20, 21, 22 and 23, 1932—Exposition of plumbing, heat- 
ing and allied products, in connection with the 50th annua! 
convention of the National Association of Master Plumbers 
in Madison Square Garden, New York City. 
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HOUSE is only 

as Old as its 

plumbing and in many 

instances, the plumb- 

ing is only as old as 
the brass goods. 


Right now, in homes 
and buildings all 
around you, you will 
find opportunities by 
the score for the 
sale of high quality 
American Brass 


Goods. 


Our suggestion is to 
take one of American's 
lavatory outfits, and 
several pieces of 
American's sparkling 
exposed brass equip- 
ment around to those 
homes and _ buildings 
and show them to the 
OWNneTS. 


Just let them compare 
American’s ideas in 
brass goods with 


what they have now. 
They'll buy and 


DOMESTIC ENGINEERING 


RICAN 
Lead the Way! 
























they ll buy not only 
American Brass Goods 
but other equipment 
you have to sell, too. 


On this page, you'll 
find a few suggestions. 
Ask your jobber to 
show you more from 
the American line. 


Select a display kit of 
your own and then 
start to make the prof- 
its that thousands of 
other contractors are 
making on remodeling 
work. 


The American Brass 
Goods pictured here, 
like every other piece 
coming out of this plant 
come from the hands 
of skilled workmen, 
fitted to the standards 
set by skilled engin- 
eers and designers. 


AMERICAN 
SANITARY MFG. CO. 
ABINGDON iLL, 














News of Plumbing and 
Heating Contractors 








Committee Is Appointed for New York 
State Convention 

At a meeting of the executive committee of the New 
York State Association of Master Plumbers, held re- 
cently at the Pennsylvania hotel, New York City, a com- 
mittee was appointed for the state convention. Although 
no definite date has as yet been settled upon it was de- 
cided to hold the convention in the month of April. 

Fergus M. McLoughlin is chairman of the committee, 
the other members being: Matthew J. Kennedy, J. D. 
Cooley, J. J. Dixon, and Vincent Duffy, all of New 
York City; M. W. Utz, Rochester; J. L. Baker, Buf- 
falo; W. Edmund Stradling, Utica; and J. O. Stapf, 
Albany. 

© 
R. H. Mattison Takes Leave of Absence; Nat. S. 
Finney to Substitute 

A temporary leave of absence has been granted to 
Kk. H. Mattison, assistant to the president of the Na- 
tional Association of Master 
Plumbers, according to an 


by P. W. 


announcement 


Donoghue, president. Mr. 
Mattison asked for a leave 
of absence in order to un- 
dergo an operation. 
President Donoghue has 


appointed Nat. S. Finney, of 


the Plumbing and Heating 
Industries Bureau, to assist 
him temporarily pending 
Mr. Mattison’s recovery. 


Mr. Finney has been granted 
a leave of absence and will 
be loaned to the National 
Association by the Bureau. 

For the last three years Mr. Mattison has been acting 
as assistant to the president of the N. A. M. P., and 
working with the Convention and Exposition Committee 
in their plans and arrangements for the various conven- 
tions. He was appointed prior to the convention which 
was held in Buffalo, N. Y. He then assisted in arrange- 
ments for the convention and exposition in_ Boston, 
Mass., and subsequently for the convention last June 
in Milwaukee, Wis. 

This year the Convention and Exposition Committee 
is headed by Matthew J. Kennedy of New York City, 
where the 1932 convention will be held. 





Nat. 


Ss. Finney 
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N. A. M. P. Board Endorses Bureau and Votes 
Financial Support for 1932 


Among the various subjects discussed at the meeting 
of the board of directors of the National Association 
of Master Plumbers at the Hotel Pennsylvania in New 
York City, October 26-28, was the Plumbing and Heat- 
ing Industries Bureau. 


George H. Drake of Buffalo, past president of the 
National association and president of the Bureau, made 
a report on current Bureau activities. He called atten- 
tion to the progress which is being made with the 
Student’s Manual and Instructor’s Manual for the sales 
school classes for local associations, to the Plumbing 
and Heating Industries Bureau Bulletin, the publicity 
work of the Bureau, the distribution of bookkeeping and 
accounting supplies, and the other service activities of 
the organization. 

Mr. Drake expressed his belief in the effectiveness 
of the Bureau’s work and pointed out that it is serving 
the entire industry as well as the members of the Na- 
tional association. 

Following a discussion of the Bureau during which 
several members of the board cited instances of direct 
benefit by the Bureau to contractors in their territory, 
the board voted to continue its moral as well as financial 
support. The opinion was expressed that the board 
members as well as all members of the N. A. M. P. 
extend all possible co-operation to the Bureau’s board 
in their efforts to solicit memberships from manufac- 
turers and wholesalers in 1932. 


o 
Manhattan Association to Celebrate 
50th Anniversary with Dinner-Dance 


The Manhattan Association of Master Plumbers this 
year 1s celebrating its golden anniversary. The associa- 
tion was founded in 1881, just 50 years ago, in the old 
Ashland House in New York City. 

To mark the occasion in a fitting manner, the enter- 
tainment committee has made arrangements for a dinner, 
dance and entertainment, to be held on November 21 
at the Hotel Astor. The committee expects to make 
this the most enjoyable occasion that members of the 
association have ever attended and nothing is being 
spared to provide for the pleasure of those who attend. 


Henry H. Berg and Emanuel Kalisch are the chair- 
men of the entertainment committee. 
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Philadelphia Master Plumbers’ Association Honors 
Mayoral Candidate 


On October 22, at the Hotel Sylvania, Philadelphia, 
Pa., the Master Plumbers’ Association of Philadelphia 
tendered a testimonial dinner to the Hon. J. Hampton 
Moore, ex-mayor and nominee for mayor at the Novem- 
ber elections. 

Maney J. Feeney, president of the association, served 
ably as toastmaster and introduced Magistrate E. F. 
Roberts, a master plumber, 
who spoke of the civic 
mindedness of the master 
plumbers’ association. 

W. W. Morgan, past pres- 
ident of the National Asso- 
ciation of Plumbing and 
Heating Salesmen, spoke on 
the interest of the plumbing 
and heating industry in fur- 
thering clean government 
and predicted an increase in 
good government in Phila- 
delphia with Mr. Moore as 
mayor. 

Dr. Orlando Petty, direc- 
tor of Health and Charities 
of Philadelphia, spoke on the similarity between plumb- 
ing and medicine and said that it would be only a matter 
of a few years until the medical profession would have 
to give full recognition to the master plumbers for their 
part in promoting good health. He told of the close 
co-operation his department has always received from 
the master plumbers’ association and expressed the wish 
that this will continue. 


Maney J. Feeney 


C. W. Wanger, president of Woodward-Wanger Co., 
spoke on the new regulations for examining and licens- 
ing plumbers and pleaded for a more rigorous and higher 
standard befitting business men in the plumbing industry. 


Others in addition to the guest of honor who were. 


introduced and spoke were: Howard Smith, master 
plumber and member of the Philadelphia council ; George 
F,. Uber, charter member of the National Association 
of Master Plumbers; Herbert Packer, chief of Bureau 
of Housing and Sanitation; William M. Anderson, past 
president of the Philadelphia Association; A. R. Me- 
Gonegal, chief of the Bureau of Plumbing Inspection, 
Washington, D. C., and past president American Society 
of Sanitary Engineering; Harry T. Baxter, formerly 
chief of the Bureau of City Property; former city so- 
licitor, Joseph P. Gaffney, who is solicitor for the asso- 
ciation; M. D. Robinson, Philadelphia manager of Crane 
Co., who spoke for the wholesalers; Captain W. Bar- 
nard, secretary, Deeper Waterways Association, of 
which Mr. Moore has been president for 25 years; 
H. L. Righter, past president, Philadelphia association 
and member of the Board of Plumbing Examiners of 
Philadelphia; Alexander Murdock, director of public 
works of Philadelphia, and Chief Hayes of the Water 
Bureau. 

The committee which made the dinner an outstanding 
event in the city and state was composed of George M. 
Hicks, chairman; George F. Uber, William Boal, Har- 
old Asquith, Edw. T. Quaid, James Soehle, Robert G. 
Weir, Walter Raid, George Moeller, R. H. Pflug-Felder, 
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H. L. Stilwell, Elvin H. Mackay, William Beahm, How- 
ard Neilson. 
© 
December 1 Is Deadline for License Applications 
in Wisconsin 

Plumbers in small cities of Wisconsin must apply 
for licenses by December 1, 1931, under the terms of an 
amendment to the Wisconsin plumbing law, Frank R. 
King, state domestic sanitary engineer, has announced. 
Hitherto the state has licensed plumbers in municipali- 
ties of 3,000 or more population, but under the amend- 
ment plumbers in all communities having public water 
and sewerage systems must have licenses. 

> 
Maryland State Masters Plan Oyster Roast 

The Association of Master Plumbers of the State of 
Maryland, Inc., will hold its annual Oyster Roast at 
srendel’s park, Ellicott City, Md., on November 19. Gus 
Wirth and Joseph [L.. Gessler are in charge of arrange- 
ments for the affair. 


® 
Illinois Contractors Submit Costs for Identical Job 

The various divisions of the Illinois Master 
Plumbers Association have been holding regular meet- 
ings which have been highly successful from the stand- 
point of attendance, the interesting programs that have 
been arranged, and the manner in which those present 
have participated in the discussions. 

One of these meetings was held at Lake Zurich on 
October 13, and the folowing day another was held at 
Dixon. In spite of inclement weather, a total of ap 
proximately sixty-five master plumbers attended the two 
meetings. 


ZONE 


Prior to each of these two meetings, the zone mem 
bers had been given the plans and specifications for a 
small bungalow job, with the request that they submit 
at their meeting their cost and selling price on the job. 
[In the table below are shown the figures that were sub 
mitted at the two meetings. In several cases the cost 
figures were not given, which accounts for their not 
being shown. 


Lake Zurich Meeting Dixon Meeting 
Cost Selling (‘ost Selling 
$622.71 $761.00 $300.91 $401.31 
300.97] 401.31 336.00 480.00 
459.40 530.55 255.50 340.70 
893.46 huawei 420.00 
425.50 $35.00 402.00 
a 446.00 298.86 27.00 
50.00 466.66 327.87 463.00 
391.00 473.11 286.10 258.00 

392.00 476.00 

421.05 455.75 DS) te” ae 
Low Cost $200.91 Low Cost $955.50 
Low Selling 401.31 Low Selling 240.70 
High Cost §22.71 High Cost 156.00 
High Selling 893.46 Hizh Selling $80.00 


it was explained that the reason for asking the mem 
bers to figure this job was to bring out the very thing 
that the figures show; that 1s, there 1s a big variation in 
the cost and selling price of an identical job in one com 
munity as compared to another community. In_ the 
discussion which followed many reasons were cited for 
the difference in the figures. 

[It was pointed out that plumbing ordinances of cities 
and rules and regulations of the journeymen plumbers’ 
organizations must be taken into consideration in figur 
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ing. It was brought out that in one town represented, 
the plumbing contractor added $3.00 to his cost for 
inspection fees and that he had no other permits or in- 
spection fees that he was responsible for; while in an- 
other city it was shown that the permits and fees cost 
the contractor $50.00. 

It was also explained that one added item of expense 
in several cities resulted from the provision of their city 
ordinances that required the stack to be extended through 
the roof and above the ridge pole at or near the peak; 
whereas in the job that showed the low cost, the stack 
was extended straight through the roof without any con- 
sideration being given as to where that point in the roof 
might be. 

* 


Methods for Testing Joints Will Be Discussed at 
Welding Convention 


A comprehensive discussion of methods for testing 
oxy-acetylene welded joints was a feature of the 
thirty-second annual convention of the International 
Acetylene Association at the Congress hotel, Chicago, 
November 11, 12 and 13. 

At the weld-test session, November 11 at 8:15 p. m., 
Prof. H. L. Whittemore of the United States Bureau 
of Standards spoke on the importance of tests to 
welders and to users and makers of welded products. 
There was a dramatized demonstration of visual and 
stethoscopic tests; hammer, bending, tension and hard- 
ness tests; invisible-ray tests; specific gravity, compres- 
sion, and internal pressure tests. 

“Today’s Opportunities for Welding-Trained Men in 
the Metal Working Trades and Industries” was the 
subject of an address by Dr, S. Lewis Land, educational 
director of the Heating and Piping Contractors National 
Association. “Training Gas Welders for the Job” was 
the subject discussed by Thomas Jones, superintendent 
of welding for the Illinois Steel Co. 

Prof. Comfort A. Adams of Harvard, and G. O. 
Carter, consulting engineer, spoke on the welding situa- 
tion in general. 

At 2:30, November 12, outstanding authorities on 
welded piping discussed welded heating, water, and 
air-conditioning systems; overland oil and gas lines; 
and the use of special fittings for welded installations. 

The Chemical Industry Session, November 13 at 10:00 
a. m., dealt with high-temperature 
chemical piping ; methods of welding the new corrosion- 
resisting alloys; and welded power piping. Charles Gor- 
ton, chairman of the Uniform Boiler Law Society, ex- 
plained the use of gas welding under the revised A. 5S. 


M. E. Boiler Code. 


high-pressure, 


. 
New York Masters Assist in Unemployment Relief 


Fugene Duklauer and J. L. Murphy, contractors of 
New York City, were requested recently by the Emer- 
gency Unemployment Relief Committee of New York 
to assist in raising funds from the plumbing and heat- 
ing industry in the metropolitan district. 

As a result of this request a committee has been 
created by the Greater New York Association of Master 
Plumbers, with Mr. Duklauer and Mr. Murphy as joint 
chairmen, to carry out unemployment relief. Other 


members of the committee are Alex. Bryant Co.; W. G. 
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Cornell Co.; C. H. Cronin, Inc.; T. J. Dorsey; J. D. 
Duffy, Inc.; G. E. Gibson; Jarcho Bros., Inc.; E. 
Kalisch, Inc.; J. M. Kandel; J. McCullagh, Inc.; T. P. 
McLoughlin, Inc.; J. S. Murphy, Inc.; Sexton Con- 
tracting Co.; S. L. Snyder Co., Inc.; and P. R. Tully 


Co., Inc. 
® 


Heating Groups Organize in Twin Cities 


A preliminary committee to perfect plans for the or- 
ganization of a local group in the Twin Cities to co- 
operate with the Committee of Ten was appointed at a 
recent meeting in St. Paul, Minn. Among those ap- 
pointed on the committee were: W. F. Megeath, of 
Combustioneer, Inc., representing stokers; Elmer An- 
derson, secretary, Heating and Piping Contractors Min- 
neapolis Association, representing heating and piping 
industry; George B. Benton of Minneapolis-Honeywell 
Kegulator Co., representing heating accessories and con- 
trols; and Charles Fitts, of the American Radiator Co., 
representing boiler and radiator industry. 


. 


ls Appointed to Gas Conference Committee 


J. McNamara of the Queens Association of Master 
Plumbers has replaced J. Stockinger on the gas confer- 
ence committee, working with the gas companies on 
dealer co-operation for the Greater New York Associa- 
tion of Master Plumbers. 


* 
Northern Colorado Masters Hear Talk on Rural 
Sanitation 


At a recent meeting of the Northern Colorado Master 
Plumbers Association, held in Longmont, C. V. Eng- 
lund of the Colorado State Agricultural College, ex- 
tension division, presented a general outline of the 
college’s activity in regard to rural sanitation. He cited 
the following figures on the death rate of children on 


larms: 

117 per thousand where farms have water in house—198 per 
thousand no water in house. 

73 per thousand where farms have bath in house—165 per 
thousand none in house. 

108 per thousand where farms have toilet in house—169 per 
thousand none in house. 


« 
Bureau Writes Plumbing Sections for Two Books 


Nearly half of the material on plumbing in the 781- 
page “Better Homes Manual,” which has just been 
published by Better Homes in America, the national 
organization fostered by President Hoover to promote 
sound principles of house construction, was written by 
the Plumbing and Heating Industries Bureau, according 
to Joseph G. Hildebrand, secretary-manager of the Bu- 
reau. 

Mr. Hildebrand also announces that the Bureau co- 
operated with the United States Department of Com- 
merce in the preparation of the material on plumbing 
and heating in the book, “How to Judge a House.”’ 
Most of the material on plumbing in this book was writ- 
ten by the Bureau. 

Mr. Hildebrand cites these two instances as an indi- 
cation of the importance of the Bureau’s publicity work. 

“Millions of people see the articles on plumbing and 
radiator heating written by the Bureau and printed in 
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newspapers and magazines,’ says Mr. Hildebrand. | 


“These articles have the effect of keeping plumbing and 
heating constantly in the public mind. 

“This publicity work is particularly important in times 
of depression because the experience of industries in 
the past has been that those who fail to keep up their 


advertising are less likely to enjoy the full advantages | 


of a business recovery, when business starts to pick up, 
“The year 1932 will be a critical year for the plumb- 
ing and radiator heating industries. The Bureau will 
soon make its appeal for funds to continue its work in 
1932. It is essential to the welfare of the industries 
that those services of the Bureau which are constructive 
and of genuine value to the industries be continued.” 


° 
Entertains Nassau County Masters 


Charles Fritz of Mattituck, N. J., entertained about | 
fitty Nassau County master plumbers at a chowder | 
party at his home on October 18. William Kleb, presi- | 
dent of the Nassau County association, acted as chief | 


cook. 


. 
Anthracite Club Formed at Albany, N. Y. 


The Capital District Anthracite Club has been organ- 
ized at Albany, N. Y., with Orra Hawn, district man- 
ager of The H. B. Smith Co., Westfield, Conn., as presi- 


dent. Raymond Niles, president of the E. R. Niles | 


Heating Corp., Albany, is third vice president of the 
club, which will meet monthly. 
© 

Western New York Chapter Opens Fall Season 

Western New York Chapter of the A. S. H. V. E. 
held its first meeting of the fall season on October 12 
at the Hotel Buffalo, Buffalo, N. Y. As is customary, 
the meeting was preceded by a dinner, which was at- 
tended by thirty members. 

A report of research activities in 1931 was read by 
Vice President Myron C. Beman. The members heard 
a paper entitled “Utilization of the Sun’s Energy’ by 
LL. A. Harding, who presented the subject matter in an 
informal and interesting manner. That Mr. Harding’s 
presentation struck a responsive chord in his audience 
was evidenced by the discussion which followed. 

° 
Queens (N. Y.) Masters to Hold Party 


District representatives of the Queens Association of 
Master Plumbers will hold an entertainment and dance 
on November 14, at the Steuben House, Woodside, 
meee me 

ae 


Natural Gas Pipe Line Equals That of Oil 

So rapid has been the construction of natural gas pipe 
lines during the past few years that the total mileage 
of these lines now equals the mileage of petroleum pipe 
lines, according to John J. Bergen, authority on natural | 
gas securities. About 100,000 miles of oil pipe lines 
have been built in the United States, of which about 
80,000 miles are trunk lines. Natural gas pipe lines 
have reached the 100,000 mile mark. Last year 8,300 


miles of natural gas lines were laid, and it is expected | 


that 15,000 miles of gas lines will be laid this year. 
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Obituary 


Charles E. Webber 


Charles Edson Webber, plumbing and heating con- 


tractor of Chelsea, Mass., where he was in business for 
many years, died recently at the home of his daughter, 
15 Grace street, Malden, Mass. Mr. Webber was born 
in Chelsea 86 years ago, and was active in the plumbing 
and heating business until his retirement 10 years ago. 


John H. Neary 
John H. Neary, plumbing and heating contractor at 
700 Marshall ave., South Milwaukee, Wis., died at his 
home in that city on October 30 of pneumonia. He was 
in his 65th year. 


Mr. Neary had moved to South Milwaukee from 
West Allis, Wis., about nineteen years ago and was at 


the head of the South Milwaukee water department for 
He later went into the plumbing 
and heating business, which will be continued by his 
John and Arthur. Survivors are his wife and five 
William, John, Arthur, Lawrence, and Joseph. 


a number of years. 
sons, 


Sons, 


Louis Grotewohl 


Arthur Louis Grotewohl, president of the Burlington 
Burlington, Ia., died re- 
illness. He was born in Wa- 
and moved with his parents 


Plumbing and Heating Co., of 
after a six weeks’ 
June 


cently 


pello, Ia., 26, 1872, 
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to Burlington when four years of age. He organized 
the company of which he was president approximately 
eighteen years ago. For twenty-four years previous to 
that he was with the Stuart and Hayden Plumbing Co. 
Having been in the plumbing and heating business for 
more than forty years, he naturally had a host of friends 
in the industry. Surviving are the widow, a son and 
two daughters. 
e 
Wisconsin Chapter Elects E. A. Jones President 


E. A. Jones was elected president of the Wisconsin 
Chapter of the American Society of Heating and Ven- 
tilating Engineers, at the organization’s annual meeting, 
held recently at Milwaukee, Wis. Howard F. Haupt 
was re-elected secretary. 

W. H. Carrier, Newark, N. J., president of the Na- 
tional Society was guest of honor at the meeting. He 
announced that the city of Milwaukee has been selected 
as the convention city for the semi-annual meeting of 
the Society June 26-30, 1932. He said this action had 
recently been taken by the executive board as a result 
of invitations submitted by the Wisconsin chapter. The 
annual meeting of the society, however, as previously 
announced, will be held in Cleveland, Ohio, January 
25-29, 1932, in conjunction with the Second Interna- 
tional Heating and Ventilating Exposition. 


John S. Jung has been appointed general chairman and 
W. H. Wilson, vice chairman of the Milwaukee commit- 
tee planning the arrangements for the entertainment of 
the convention visitors. 
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Philadelphia Chapter Sees Steel-Making Film 


The regular meeting of the Philadelphia Chapter, 
A. S. H. V. E., was held at the Engineers club on Octo- 
ber 8. The meeting was called to order by President 
Sanbern, who introduced John L. Grimes, of the Wheel- 
ing Steel Corp., who presented a film entitled “Steel 
Making from Mine to Market.” The picture was most 
interesting, and showed the making of steel sheets and 
pipe from the ore mines to the completed product. 

The rest of the meeting was devoted to the subject 
of “fans and their proper application to ventilating sys- 
tems.” Benjamin J. Adams gave an interesting talk on 
the designs of different types of fans, their character- 
istics, and the applications of the different types to 
ventilating work. L. C. Davidson spoke briefly of fan 
characteristics and design. 

The treasurer’s report was submitted by Mr. Blankin 
and approved as read. Mr. Hucker, chairman of the 
meetings committee, announced that the next meeting 
would consist of a discussion between two architects, 
two engineers and two contractors, whose names would 
be announced later. 

Mr. Mensing spoke briefly about the Research Bu- 
reau. He explained the object of the Bureau and the 
many advantages and forward strides in the heating and 
ventilating industry that had been made possible by its 
work. 
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John J. Aeberly Elected President of Illinois 
Chapter, A. S. H. V. E. 


The Illinois Chapter of the American Society of Heat- 
ing and Ventilating Engineers held its October meeting 
at the Terrace Gardens, in the Morrison hotel, Chicago, 
with fifty-seven members and guests present. The elec- 
tion of officers and governors took place at this meeting. 

John J. Aeberly was chosen president, succeeding 
A. G. Sutcliffe. Other officers elected were J. H. 
O’Brien, vice president; C. W. DeLand, secretary, and 
C. W. Johnson, treasurer. Those elected to the board of 
governors were H. P. Reid, Eugene Mathias and Mr. 
Sutcliffe. 

The committee on revision of by-laws, through Macey 
S. Good, chairman, submitted its report. The chair an- 
nounced that the incoming officers and directors would 
receive the report. The application 
from W. H. Kinney was read and approved. A com- 
munication from C. V. Haynes and S. R. Lewis regard- 
ing Society research activities in 1931 was read by Mr. 
Rottmayer. 


for membership 


Professor G, L. Larson of the University of Wiscon- 
sin, Madison, addressed the meeting on “Some Research 
on Air Filtration and Air Movement.”’ 
teresting to the members and they accorded him a rising 
vote of thanks. 


His talk was 1n- 


Northern California Masters Hold Conference Meet in Oakland 


ROBLEMS of merchandising, business conditions in 

individual communities and the general welfare of the 
industry were discussed at the Bay Counties Conference 
when seventy-five master plumbers from northern Cali- 
fornia met at the Hotel Leamington, Oakland, on the 
evening of October 30. A notable feature of the pro- 
gram was an address by H. C. Cutting of Oakland on 
the underlying aspects of finance and economics. 

The Bay Counties Conference is a deliberative rather 
than an executive body, its sole officer being the presid- 
ing chairman. Meetings are held from three to four 
times yearly in various cities throughout the district 
known as the San Francisco Bay counties region. Live 
topics, those most intimately bound up with the welfare 
of the master plumber alone are discussed in open forum. 

Immediately following his introduction by President 
W. D. J. Evans of the Oakland Merchant Plumbers 
Association, Chairman George Stoddard of Berkeley 
asked for an informal roll-call when it developed the 
following named communities were represented: Oak- 
land, San Francisco, Berkeley, Richmond, San Jose, 
Palo Alto, Redwood City, Millbrae, San Mateo, Bur- 
lingame, Fresno, Walnut Creek, Danville, Sacramento 
and Stockton. 

Gratified at the whole-hearted support already given 
the newly formed Northern California Federation of 
Plumbing and Heating Industries, of which he is the 
president, Alexander Coleman of San Francisco, past 
secretary of the N. A. M. P., announced that instead 
of holding the next meeting of the federation in Jan- 
uary, the tentative date previously selected, this date had 
been moved up to December 5th, when all three indus- 
trial branches will be represented at the Whitecotton ho- 


tel, Berkeley. ‘‘We have every reason to believe,” said 
Mr. Coleman, “that this meeting will be an outstanding 
affair in all respects, and of interest alike to the ladies 
as well as to the gentlemen.” 

Commenting on the character of federation meetings 
the speaker said it was his impression that interest in 
organization affairs in general through the region was 
undergoing a decidedly marked reawakening. 
a hopeful sign,” he said. In view of this encouraging 
attitude, Mr. Coleman touched briefly on the proposal 
looking toward the tormation of a conference committee 
in conjunction with other federation activities——a com- 
mittee composed of equal representation from each of 
the three industrial branches. “As a result of this com- 
mittee’s efforts,’ concluded Mr. Coleman, “we should 
expect a generous measure of real progress.” 

Of interest to those giving serious thought to mer- 
chandising problems was the short talk by Harry G. 
Newman of Oakland, past state president, who recounted 
the benefits to be derived from the eight-lesson course 
in practical salesmanship, known as the Consumer’s Sell- 
ing School. This is promoted by the Plumbing and 
Heating Industries Bureau and sponsored by the N. A. 
M. P. Privileges of this school have already been en- 
joyed by a number of Oakland masters. Mr. Newman's 
remarks were concerned chiefly with an explanation of 
the lesson books and their relation to the eight weeks of 
valuable training. ‘“‘Even if you can’t go out and make 
immediate sales on the strength of this course, at least 
the training so secured paves the way toward making 
one sales-minded,” he remarked. 

Getting away from purely local business conditions 
and regarding the aspect of today’s commercial affairs 


“This 1s 
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from a broad, national viewpoint, the conference listened 
with interest to the address of H. C. Cutting of Oak- 
land, a keen student and trained observer of commercial 
trends. 

Mr. Cutting went right down to bedrock in his dis- 
cussion of one of the prime sources of modern wealth, 
real estate, placing particular emphasis on real estate 
values and their relation to banking. This relation, it 


'was shown, constitutes the bulk of the present day 
| credit structure. 


The speaker pointed out how wealth 
is created on the strength of credit, and described how 
this more or less intangible substance is dissipated in 
times of commercial stress through lack of confidence 
which, in turn, is manifested in terms of shrinking 
values, bank failures, and other evidences of business 
depression. 

‘At all times, under all conditions and in every avenue 


_of trade,” Mr. Cutting continued, “from stock market 
| quotations down to the unit price of every-day commodi- 
| ties, the price of goods is based on the amount of capital 
'in the pocket of the average consumer. 
| pocket is well filled, the price rises; and vice versa.” 


When his 


Comments on all conditions affecting the welfare of 


| the northern California master plumber were contributed 
| by James F. Mauzy of Walnut Creek, state executive 
board member R. W. Timmons of Richmond, Arthur 
| Ray of Stockton, Phillip Brand of Redwood City, state 
| treasurer Fred Hawley of Sacramento, past state presi- 
_ dent L. J. Kruse of Oakland, Frank Lindstrom of Bur- 
| lingame, and others. 


A tightening of organization bonds among the rank 
and file of the master plumbers and a keener sense of 
co-operation between the masters and their journeymen 
was urged by J. V. Young of San Francisco, president 
of the California state association. “Each of us must 
contribute his share toward strengthening his local or- 
ganization. Get everyone concerned to work with you; 
this will add immeasurably to the advancement of the 
industry throughout the entire northern section of the 


| state.” 


Just prior to adjournment, Chairman Stoddard 
strongly urged that all those present bring at least one 
master plumber guest to the next conference, the date 
ang! place of which will be announced later. 

® 


London Engineers Hold Meeting 
The Institution of Heating and Ventilating Engineers, 
of London, England, held a sessional meeting on 
Wednesday, November 4. The meeting was held in the 
evening at Swedenborg Hall, Bloomsbury. The feature 
of the meeting was an address by Stanley J. Benham, a 


| member of the organization, who spoke on “Recent De 
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velopments in Cooking Apparatus.”’ 
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Proper Enclosures for Concealed Radiators 
Important 
In order for the radiators to work effectively, it must 
be possible for the air in the room to circulate freely 
through them. If the radiators are to be concealed, the 
enclosure should be designed to provide free air circula- 
tion. A poorly designed enclosure reduces the capacity 
of the radiator and may make it impossible to keep a 
room warm unless extra radiation is provided to make 
up for the reduction in capacity. 
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The air inlet at the floor should be at least 4 inches 
high and should extend the full length of the radiator. 
If the warm air outlet is to be located in the front of the 
enclosure, there should be as much clearance as possible 
between the top of the radiator and the top of the en- 
closure. The mistake is frequently made of having the 
top of the enclosure fit tightly over the top of the radiator 
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so that the air does not have a chance to sweep over 
the entire radiator surface. . 

The outlet in the front should reach to the top of the 
enclosure, and if possible should have a free area at 
least 50 per cent greater than that of the air spaces be- 
tween the radiator sections. It should, of course, extend 
the full length of the radiator. 


“Utilities Find Dealer Co-operation 
Good Business 


(Continued from page 37) 


Pioneering Equipment 

The A. G. A. Committee has emphasized the first 
reason when it says in its merchandising principles: 

“The presenting to the public of those gas appliances 
not having received reasonable customer acceptance shall 
be considered as promotional activities and not as mer- 
chandising activities.” 

The decision as to which appliances have or have not 
customer acceptance is one for local definition. It is 
not hard to conceive that an appliance might be in its 
pioneer stage of distribution in one place and enjoying 
a ready acceptance in another. By way of a suggestion 
along this line, my own company has discontinued the 
sale of the conventional type portable lamp and radio, 
not because their load is undesirable or negligible—but 
because after studying our territory we found that deal- 
ers were both organized and capable and doing a real 
selling job with these appliances. By the same token 
we have ceased to merchandise electric washers in some 
of our districts because we have found aggressive deal- 
ers are taking care of the demand adequately. We are 
replacing the conventional type portable lamp in our 
merchandise stocks with the new indirect lamp and the 
sales energy we previously used on selling a lamp that 
dealers can handle will be devoted to pioneering and 
popularizing the new method of domestic lighting and 
which we anticipate will involve a promotional cost that 
no dealer could assume on a profitable basis. We have 
eliminated the sale of incandescent lamps on a contract 
or large consumer basis. 


Standard Equipment 


The gas utility owes it to its customers and certainly 
to itself to maintain a high quality appliance standard. 
The popularity and increased use of gas service is based 
almost entirely on the satisfactory use of it by the cus- 
tomer, the appliance being the medium. I venture to say 
that sub-standard merchandise sold by dealers in the 
past has done more to hinder utility co-operation in the 
appliance field than any other single factor. Our own 
merchandising people tell me that in pioneering the use 
of the self-action water heater, much harm was done 
by dealers offering very poor equipment at a price, 
which is merely a mistaken idea of what constituted good 
merchandising policies. We had to beat that sort of 
competition down because in pioneering anything, you 
have to satisfy first, before the general public’s buying 
confidence can be won. In this instance it was our 
enterprise and initiative that placed high grade mer- 


chandise on our system and eliminated a lot of dissat- 
isfaction in the use of gas service. 

The national organizations of the dealers who have 
endorsed these principles have recognized this point in 
paragraph one, which says: 

“All gas appliances offered for sale by all co-operating 
agencies shall bear the seal of approval of the American 
Gas Association Testing Laboratory.” 


Salesmen’s Compensation 


From the standpoint of sound dealer co-operation, 
the merchandise salesmen’s compensation plan of the 
average gas company is subject to very definite criticism. 
Emphasis should be on the total number of standard 
units connected to the system, rather than on the number 
of units sold by the utility’s merchandise department. 

The measuring stick of the effectiveness of a utility 
sales department should be the increased load that its 
own efforts, plus that of the dealers, bring to the com- 
pany, and conceding that it may be impractical to adjust 
compensatory schedules immediately to this end, the 
trend should be in the direction of taking the emphasis 
off the volume of merchandise sold at retail and placing 
it on the total number of standard units connected to 
the system. 

Only recently we found a disgruntled plumber, hos- 
tile to all our co-operative efforts. The facts, when we 
finally unearthed them, were that one of our retail 
salesmen several years ago had persuaded a customer 
to cancel an order for a self-action water heater from 
the plumber and buy it from our company. This, and 
many others, are “firing line” conditions and from my 
experiences with our dealers, I am convinced that it is 
what goes on, not in the executive offices of our com- 
pany or in the national headquarters of the dealer trade 
organizations, but actually on the “firing line’ that 
makes or breaks a dealer co-operative effort. 

It is just lost motion, in fact worse, it is exposing 
ourselves to the charge of hypocrisy and insincerity when 
we talk about wanting to co-operate, and yet by actual 
policy as in the case of salesmen’s compensation, en 
courage our own representatives to cut the heart out 
of the dealer in the sale of equipment. I know of one 
gas company, in intense competition for the cooking 
load with an electric company, that is searching high 
and wide today to find a gas range with which it can 
undersell a mail order house that has 
encroachments on its merchandise column. 


making 
The facts 


heen 


are that the personal income sales manager of this Gas 
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New Business? 


Lot’s of it! . . . When you're out on a 
pipe repair job, take a look at the boiler. 
There may be a chance for an additional 
profit by selling and installing a 


PENNSYLVANIA 
RANGE BOILER 


And in doing that you'll be building 
good will for your business. 


Pennsylvania Range Boiler perform- 
ance makes new friends while keep- 
ing the old. 


Sold Only Thru Jobbers 


Line of ALL WELDED and 
AND WELDED Galvanized 


Complete 
RIVETED 


Boilers. 


JOBBERS : Write us for sample of any boiler for 
30 day inspection. 


PENNSYLVANIA RANGE BOILER CO. 
Established 1895 


24th & Washington Ave. Philadelphia, Pa. 


METAPHRAM 
Type F2 


for large round or sec- 
tional hot water boilers 
and large tank heaters. 


AAAAAAHAARA 
ME TAPHRAM 
UAAAAAAAAAAAY 


METAPHRAM Gradual Control 


covers the entire range of domestic 
hot water and low pressure boilers and 
tank heaters, either gas, oil or coal fired. 


Descriptive Bulletins on Request 


NATIONAL REGULATOR CO. 


2317 KNOX AVENUE CHICAGO 
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Company is directly dependent on the volume of gas 
appliance retail merchandising that he does. No wonder 
he tries to “hog” the market and that he uses every 
advantage that he has, as a public utility man, to kill off 
his competition. As a matter of fact, the “firing line” 
tactics in this instance are not killing off the company’s 
competition at all. They are making it worse because 
dealers who would otherwise be lending their efforts in 


| furthering gas for cooking are being driven into the 


other camp and doing all they can to encourage electric 
cooking. 


Co-operative Policies 


In our companies we have had co-operative polictes 
for some time and while they may still be considered in 
the evolutionary stage, we have achieved enough success 
with them to encourage us to go on. Our co-operative 
plans are confined to what might be called the major 
load building gas appliances such as gas ranges, self- 
action water heaters, refrigerators and home heating 
equipment. It would take too long to go into all of 
them in detail, but let me dwell for a moment on our 
co-operative gas home heating plan. 

We wanted to sell a lot more gas for home heating 
than we were selling. There were two courses open 
to us, either to go into the heating contracting business 
ourselves, or to enlist the active co-operation of those 
very same heating trades that had been doing the job 
to date with other fuel equipment. 

We decided on the second alternative and began to 
study means and methods of securing this co-operation. 
As our analysis has shown us, the contractor is in busi- 
It is not to build load for 


| our company, nor is it just for the sake of having some- 


| thing to do. 


He is a heating contractor to make money 


and the only way he can make money 1s to sell and 


| install appliances at a profit. 


We decided that the only 


| way we could expect to have the active co-operation of 
| the heating contractor was to make it possible for him 
| to make more money selling gas heating equipment than 
| that designed for other fuels. 


We studied the economics of the heating business 


for over a year before we rounded out our plan. We 
_ interviewed dealers, distributors and manufacturers and 
_with facts from here and there, we finally had about as 


' as could be assembled. 


| all—the servicing costs. 


complete a story of the economics of the heating business 
We had manufacturers’ and 
jobbers’ discounts or net prices to dealers on coal de- 
signed equipment. We knew what mark-ups were being 
used by dealers. We knew the discounts on oil burners, 
the installation costs and the most important figure. of 
With this information, we 


| knew what prices were needed to make the selling of 


gas equipment more profitable. 


Let me say at this point, one of the worst conditions 


_in the heating business is the practice of the manufac- 


turer in quoting the dealer a net price. The dealer has 


no gauge to determine a profitable selling price, and 


; 


| type of personnel. 
The first step, therefore, was to establish a proper list 


already “price” conscious in a highly competitive field, 
he rarely has the temerity to charge a price which will 


| give him the profit necessary to build up a_ business 


that can thrive and support a higher and more technical 
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price which allows the dealer and ourselves a proper 
margin on which to do business. In addition thereto 
we allow the dealer a bonus of $20.00 to $55.00 per job 
based on the estimated annual heating load of a job in 
therms, with a thousand therms as a minimum. To 
qualify for this bonus, the dealer is expected to do two 
things: 

1. Allow us to make a survey and submit a heating 
estimate cost in writing to the prospective purchaser 
before the job is sold. We do this, recognizing that the 
cost of the service is the primary obstacle to the sale 
and we want to be sure that there has been no misun- 
derstanding on that score. 

2. The job must be installed according to our speci- 
fications. 

By this last we do not mean that we want to lay out 
heating systems. All we want to accomplish is to be 
sure that the equipment is being installed on a system 
where it has a reasonable chance of functioning effi- 
ciently, and that a proper sized boiler or furnace for 
the job is being provided. 

After complying with these two conditions and the 
job is in satisfactory operation, we issue him a check 
for the bonus. At the same time, we take over all the 
complete servicing responsibilities on this particular job, 
the manufacturers in their turn extending us the regular 
guarantees against defective material and workmanship. 
[ would say that this feature of our plan appeals more 
to the dealer in first presenting our plan to him than any- 
thing else. Most of them have had experiences with 
other types of heating and most of them have seen 


ORE PROFITS 
for HEATING CONTRACTORS 


The present trend toward automatic heat — oil burners, automatic stokers, etc. — 
offers a golden opportunity to progressive steam fitters who specialize in residence jobs. 


We have developed a simple but highly efficient 


Sarco Vapor Heating System 


which is easy to install from our standard designs. 
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many a gross profit change to a substantial loss as the 
servicing expenses have piled up. 

We carry his paper, discounting him the carrying 
charges on sales that are not financed otherwise. Heat- 
ing equipment in a new building is carried in the first 
mortgage financing. 

We have an arrangement for the handling of returned 
equipment, which is fair to both ourselves and him in 
that he assumes the same obligations that are assumed 
should he finance through acceptance corporations. 

Perhaps the most important factor in our plan is the 
matter of salesmen’s compensation. If there is a dealer 
on the job trying to sell an approved boiler or furnace, 
our man immediately begins to sell the benefits of gas 
home heating, and thus helps the dealer to make the 
All the inducement for our boys to take a job 
away from a dealer has been killed. His merits as a 
salesman for us are judged entirely on the basis of the 
number of gas home heating jobs in his territory and 
not on the number he sells himself. We feature all our 
dealers’ names in our gas home heating advertising. 


sale. 


What results have we obtained? The plan went into 
effect early in April, and intentionally so, too! We 
wanted the summer months to sell and educate our 
dealers. To date we have practically everv responsible 
heating contractor in our territory on this plan. The 
co-operative agreement has been signed by 45. sheet 
inetal workers, steam fitters and specialty dealers. 

We have had dealers who have sold gas designed 
boilers and furnaces, our only part in the transaction 
heing the request for the estimate. We had a plumber 







We are open to appoint special Distributors in a number of territories on very favorable terms. 


If you want to get away from price competition, write at once for full information on 


The SARCO Plan 


Address Dept. P. R. 


Sarco Company, Inc. 
183 Madison Ave. 


$3 New York, N. Y. 


Branches in Principal Cities 








Keeps 
steam 
IN 


air OUT! 


At a small additional cost over 
the Warco No. 1 Venting Valve, 
you can give your customer a 


WARCO VACUUM SYSTEM 


which keeps the radiators hot 
long after the fire is banked. 
Warco No. 2 Vacuum Valves are 
installed on the radiators, Warco 
No. 3 V or 6 on the Mains, and a 
Warco Compound Gauge on the 
boiler. 

The Warco Vacuum System in- 
creases heating efficiency and 
saves fuel, 











Write for complete data 





Be] 


**Warco 
No. 2 
Vacuum 


Price $2.15 





‘*Warco’”’ 
Compound Pressure 
and Vacuum Gauge 


Price $4.25 


W.A. Russell & Co., Grand Central Terminal Bldg., New York 
Chicago Boston Detroit Baltimore Denver Minneapolis 
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safety. 


will not 


Properly 
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Condensation Return Units 


RESERVE POWER 


The extra margin of power 

reserve in all Burks Super Tur- 
bine Pumps will carry you over 
heating boiler peak-loads with | . 
_some return. Under this plan we receive what we are 


Provide against emergencies by 


installing 
pump and receiver tank that 


a return-to-boiler 


vapor-bind. One that 


powered, Burks pumps 


will deliver substantially in- 


pressures above the 


normal pump rating. They are 
super pumps—/lus. 


Available now: 


Condensation Return Bulletin No. 95 


SERIES 4700 Water System Bulletin No. 94-C 


DECATUR PUMP COMPANY Sos 
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sell a conversion burner. The one outstanding result 
from our plan happened over in our Michigan City dis- 
trict. The state of Indiana has built a 63 room hotel 
in the Dunes State Park. In sending out for estimates, 
the state tied the heating and plumbing together on one 
bid and specified an oil burner. I am told that every 
plumber in bidding submitted an alternate bid on gas, 


_ and thanks to the selling that was done for gas by these 


co-operative sources, the job went on gas completely, 
including the water heating ; and what is more, the coal 
range and water heater in a restaurant already there 
will be changed over to a heavy duty gas range and a 
gas boiler, and gas for cooking will be supplied to 12 


| tourist cabins just across the road in the camp grounds. 














We realize that our plan is new and to all intents and 


| purposes experimental. It is, we believe, economically 


sound and from our experiences so far, practical. We 
know it is not perfect and even if it were, we know 
that it will take constant effort on our part to make it 
function and keep it producing. 

After giving the dealer the opportunity to merchandise 
on equal terms with us, after putting some of our own 
promotional expense into his gross profit to insure him 
a new profit on load building equipment, after carrying 
his term payment sales contracts for him, after includ- 
ing him in our group advertising, after assuming the 


| servicing responsibility of some kinds of equipment that 


might otherwise eat up his profits, and after eliminating 
our salesmen as competitors and setting them up as sales 
helpers, we feel that we have gone just about as far as 
we can reasonably be expected to go. We have no con- 
fidence in any plans that give the dealer something for 
nothing in the way of commissions and bonuses that he 
does not earn. It is fundamental in our co-operative 
policy that the dealer has to produce to collect, and the 
responsible dealer does not wish it to be otherwise. 

He has all the opportunity in the world under this 
plan to go out and make good on all the claims he has 
made for himself through his national organization as 
a merchandiser. If he produces, he makes real money; 
if he does not, he has nothing but his own inertia and 
lack of sales ability to blame. Surely, no business man 
can ask for more. 

We in our turn believe his co-operation is worth hav- 
ing, and to have it, it has to be mutually profitable. In 
any other way it ceases to be economically sound and 


| is accordingly doomed to failure. 


Our plan is based on the truly co-operative idea that 
in order for any plan to be sound both parties to it must 


' contribute something to it and in return each receive 


seeking—proper volume and correct design, the dealer 


on the other hand, receives a satisfactory price and fair 


is positive in action, reliable | 
and safe. 


competition. 

Today is an era of inter-industrial competition for 
the customer’s dollar. The gas industry is more than a 
public utility with a sales department selling a certain 


| manufacturer’s products. An industry includes every 
branch of business that has a potential profit in that 





industry’s successful growth. Co-ordination of ideas, 
synchronization of effort all along the line are ideals 
that mean added strength to the industry, and they are 
the outward and visible sign of the inward and invisible 
grace of all that is implied by “dealer co-operation” in 
its fullest sense. 


















A few of the Questions of 
most general interest asked 
by readers and answered 
by our engineers 


In this issue 


1—About One-Pipe and 
Two-Pipe Hot Water 


Heating Systems 


2—How many Btu. to 
Evaporate One Gal- 
lon of Water 


3—Six Questions about 
Water Piping An- 


swered 


—- To 
To the Editor: 

Kindly let me know if a one-pipe hot water system 
works as well as a two-pipe system. What are the 
advantages and disadvantages ? 

New Jersey. E. R. 


There are two kinds of the so-called one-pipe system 
of hot water heating: In the first of these the main 
itself is a one-pipe circuit with radiator riser branches 
taken off at one point and the return risers from the 
same radiators run back and connected into the one-pipe 
main at some point farther from the boiler than that 
where the supply is branched off; this is illustrated in 
Fig. 1 and may be termed the one-pipe main system. 
The other type is where an overhead downfeed is used 
and single risers from the supply main overhead down 
to the return main in the basement are used to supply 
and return the radiators; this might be termed a one- 
pipe riser system and is illustrated in Fig. 2. 

It will be seen that it is impossible to combine these 
two arrangements, as the one-pipe riser scheme requires 
a supply at the top and a return at the bottom, so this 
immediately means two mains, one for supply and one 
for return. If, on the other hand, separate supply and 
return risers are used, then a one-pipe main in the 
basement becomes possible. The difficulty in using one- 
pipe hot water systems of either variety lies in the fact 
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that the return water is dumped into the same main 
as the supply——or into the same riser—and, as a result, 
the farther the line goes, the cooler the water in it be- 
comes until it reaches the temperature of the radiator 
returns. 

The only way to compensate for this is to enlarge 
the radiators receiving cooler water so that the total 
heat emitted at the reduced temperature will be the 
amount actually required. In a downfeed one-pipe riser 
system this means enlarging all the radiators except on 
the top floor as the water becomes cooler and cooler as 
it drops down the riser and radiator return after radia- 
tor return is emptied into it. In the one-pipe main 
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system the water becomes cooler after the return from 
the first riser comes back into the line and becomes 
cooler and cooler as more returns are connected in. So 
all radiators would have to be enlarged except the ones 
fed from the first supply riser taken off nearest the 
hoiler. More than this the increase in the radiation is 
a progressive one; that is to say, the farther out on the 
line the radiators are located the greater will be the 


amount of additional surface necessary to compensate 


for the falling water temperature. 
All in all it is somewhat of a problem to know just 


how much to add to each radiator so that the heat 
emission will be exactly that desired and it is this uncer- 
tainty, more than any other, which makes one-pipe hot 
water systems somewhat undependable. They involve 
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a little less piping than the regular two-pipe arrange- 
ments, but it is felt that the ordinary gravity hot water 
job 1s uncertain enough without having a variable radia- 
tor temperature introduced to complicate the situation. 
Owing to the low head available for circulation in the 


Supply Mair Koof 
eee eer 





— . 





Chung C7. 
F¢h F/. 
N7é -/ype 
FUVSCLS 
— a nae 





























Zz 
ASP POPOROMOPA EPA EO eth 
[9 Fi, 
pee C kerurn Marr 
BASC/NCNT 


Fig. 2 


gravity hot water job of any type it seems unwise to 
introduce another variable in the problem and it is our 
recommendation to stick to the regular two-pipe hot 
water system with overhead downfeed if possible. 


—Q— 
lo the Editor: 

Please give us the information as to how many 
Btu. will be required to evaporate a gallon of water 
using copper tubing. N. N. B. 

Virginia. 


The number of Btu. required to evaporate a gal- 
lon of water is the same whether it is done with a 
copper tube or a cast iron boiler. At atmospheric pres- 
sure the amount of latent heat in a pound of water 
is 970.4 Btu.; that is to say it takes the addition of 
this number of Btu. to change one pound of water at 
212 deg. Fahr. into steam at atmospheric pressure. 
lf the water to be evaporated from a temperature 
lower than 212 deg. Fahr. then one Btu. more will be 
required for each degree which the water must be 
raised in order to have it reach 212 deg. Fahr. where 
evaporation takes place. Thus if a pound of water is 
at 50 deg. Fahr. it must be raised 

212 — 50 or 162 deg. 
and then it must be evaporated into steam at at- 
mospheric pressure the total Btu. being 
162 plus 970.4 or 1132.4 Btu. 

The reason that one pound of water is used in all 
such work instead of one gallon is that a pound of 
water is a fixed amount of liquid but a gallon is not 
as exact since water expands and contracts so that 
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a gallon of water at 212 deg. Fahr. is not the same 
amount as a gallon of water at 50 deg. Fahr. or any 
other temperature. All that it is necessary to do in 
order to transpose the Btu. per pound in Btu. per 
gallon is to multiply by the number of pounds in a 
gallon at the temperature of the water under con- 
sideration. At boiling point water weighs 59.83 Ib. 
per cu. ft. and at this temperature the number of gal- 
lons per cu. ft. (1728 cu. in./231) can be divided into 
the weight per cu. ft. to get the weight per gallon 
thus: 









59.83 Ib./7.48 equals 8.00 Ib. 
while at lower temperatures 8% lb. is usually taken 
as an average figure. It already has been shown that 
to evaporate one pound of water from and at 212 deg. 
Fahr. into steam at atmospheric pressure requires 
970.4 Btu. so that 8 lb. of water—which is equivalent 
to one gallon of water at 212 deg. Fahr. will require 
970.4 Btu. * 8 or 7,763.2 Btu. 

Should the water be at 50 deg. Fahr. as previously 
suggested, the amount of heat would be increased 
not only by the additional temperature rise but also 
by the additional weight of water in a gallon at that 
temperature. If the commonly used amount of 8% 
lb. per gallon is employed the amount of heat required 
to evaporate one gallon of water at 50 deg. Fahr 
would be calculated as follows: 

Heat required for 1 lb. as previously com- 

NG oe lekeddebceidebssdunedes ....-1132.4 Btu. 

Number of pounds in a gallon........... 8.3314 


Btu. to evaporate 1 gallon 1132.4 K 8%...9436.4 Btu. 

























—3— 
To the Editor: 

You have helped me before, and I am depending on 
you now. 

[ am taking a civil service examination for foreman 
in the water department. 

In preparing for the examination, several questions 
asked in a previous examination bother me. 

Please give me the answers to the following questions : 

1. What water meters are commonly used to meas- 
ure large flows of water in main pipe lines? 

‘2. How may service boxes and other underground 
objects made of iron be located without digging? 

3. State at least two methods which are used to thaw 
out frozen service pipes. 

4. What special form of pipe joint is often used in 
pipe lines laid under water? 

5. How would you locate a large leak from the pipe 
system of a town when there were no surface indica- 
tions of any trouble? 

6. Give a brief description of a pipe-laying derrick 
suitable for handling 12 inch pipe. 

Massachusetts. 
















J. Z. 






A book could be written on some of these questions. 
This is particularly true of the fifth, We presume, 
however, that if our correspondent is seeking such a 
position as foreman, his examiners will not expect him 
to have knowledge of some of these subjects such as a 
water works engineer would be expected to possess. 














Our answers are as follows: 









1. Large flows of water would generally be meas- 
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ured by either a meter of the Venturi type or of the 
velocity type. 

The Venturi type meter would be found in extensive 
use on main lines supplying cities with water for house- 
hold and commercial use, while the velocity type meter 
is much used on fire lines. 

2. Service boxes and other objects made of iron can 
be located by means of a magnetized needle. The de- 
vice is sometimes known as a dipping needle. 

It is nothing more than a compass. The needle of a 
compass swings horizontally, while the dipping needle 
is so mounted that it swings vertically. 

When the dipping needle comes within the magnetic 
range of an underground iron object, the needle is at- 
tracted, and shows the presence of the iron by dipping 
towards it. 

3. One of the most effective methods of thawing 
frozen service pipes is by means of electricity. There 
is special equipment made commercially for this pur- 
pose, in which the current from a street line may be 
passed through the frozen line of pipe. The heat gen- 
erated soon thaws the ice in the pipe. In this method 
a transformer will generally have to be used, one side 
of it being connected to the curb cock and the other 
side to the pipe in the basement. 

Another electrical method is by means of a storage 
battery outfit, which is portable. This equipment would 
generally be in the hands of the local electric light com- 
pany. 

Oftentimes a quicker and equally effective method is 
to use steam for this thawing work. Many different 
methods are in use. On page 34 in the October 31 
issue we showed a good one. This was a copper thaw- 
ing steamer of the right size to set down into a furnace 
shield. The heat of -the furnace quickly generates 
steam, and this is carried through a line of tubing of 
required length, into the frozen service. As the steam 
thaws the ice the tubing is shoved further in until the 
pipe is entirely free. 

Lead, copper or block tin tubing may be used. 

The steamer is provided with a safety valve 
releases at about 50 pounds pressure. 

4. There are several different patented joints for 
making up pipe that has to be laid under water. 

A very good type of such joint is one which draws 
a ground joint together by means of bolts. It is prac- 
tically a ground joint union made on a large scale. 

5. A large book and an interesting one might be 
written on the subject of location of large leaks in water 
mains when there are no surface indications of trouble. 

Sometimes these leaks take weeks and months to 
locate. We have heard of large underground leaks that 
have been going on unknown and undiscovered for years. 
Many water departments of large cities keep a crew of 
men at work much of the time locating these leaks. 

No water works system of any size is ever free from 
leaks. A system that shows not more than 15 
loss from leakage, is considered a tight system. 

[f the leak is a large one and yet does not make itself 
known by bursting through the surface of the ground 
within an hour or so after the break takes place, it is 
reasonable to suppose that the water is escaping into 
some sewer, into a brook or stream, and in some cases 
out in the country where the break is unnoticed. The 
logical thing to do then, is to start the men whose duty 
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ROBERTSON 
Easy Foot Waste 


Constructed without intricate working 
parts in the overflow or waste tubes, thereby 
eliminating any possibility of becoming 
clogged and getting out of order. This con- 
struction permits the water to drain out of 
large waste opening quickly. The Easy Foot 
Waste Plug or outlet is so designed that it 
creates a swirling motion to the water which 
is most effective in cleaning the waste. It 
closes with pressure—insuring against 
leaking. 




















Eliminates unsightly and unsanitary chain 
and stopper. 


No bending or stooping necessary to oper- 
ate. Simply touch it with the toe. 
Send for your sample today 
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ALBERENE’S Offering 
for the Modern Home 


44°>x 24 x16 


WASHTRAY 


Large Inside Capacity 
Weighs Less 
Costs Less 


Alberene Stone Company 
153 West 23rd Street 


NEW YORK 
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it is, to inspecting all brook crossings, points where pipes 
may be carried in streams, etc. 


If this fails to locate the break there are other means 
to which, however, may consume much time. 
i. The city or town water mains are so arranged that 
ae the various unit areas can be turned off, one at a time. 
By this means, especially at night, the general location 


~ ee | 
those little ae | of the break may be located. At night the natural con- 


sumption is only 40 to 50 per cent of the day consump- 


od tion, and a large leak is more likely to be detected at 
Ss! : 


The pitometer, a water measuring device based on 
velocity, is a well-known instrument for locating leaks 
after the general location has been determined. 

The geoplune, a sensitive listening device, may also 
be used after other methods have determined the com- 
parative location of the leak. 

6. A derrick for handling 12-in. pipe would naturally 
have to be built to hold up under the weight of a length 
of this pipe, which would weigh from 1,000 to 1,200 
pounds. 

These derricks are generally in the form of a tripod, 
. | with a hoisting block secured at the high point, capable 
If youll point out to your cus- of easily lifting the weight to be handled. 
tomers the sacrifice they are mak- For 12-in. pipe we would say that a tripod six or 
ing in comfort and fuel with faulty seven feet high, and made of 4 in. X 4 in. timber would 
radiator valves, they’ || ask you to be capable of doing the work. 
install Kelly Valves. 





Questions Answered and Discussed 


Kelly gives you a complete line 
of valves every one of which is by Readers 


guaranteed for five years against 
little leaks Or big Ones either. How the Question Was Answered 





They’re adjusted to give perfect 
performance under all pressures 
up to 10 pounds. Guaranteed 
for five years. 


The following question was asked in the tissue of October 
17, and the accompanying answer is by a reader: 

A heating plant has the following loads: 10,000 sq. ft. of 
tubular cast tron radiation, 2,000 sq. ft. of cast iron wall 
radiation, three unit heaters delivering 86,000 Btu. per 
Priced right: Order from your hr., each, and the heating of a maximum of 150 gals. of 


jobber or write direct for Full water per hour from 50 to 150 F. What will be the load 
information. on the boiler in equivalent direct radiation of 240 Btu.? 


How Would You Answer This 
Question? 


A contractor has guaranteed a steam heating job to 
maintain 70 deg. Ikahr. inside with an outside temperature 


of sero. The owner complained of lack of heat and 
K a y insisted that an operating test be made. On the day of 
the test one pound of steam pressure was kept on all day 


and the temperature outside averaged 17 deg. ahr. with 


BRASS WORKS a 25-mile wind blowing and the temperature inside aver- 


aged 78 deg. Fahr. Has the contractor's system come up 


226- 32 W. ONTARIO ST. to his guarantee? 
CHICAGO ILL Answers based upon your experience, and suitable, will 
, . 


be paid for and published in the December 12 issue. 











— 


HERE are several ways in which all these various 
loads may be transformed into the common desig 
nation of E. D. R. One way is to reduce all o} 
the loads to Btu. and to divide by 240 Btu.; another 1s 
to reduce them direct to E. D. R. and to add the totals 
An allowance for piping also must be made, this gen 
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erally to be assumed as 25 per cent of the total E. D. R. 
where the mains are covered; if the mains are not cov- 
ered the allowance should be doubled. 

The first method of reducing all the load to Btu. and 
then of dividing by 240 Btu. to change the load into 
Ik. D. R. will be used in obtaining the answer for this 
problem. 
delivery of 240 Btu. of nominal rating it fol- 


per sq. ft. 


lows that the Btu. for 10,000 sq. ft. of this type of 
surtace will be 
240 Btu. 10,000 or 2,400,000 Btu. 


but the wall radiation has a somewhat higher efficiency 
and generally is considered as giving of 300 Btu. 
sq. ft. except when hung on the ceiling. So the wall 
radiation will be 

300 Btu. « 2,000 or 600,000 Btu. 

The unit heaters tell their own story in Btu. 

is rated at 86,000 making for three of the 

86,000 Btu. «* 3 or 258,000 Btu. 
and this leaves only the Btu. for heating the 
be computed. Since there are about 8% lbs., to a gallon 
of water the pounds of water to be used amount to 

150 & 8% Ib. or 1,250 Ib. of water 


water 





























This 1,250 lb. of water must be heated from 50 to 
150 F, or 100 degrees temperature rise. One Btu. will 
10,000 ge2000 ., SUnit Heaters 
$9. Ft sq.ft $F @ 860008tu.e 
lar wall 
C1 Rad. Rad. 
i. Hot water Heater 
50 9.p.h. max. 
load 
Fig. 1 
raise 1 lb. of water 1 F so the 1,250 Ib. will require | 
1.250 « 100 or 125,000 Btu. 
sefore the allowance can be made for the piping all 


of the totals computed must be.added together and then 
25 per cent of this total represents the piping load, thus: 


Tubular Radiation ............2,400,000 Btu. 
CN OT PT CC Cere 600,000 
ee eee 258,000 
Fieatine Water ......cccccecs iaianed 
ie eee ra Lk lo AN oe 3 323 000 Btu. 


25 per cent Allowance for Piping 845,750 


ED 


a ce os a 4,228,750 Btu. 


and 4,288,750 Btu./240 Btu. equals 17,619 sq. ft. E. DLR. 

Some may like the other method of figuring better; 
that 1s to change each portion of the load to E. D. R. at 
once and add the E. D. R. In that case the figures would 
appear as follows: 

Tubular Radiation................. 10,000 sq. ft. 
and the wall radiation would have 25 per cent added to 
make it equal radiation at 240 Btu. per sq. ft., thus: 

Wall Radiation, 2,000 sq. ft. 1.25 or 2,500 sq. ft. 
but the unit heaters would have to be reduced to E. D. R. 
by dividing by 240 Btu. in the following manner: 


cs 
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Since all tubular radiation is rated on a heat | 


| 


per | 


as each | 


to | 
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SAFETY FIRST! 


Read: * ' . 

FOUND DEAD OF AUTO GAS ! 
‘Charles D. W. Bronson, 67 years old, 542 
North Leamington Avenue, a chemical sales- 
man, was found dead from auto gas yester- 
day in the garage in the rear of his home.”’ 


Install THE ORIGINAL Dehn’s ‘“‘PeerlesS”’ 
Garage Residue Separator and Floor Drain 
to eliminate petromortis. 

Use our catalog to obtain first hand and reli 


able information 
Sold by reliable Wholesalers everywhere. 





a Injector & Specialty Co. 


Geo . Dehn, S. E., President 
THE PIO IEERS— (lest ab lished 1S8¥7) 


Originators, Designers and Sole Manufacturers 


THE QUALITY fama caoesL) 
419-421 D.N. Laramie Ave. Chic ago. Itinois, U. 


Fig. No. 62 Patented 
Dehn's “Peerless’ 
Garage Residue Se 
arator & Floor Drain 


THE ORIGINAL 








When you mention EXPAN-HUB, by name, in 
your bid, the owner knows you intend using a 
pipe which has proved its many advantages over 
ordinary pipe. Yet you don’t need to charge 
anything extra—because EX PAN-HUB costs you 
nothing extra. ASK YOUR WHOLESALER. 


Manufactured to uniform specifications and sold by 


ALABAMA PIPE COMPANY STRINGER BROS. CO., Inc 
ANNISTON FOUNDRY CO. THE WETTER PIPE CO. 
INTERSTATE FOUNDRY COMPANY 
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Universal Swing Spout Faucet 


Made in two different styles. Adjustable from 4° to 12)” and 
edaptable to either high or low beck sinks. Nickel or Chrome finish. 


Sold by leading Jobbers 


MILWAUKEE FLUSH VALVE CO. Milwaukee, Wis. 














Eliminate those unexpected 

“shots” of hot and cold water in 
shower baths. Stop the time 
wasted in trying to get water at 
the right temperature. Install 
Powers Mixers. Write for 20- 
page book. 
THE POWERS REGULATOR CO. 

2716 Greenview Ave., Chicago 


Offices in 37 Cities 








37/7: a a a a a a a 4 


OWERS 


ROM. MIXER 
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REVELATION 


for Remodeling 


“The Diference Between An Old House and 
A New One Is Plumbing and the difference 
between the old-fashioned, cumbersome, un- 
sightly closet and the new, sparkling and 
attractive installation is Revelation. 


Revelation has been built to meet the demands 
of remodeling. Compact, efficient, beautiful, 
equipped with the very finest tank trimmings, 
it is guaranteed for years of satisfactory service. 


Revelation has numerous exclusive features 
that are available in no other closet. Its over- 
all height of 33 inches, its complete flushing 
and emptying tank, its integral construction are 
only a few of Revelations talking points. 


Ask any branch below about the 
others or ask your jobber. 


PEERLESS SELLING COMPANY 
fooontecfonfectotontecfocteatectenteets Evansville, Indiama oteterteetecteeteoteetestectoctonteete 


Peerless-Alabama Co., 
3000 Avenue E, 
Birmingham, Ala 
Peerless-Atlantic Company 
470 Stuart St., 

Boston, Mass 
Peerless-Colorado Company 
785 S. Broadway, 

Denver, Colorado 
Peeriess-Missouri Company 
5091 Fyler Avenue, 

St. Louis, Mo 
Peerless-Northern Company 
Charles and Vandalia Sts., 
St. Paul, Minn. San Antonio, Texas 

Plumbing Fixture Co., 12414 Euclid Ave., East Cleveland, Ohio 


Sc as aa ace a ie DD i Ue Me DD Mk Ma i MDa ik eM ie a is he Ns Wa is he Me 2 he 


Inc Peerless-Oklahoma Company 
1-11 W. Bth St 


Oklahoma City, Oklahoma 
Peerless-Penna. Company 
634 W. Girard Avenue, 
Philadelphia, Pa. 
Peerless-Tulsa Company 
1645 E. 6th St., 

Tulsa, Oklahoma 
Peerless-LUtah Company 
150 West 1st South St 
Salt Lake City, Uteh 
Alamo Plumbing Supply Co 
637 E. Crockett St., 
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(86,000 Btu./240) * 3 or 1,075 sq. ft. 
The hot water is 125,000 Btu.—which was developed in 
the first calculation—divided by 240 Btu. or 

125,000/240 or 
These amounts of E. D. R. may now be added and the 
allowance for piping put on to give the total E. D. R. in 
the manner shown below: 


see @oe@enweseesgtegvse@egs@6e@@8ee8 98 868 8 @ SS 





Tebetlar RaGetion «occ es ovine 10,000 sq. it. 
ie aie meine el 2,500 
in 5 eee eecneln ees 1,075 
SN TE oc kevin or sacndaws 521 
NS, i etiente ahan: winder ie is Wk alse nies 14,096 sq. ft. 


25 per cent Allowance for Piping.. 3,524 


oe” er re 17,620 sq. ft. 


[t will be noted that this checks with the 17,619 sq. ft. 
obtained by the other method within 1 sq. ft. 


Bleeder Connections 


(Continued from Page 75) 


turns to the right or left than when the steam turns 
upward. For this reason it is better to connect the steam 
main to the top of the header rather than to connect it 
to the side. However, when the head room is not avail- 
able the arrangement shown in Fig. 1 is the best that 
can be done. 

It should be noticed that in all cases, we install all 
headers the same size as the steam tapping or steam 
main, whichever is the largest. This is done to keep 
the velocity as low as possible in order to be sure all of 
the water will separate from the steam. We also install 
all bleeder connections the full size to the water line in 
order to provide a storage space for the water. 

There is another bleeder arrangement besides the two 
compared above. With this one, the steam main is con- 
nected to the header at an angle of 45 deg., as shown 


£ Sfeam Main connected = 
i | fo header at 45° ( ) 
. Seem mu — 
> , 4 } ae {+ " 
ii ti = i] 1 6° 
“th 
full size of 


~~ 

















\ \ fo id} 
L Af Art 
[ | _ lapping 6” 
{ 4 y | 
| | } "| 
4| | IR | 
i, 2 WNL 
j T \) \ 
) [A 
| Reducer 
| be/ow > 
| warer ™ 
| | “ne 
| | Connected fo | 
7 | ay ¢ | rerurn lapping | 
| © ee 
ay 
Side Wew Rear view 
Fig. 2 
in lig, 2, instead of the method shown in Fig. 1. Al! 


other parts are the same as they are for the first type. 
The operation of this bleeder is also the same, except 
that the steam rises at an angle of 45 deg. as it turns. 
‘or this reason the water is more completely separated 
from the steam than it is where the steam turns without 
rising. 

This method can be used when there is a little more 
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than the minimum head room available, yet not enough 
for the regular bleeder connection we previously de- 
scribed. As one would expect, the results obtained are 
better than those obtained with the bleeder arrangement 
shown in Fig. 1, although they are not quite as good 
as those obtained with the regular connection. For this 
reason, the regular bleeder connection should be used 
whenever conditions will permit. When the available 
head room is not quite enough for the regular bleeder, 
the arrangement shown in Fig. 2 with the steam main 
connected to the side of the header is the logical one. 
When only the minimum head room is available, the 
bleeder arrangement shown in I‘ig. 1 should be used. 


Abuse of Credit Stirs Contractors 


(Continued from page 34) 


to get the order, finances an irresponsible contractor and 
makes it possible for him to get the contract. 

I am convinced that this credit angle is one of the 
most, if not THE most, critical problem in our industry. 
Credit laxity is rightly blamed for the setting up in 
business of the great number of plumbing contractors 
that we now have. These men, without any knowledge 
of business methods and with only a set of tools for their 
assets, have been placed in the field by wholesalers who 
were trying to inflate their volume. The boomerang in 
this unwise policy has been that these same irresponsible 
men in the majority of cases cause the wholesaler finan- 
cial loss, and then go on the cash list. It is these con- 
tractors who become the installers of direct-to-you mate- 








DOMESTIC ENGINEERING 


131 


rial and who follow so many tactics that are injurious 
to the plumbing business and which bring a loss of 
prestige to the industry. 

It is interesting to note in connection with credit, that 
of the entire membership of the Cincinnati Master 
Plumbers’ Association, only two men are on the cash 
list. 

I do not want my remarks to be interpreted as a gen- 
eral indictment of any branch of our industry. 
There are faults in all three branches. I have recited the 
facts disclosed by our investigation. I think the time 
has come for plain speaking. It for this reason 
that the National Association of Master Plumbers had 
this survey made. We wanted to dispel the mystery 
about the direct-to-yous and their methods and volume. 
We wanted to find out what our members were 
doing as well as contractors who are not members of 
our association. We wanted to get the facts—the true 
conditions. 


one 


Was 


Own! 


I should like to take this opportunity to say a few 
words about the Plumbing and Heating Industries Bu- 
reau. The National Association of Master Plumbers is 
wholeheartedly in favor of the Bureau. We contrib- 
uted to the Bureau’s financial support in 1931 to the 
extent of $15,000, which is exactly three times what 
any one manufacturer has contributed and possibly five 
times the total support which the Bureau obtained from 
all wholesalers in the industry. 

In fact, gentlemen, your attitude in the way of finan- 
cial support toward the Plumbing and Heating Indus- 
tries Bureau is, to the contracting branch of the indus- 





BE PREPARED 


FOR THAT EMERGENCY 


LEAK JOB! 


Order a carton of Solder Seal from 
your jobber today. FREE Horsehide 
work gloves packed with each 6-can 
carton, and—you get a better price 
on the carton than on 2 or 3 cans 
at a time. 


Permanent — Odorless — Guaranteed 


RADIATOR SPECIALTY CO. 
Charlotte North Carolina U.S. A. 


Manufacturers of 





PATENTED MAY 10. 192) 
—_ o ~ 


JANUARY 4. 1927 


THE METALLIC 
POWDER” 


BOILER REPAIR 








PERMANENTLY REPAIRS LEAKS 
im STEAM AND HOT WATER 


e, 


ManuraCTURtd Br 


RADIATOR SPECIALTY COMPANY 


Cueami.orie NC VSA 














BOILER SOLDER SEAL AND W J BOILER AND HEATING SYSTEM CLEANSER 


BOILER SOLDER SEAL 


a GAY Oe Wa owas By Op 


REPAIRS LEAKS 





IN STEAM AND HOT WATER HEATING SYSTEMS 
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WHO FOOTS THIS 


“FEED” BILL? 


HE old bus may bea glutton for gas but T/N 
f pee from replacement work will more than 
pay the bill. Surprisingly low-priced, T/N's 
attractive modern design scores a direct hit with 
home owners. Flushing is thorough—yet un- 
usually quiet. Tank and bowl are in one-piece, 
twice-fired vitreous china. And T/N comes in a 
wide range of beautiful colors, or white. 
For replacement work, T/N installs with just 
twosimplecon- 
nections. Will 
fic under win- 
dows, stairs or 
in corners—no 
wall-tank to 
hinder. 12” min- 
imum rough- 
ing is enough. 
Write for your 
jobber’s name. 


NE PIEC 
t 

WATER CLOSET 
SA.CLNT NON-OVERT LOW 


Patented, Pat Pend 











A. CASE & SON MANUFACTURING COMPANY 
Founded 1853 
220 Delaware Avenue 


VN 


ONE-PIECE WATER CLOSET 


Ww. 


Dept. 6111 Buffalo, N. Y. 





DOMESTIC ENGINEERING 


November 14, 1931 


try, incomprehensible. This is putting it mildly. The 
Bureau is organized to represent all three branches of 
the industry, yet only a handful of wholesalers have 
helped carry on the Bureau’s work in the last two years. 

However, in my home city of Boston, after the Bureau 
had done some constructive work there, and after the 
matter had been called to their attention, every whole- 
saler in the city contributed some small amount to the 
support of the Bureau. : 

The National Association of Master Plumbers had a 
board meeting in New York last week. It was unani- 
mously voted to continue our financial and moral sup- 
port of the Bureau during 1932 on the same basis as 
in 1931; that is, $15,000 a year. We believe in the 
Bureau, and we believe in the present system of dis- 
tribution. I should like to see greater evidence of 
your belief expressed in the tangible form of contribu- 
tion to the support of the Bureau. 

The National Association of Master Plumbers is op- 
posed to co-operative buying. As an indication of our 
belief, let me point out that in Cincinnati we suffered a 
membership loss because of the action of our local asso- 
ciation in adhering to this principle. 

All associations in this industry have felt the effects of 
depression. The National Association of Master Plumb- 
ers is no exception, yet we have been able to substan- 
tially maintain the size of our membership decidedly 
better than other comparable trade associations. Never- 
theless, I believe the time is very opportune for an inten- 
sive widening and strengthening of our organization. 
In this, I ask your assistance. Please do not misunder- 
stand me. We do not intend to hand you our problem, 
and remain inactive ourselves. We are following an 
aggressive membership extension policy. Still, you can 
add to the impetus of our movement locally by encour- 
aging it, and giving it your active support. Then, if we 
are successful in increasing our membership, we feel 
that the entire plumbing industry will be benefited and 
you, as a distributor, will receive your proportionate 
share of the gain. 

I understand that this body, the Central Supply Asso- 
ciation, as well as the Eastern Supply Association, and 
the Standard Sanitary Mfg. Co., through Mr. Ahrens, 
have made a contribution toward defraying the expense 
of the Cincinnati survey, and for this the National Asso- 
ciation of Master Plumbers is very grateful. 

In conclusion, gentlemen, we are living in critical 
times. There is need for a definite plan of action. There 
must be a close relationship today between manufactur 
ers, wholesalers, and contractors. I feel safe in saying 
that, if manufacturers and wholesalers do their share. 
they will find the National Association of Master Plumb 
ers ready and willing to give its close co-operation. 


Hotel Remodeling — A Profitable 
Possibility 


(Continued from Page 41) 


tion program. The one end of this hotel was originally 
arranged in apartments, so it was necessary to divide 
these rooms into individual rooms with baths. 

| “The entire cost was slightly less than one hundred 
| thousand dollars. Although the first six months of 1931 
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have been complained about generally as unprofitable 
months in many lines of business, the Hotel Gibbons 
has made money every month and enjoyed a very satis- 
factory patronage. 

“The result of modernization of the Hotel Gibbons is 
quite apparent, since the two years previous operation of 
this same hotel had been at a loss. The older hotels with 
large comfortable rooms often need only the moderniza- 
tion of the plumbing and heating to make them superior 





the 


treatment—and ever-present 


shower 


Here’s another tile 


in accommodation to most of the new hotels that have 
only the small, cramped rooms for their guest with an 
attractive bath room as the principal convenience. 

An immense field is available in America in hotel mod- 
ernization. The hotel industry is greatly overbuilt and 
in most cities very few of the newer hotels have been able 
to pay any dividends. The older hotels, with new bath 
rooms, can secure increased business at $2.50 to $3.50 
per room and make money due to their low present 
operating overhead and the popular demand for lower 
prices. 

“No excuse can be given to hold back on this mod- 
ernization when there is a financing organization ready 
and willing to handle any size job for one bath room 
to one hundred or more in one building on a sound 
financial basis. This field offers an excellent suggestion 
for plumbing and heating remodeling in many hotels and 
apartment buildings that have been built for more than 
ten years.” 

The experience of these two hotels affords an example 
which any contractor may use in talking to the hotel 
manager in his community on the value of remodeling 
the plumbing and heating equipment as a means of 
increasing the earning power of the hotel. 
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This is the ACME Bibb Washer 
HANDIPAK, the screw top 
tin that prevents loss and 
makes jit possible to 
get almost 
any size bibb 
washer you 
need. 


ACME HANDIPAK 


ACME Bibb Washer is the 
one that stops machine gun 
noises and wildcat howls in 
faucets. 

ACME stops them once and 
for all time. BPuilt, like all 


other Lavelle products to the 
highest standard. 

Order ACME Bibb Washers 
from your jobber today. 


LAVELLE RUBBER CO. 
320 W.UlinoisSt. Chicago, Ill. 








MULTI-FLOW HEATS 
SPARE ROOM or SUN ROOM 


Connects with Radiator 


The Multi-Flow is successfully used on 
installations where connected to radia 
tor to heat an extra room. Large double 
wound copper coil tested to 600 Ibs. 
gives rapid circulation. Aqua-Matic reg 
ulator maintains steady fire. Primary 
use as domestic hot water supply far 
more efficient than iron heater. Write 
for {older and prices. 


THE NATIONAL 
PIPE BENDING CO. 











Est. 1883 
| 174-L River St., New Haven, Conn. 
Boston New York Philadelphia 


Cut Away View 


Quick Selling 
Water Systems 


Hoosier Systems both sell and satisfy. 
Famous for their sturdiness and dependability. 
Complete line includes wide range of electric 
or gasoline wered units to meet any re- 

quirement. Shallow well or deep well. Many 
exclusive features at no greater cost. 

Write tor Catalog 
Complete catalog and in- 
teresting dealer propo- 
sition mailed on request 

without obligation. 
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FLINT & WALLING MFG. CO. 


76 OAK STREET, KENDALLVILLE, IND. 


PRR oo 
Moore Hangers 


For any type of radiator, in 
any type of installation, Moore | 
Hangers will do a more satis- | 
factory job for you and your 
customer. Use them on new 
and remodeling work. Order 
them from your jobber. 





CARTY & MOORE 
ENG. COMPANY, INC. 
611 W. Larned St. 
DETROIT, MICH. 
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STOR E, SHOP and JOB 


ELECTIONS have been made from items re- 

cently developed in the industry and are given 
below. These include suggestions for your use in 
promoting sales out of your store or in facilitating 
work in your shop and on the job. 


Hygrostat for Controlling 
Humidifying Equipment 

A recent development in hygrostats has been an- 
nounced. The device has been designed to provide a 
means for controlling humidifying apparatus, electrically. 
Essentially, it is described as an automatic two-way 





switch which is operated by changes in the length of 
a wood cylinder as it reacts to changes in atmospheric 
moisture content. The claims are that it will actuate 
controlled mechanisms on a variation of less than 4 per 
cent in relative humidity. Also, the existing humidity 


"! tPtNtT yyy! TLELLPLLLL 
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is indicated by means of a pointer and scale contained in 
the instrument. 

It is mounted on an insulating base and is contained 
in a cover of similar material. The metal parts are rust- 
proofed. 


Sink Has a Disappearing Utensil 
Drawer and Spray 


A new convenience to the house wife is offered by 
one enamel ware manufacturer. This is a metal drawer 
placed under the sink for convenient storing of cleanser 




















compounds and those other accessories commonly used 
at the kitchen sink. When closed, it conceals itself be- 
hind the apron of the sink. The drawer under the sink 
is non-tilting in opening and in closing and is supplied 


YUINNU (YN ONAVNROEEEPAANUAUAERAL RAPPER ae Ee 


Readers will find in this department news of our industry's progress 
in the manufacture of equipment. You can read of the efforts of manu- 
facturers to develop products which will increase customer demand, will 
make shop methods more efficient and will simplify installation. 

A letter to the editor of ““Domestic Engineering” will bring you the 
name and address of the manufacturer of any product in which you are 
interested. 
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with chrome handles and other trimmings throughout. 

In the illustration, the upper view shows the drawer 
in its closed position with only the handle showing. The 
lower view indicates how the drawer is dropped down 
for opening. This feature is available in color and in 
acid-resisting enamel if desired. 


A spray attachment and rubber hose with only the 
spray head showing when it is not in use is concealed 
behind the back of the sink. A transfer valve is located 
on the swing spout. 


A Welding Torch for Medium 
and Heavy Work 


A welding torch designed for medium and heavy 
classes of oxyacetylene welding recently has been placed 
on the market. Its new features are listed as including 
a ribbed handle, a new type of mixing head nut, oxygen 
and acetylene ball seat type needle valves, an easy method 
of repacking the needle valves and soft flame char- 
acteristics. A skirt has been added to the hexagonal 
mixing head nut to permit its being loosened or tightened 
by hand. 

Repacking of the valves is accomplished by the use 
of wick packing. In this torch, the oxygen enters the 
torch head at the side and the acetylene enters through 
the center. 


To Prevent Condensation 
in Chimneys and Flues 


Condensation in chimneys and flues, when gas fired 
equipment is used, has led to the design of a device 
identified as a condensation box. This is intended to re- 
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UNION 
SATISFACTION 


If you have never used a 
Dart UNION you still have 
to learn the meaning of union 
satisfaction. Every union in 
the complete Darr line comes 
to you a finished union. From 
the materials of which Darts 
are made to the final step in 
manufacture, nothing is left 
undone, in order that the 
union you receive will give 
unwon satisfaction. 





E. M. DART MFG. CO., Providence, R. I. 


The Fairbanks Company, Sales Agents 
Canadian Factory, Dart Union Company, Ltd., Toronto, Canada 

















Don’t tell ’em to forget « « « « 
and then ask ’em to remember! 


When aman pays for automatic 
heat, he buys the right to for- 
get his boiler room. He can do 
this if his oil-burner, stoker or 
gas burner is protected by a 
McDonnell No. 30 Series Safety 
Feeder with No. 31 Emergency 
Switch. There is a size for every 
type and size of boiler—and a 
good profit in every job. 


MSDONNELL & MILLER 


400 N. MICHIGAN AVENUE, CHICAGO 
Eastern Ofice: Grand Central Terminal, New York, N. Y. 
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Sure, easy, 

handy to use. 

Fully adjustable 

both horizontally and 

vertically. A COMPLETE 

line in three styles for all 
types of hung radiators 






all sorts of conditions. Na 

tionally used. Get the best! 
Write us for details and 
prices. 


HEALY-RUFF CO. 
770 Hampdew Ave., 
ST. PAUL, MINN. 















Style *“H" 


™ Use E-Z Inserts and E-Z Lavatory Hangers. 











Fig. 
19411 
Taber 
Midget 
Sump 


It works....... 
when needed most 


After heavy rain-storms there is an increased 
demand for Taber automatic Midget Sump 
Pumps. Frequently they replace “low 
price” cellar drainers inadequately motored. 





Why wait fora _~ load to tell whether the 
pump will work? Avoid troublesome, profit- 
less service calls . .. install Taber first. 
The owner of any sump pump expects “Dry 
Cellar Insurance.”’ He gets it with a Taber 
Midget. 


Bulletin and prices on request. Also see 
Page 923 Domestic Engineering Catalog. 


TABER 


TABER. PUMP CO €st 1859 
290 Elm Street, Buffalo, New York = 




















Condensation bex installed 


place the draft hood and to control both back draft and 
up draft. As shown in the illustration, baffles direct 
any back draft out through a door (4) which closes 
when the back draft has subsided, shutting cold air out 
of the flue. Similarly an up draft door (PB) opens and 
closes to meet any draft conditions and to keep out cold 
air until the flue becomes heated. Then the draft con- 
trol automatically opens to give the proper up draft. 
Any condensation formed when the gas is first ignited 
is caught in the bottom of the device. 

This appliance was designed to heat up the flue more 
quickly and then to keep cold air from the flue, thus cor- 
recting conditions which make for the forming of con- 
densation. 
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Support for Holding Insulation 
Concentric With Pipe 


On occasions, it has been found that the weight of 
the insulation and the weight of accumulated moisture 
gradually causes some types of pipe covering to sag 
away from the pipe at the bottom and pull thin at the 
top. To prevent this a new pipe insulation support has 
been developed which consists of wide bands which 
cradle the covering. Each band is hung from a saddle 
which passes through the insulation and rests directly on 
the upper surface of the pipe. This design was adopted 
to keep the insulation concentric with the pipe. 


Tin Plate on 
Rust Resisting Metal 


Announcement is made by one manufacturer of the 
use of tin plate on a rust resisting base. This is de- 
signed for use wherever tin plate is employed including 
ducts, sound proof ceilings, drip pans, gutters, flashing, 
conductor pipe, etc. 


Protective Paint 
for Pipe Lines 


A protective paint has been developed for use espe- 
cially on steam and hot water pipe lines. It is said to be 
impervious to any degree of heat and practically immune 
tc action of moisture, dilute acids and alkali. It may also 
be used on gas and water mains, stacks, boiler fronts, 
and other surfaces exposed to rapid changes of tem- 
perature and atmospheric conditions. 
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PHOENIX 








) IRVINGTON 


BRASS FITTINGS 


Every Brass Fitting made by PHOENIX is of RED METAL 


and receives the following tests: 


A— Inspection after Casting 

B — Inspection prior to Threading 
C— Inspection of Threading 

D — Air-Under-Water pressure test 


“If it’s a ‘P B F’ it’s a quality fitting” | 


PHOENIX BRASS FITTINGS CORPORATION 
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Precautions Which Should be Observed 
When Making Final Adjustments 


on Gas Burner Installations 


In adjusting gas burners when you are sure the flow 
of gas is right look at the flame on the burners. There 
should be an inner cone of violet color, but this should 
not be very sharply defined. 

The sharpness and length of the flame can be varied 
by moving the air shutters. If there is floating of the 
flame, there is too much gas, too little air or a stoppage 
in the boiler passages, the flue or chimney or perhaps a 
down draft. This must be cleared. There should be no 
backing out of products of combustion from the draft 
hood or anywhere else. If the chimney is tall, the 
draft may be too strong. In this case a match flame held 
near the draft hood will draw in strongly. This may be 
overcome by restricting the flue area beyond the draft 
hood. Too strong a draft will pull a great deal of heat 
up the chimney and result in a high gas bill. I have 
known cases where a high strong drawing chimney has 
caused such a flow of excess air that the gas bills were 
out of all reason and I have seen them cut by 30 per 
cent by reducing the draft until a good flue gas analysis 
was obtained with not more than 25 per cent excess air. 

Such are some of the more important considerations 
that play a large part in determining the satisfaction or 
lack of satisfaction from gas heating installations. By 
attention and forethought along the lines here suggested 
the contractor may save himself trouble and expense 
and secure not only a satisfied customer but an enthusi- 
astic booster. 

This booster will help him to additional business 
which can be taken, not by cut throat competition but, on 
the recommendation of work well done and at a fair 
profit to the contractor. 

© 


Heating in Residences and Small 
Structures 


(Continued from Page 44) 


radiator to permit its being drawn off from time to time 
as it accumulates. Otherwise the air will fill the supply 
pipe at the top and ultimately stop the circulation. 
With a downfeed system the radiator connection is as 
illustrated in Fig. 16 and air accumulating in the radiator 
finds its way out through the vertical supply pipe and 
rises up into the overhead main collecting in the high 
point of this main from where it must be relieved by 
venting into the expansion tank as previously has been 
pointed out. Pitch of lines really depends on the air re- 
lief and not on the direction of flow. By this it is meant 
that a supply main on an upfeed system, where air vent- 
ing is being done through each radiator, may pitch up 
as it proceeds away from the boiler, but the same supply 
main, on a downfeed system with an air vent at the top 
of the main riser, will pitch down as it proceeds away 
irom the boiler. If the fact is kept in mind that no high 
point in the piping or radiators can exist without an air 


vent of some sort being provided, much difficulty will be 


»veided in installing hot water systems of any type. 
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FLOOR and CEILING PLATES 
Type “A” Plates 
POLISHED NICKEL » SATIN FINISH « CHROMIUM PLATED 
1. A tempered Spring, firmly held in place. 
9. A positive latch, easily operated and made to hold. 
3. Asstrong, rigid hinge with plenty of stock sround 
the rivet. 


Buy from your regular jobber. All sizes in stock. 
g J 


THE M. S. LITTLE MFG. CO. 


HARTFORD CONNECTICUT 














It is a distinguishing and 
The 


two-stream projector pro- 


an exclusive feature 


vides a localized drinking 
mound, practical, sanitary 
and convenient to drink 





from under all conditions 







The HALSEY 
TAYLOR (fwo- 
stream projector 


Sanitation Assured 
Because Halsey Taylor Drinking 
Fountains assure maximum sani- 
tation, are the 
specifications for schools, 





they preferred 


hos- 





pitals, and for public buildings Illustrated . . 


4 popular H 

everywhere. A wide range of ‘ pepalar wall 
; fountam...4 
practical designs to fit varied semi-recess type 
with glass filler. 


needs and expenditures 


The Halsey W. Taylor Co., Warren, O. 


HALSEY TAYLOR Drinking Fountains 
ae 




















STRANDED 


without a cent 
in a strange cry 





but this FREE 


CREDIT COIN 
secured money 
at once 


SHow1nG his United Credit Coin 
to the cashier of the local United 
Hotel... the stranded stranger be- 
came a friend smmediately. This 
coin established the traveler's 
identity, and enabled him to cash 
his checks. No one who travels 
should be without this extra con- 
venience and protection. 

Experienced travelers say this free 
Credit Coin saves from § to 20 
minutes, every time they visit one 
of the 25 important United Hotel 
cities. No one else can use your 
coin. Both its number and your 
Signature are registered . . . giving 
you positive protection. It’s easy 
to carry this coin, as it fits on any 
key ring or watch chain. 


...won't you take advan- 
tage of this convenience, 


free 2f you mail coupon 





UNITED HOTELS COMPANY 


1418 United Building, Niagara Falls, N. Y. 
Kindly send me complete details 
and a blank for your Credit Coin. 

Name 

Address 





UNITED HOTELS 
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New Trade Literature 


Wall Surfacing Material 

The Vitrolite Company, Chicago, has just issued a very 
attractive booklet describing and illustrating the wall sur- 
facing material of its manufacture. The booklet contains 
several ‘“‘before and after’’ photographs of kitchens and 
bathrooms which have been transformed into places of 
beauty and comfort through installation of the wall ma- 
terial. The booklet emphasizes the fact that the bath- 
rooms and the kitchen, besides being important centers 
of general use in every home, also focus the attention of 
all who wish to buy or rent. A complete color chart 
shows the wide range of colors that are available, as well 
as the recently achieved Agate effects. 


Folder of Spencer Heater Co. 

Spencer Heater Company, Williamsport, Pa., has just 
distributed a folder among heating contractors which 
contains selling information for the company’s line of 
magazine feed boilers. The folder contains much val- 
uable information for the contractor selling these products. 


Folder on Brass Pipe 
National Electric Products Corporation of Bayway, 
N. J., has issued a four-page folder describing its brass 
pipe. A table of weights and sizes of its standard and 
extra heavy brass pipe is included. 


Service Fittings, Copper Tube and Tools 
Parker Appliance Co. of Cleveland, Ohio, has issued a 
series of envelope stuffers describing and illustrating its 
service fittings, copper tube and tools, etc., such as tube 
couplings, valves and fittings, tube fabricating equipment, 
flange shapes and triple shapes, tube benders and conden- 
sation coils. 


Automatic Hot Water Heater 

The Youngstown Welding & Engineering Co. of Youngs- 
town, Ohio, has issued a four-page folder illustrating and 
describing its line of automatic hot water heaters. These 
heaters are made in sizes with a capacity of 30, 40, 75 
and 100 gallons, and the company is prepared to make 
larger sizes and capacities to meet any special require- 
ments. 

Seamless Steel Fittings for Welding 

Taylor Forge & Pipe Works of Chicago are distributing 
an envelope stuffer with illustrations and descriptions of 
their seamless steel fittings for welding. 


Pipe-Savers to Protect Threaded Pipe 

The Pipe-Saver Corporation of America, Carthage, N. Y., 
has prepared a four-page envelope stuffer illustrating and 
describing its pipe-savers for the protection of the threaded 
ends of pipe. After a pipe has been reamed ready for 
fitting, the pipe-saver is inserted. The pipe-saver is seated 
by striking a block of wood held against its flange, and 
the flange can be threaded into the fitting. 


Folder of Boiler Water Feeders 
Watts Regulator Co. of Lawrence, Mass., has published 
a 12-page folder describing and illustrating its line of 
boiler water feeders for oil, gas or coal-fired boilers, 
including single valve and dual feeders. Some space is 
also devoted to combination low water and pressure cut- 
offs and pressure switches. 


Bulletin on Motor Pumps 
The Cameron Pump Division of Ingersoll-Rand, Inc., 
New York City, has issued a 12-page bulletin, 8 %x11 in., 
illustrating and describing motor pumps, including house 
and fire pumps, sump pumps, liquid pumps and pumps for 
circulating and cooling systems. The addition of a table 
giving head loss in pipe due to friction in pipe from 1 in. 
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Left to right: W. J. Walsh; R. C. Malvin of Malvin & May, Inc.; T. Kelly; Sid. Reynolds; R. C. Fries; L. J. Metzger; A. F. 
Winterble; W. E. Holbeck; Al. Kroeger, Davies Supply Co.; E,. E. Ellis; John N, Hansen; and Karl A. Nilsen. Photos taken 
at recent monthly golf tournament of the Chicago Master Steamfitters Association, held at Nordic Country Clab 


to 6 in. increases the value of this bulletin for reference 
purposes. Valuable information about friction in globe 
valves, tees and elbows is also given. 


Folder About Paint Sprayer 

The Electric Sprayit Co., Inc., South Bend, Ind., has 
issued a two-page folder, 8%4x10% in., with illustrations 
and descriptions of a new paint sprayer which is described 
as being easy to operate, clean and quiet, particularly well 
adapted for interior work in hotels, hospitals and indus- 
trial plants, where cleanliness, quietness and speed are 
of prime importance. 

Quick Venting Vacuum Radiator Valve 

Alvac Sales Corporation of Scotch Plains, N. J., is dis- 
tributing an eight-page envelope stuffer with illustration 
and description of its quick venting vacuum radiator valve. 

Two Attractive Folders 

Northern Oil Burners, Inc., of Minneapolis, Minn., has 
mailed the trade two attractive folders, ‘‘Silent as Falling 
Snow” and “For Chilly Nights and Nippy Mornings.’”’ The 
former tells about this concern’s automatic oil burners, 
and the latter illustrates and describes its oil heater for 
store, -filling station, home, office or workroom. 


Research Work 
Frost Research Laboratory, Inc., of Norristown, Pa., 
has issued a circular describing recent developments in 
automatic and hot water heating and listing ideas ready 
for commercial development. 


Gas-fired Unit Heaters 
The Stanwood Corporation of Cincinnati, Ohio, has 
issued a four-page folder, 8%4x10% in., containing illus- 
trations and descriptions of its gas-fired unit heaters for 
factories, airplane hangars, garages, warehouses, etc. The 
folder also contains a table of capacities and leading di- 
mensions of these units. 


Oil Burner Circular 
Pressure Oil Burners, Inc., of York, Pa., has published 
a four-page circular, printed in three colors, illustrating 
and describing in detail its line of oil burners. 
Unit Heater Circular 
Buffalo Forge Co. of Buffalo, N. Y., has mailed the trade 
a four-page circular with illustrations and descriptions of 
its unit heaters, including gas unit heaters, electric units 
and steam units as well as unit air washers and electric 
ventilating units. 








| | a 
KEENEY 


| The Keeney Air Valve 
is thermostatic in 
action and because of 
the simplicity of its 
design cannot stick or 
get out of order. It 
will give the radiator a 
chance to do its work 
efficiently. Note the 
patented lock nut fea- 
ture which prevents 
the valve from being 
tipped on its side. 



































Keeney Floor and Ceiling 
Plates give a finished ap- 
pearance to your work that 
cannot help but make 
boosters of your customers. 
Easy to install and moder- 
atein price. All plates are 
copper plated before nickel 
finish is put on. 











BLACK & WHITE METAL-FIX 









a 


MANUFACTURERS AND WHOLESALERS: 
Write for our NEW CATALOG—just off the press 


THE KEENEY MFG. COMPANY 
NEWINGTON, CONN. 














BLACK & WHITE CHEMICAL CO 











je REPAIRS BOTILERS—RADIATORS 
SPLIT FITTINGS—STRIPPED THREADS 


Cracked and Porous SOIL PIPE 


Heat part to be repaired 
with BLOW-TORCH to 
few hundred degrees of 
heat and rub on the 
Metal-Fix which pene- 
trates the cracks and 
hardens almost imme- 
diately. Highly recom- 
mended on NEW IN- 
STALLATIONS TO 
SEAL LEAKS FOR 
TESTS. 


SN NR SAR gp 


rhe nx Aes 
QPS RRR COO RIAN: BLES, 
ey ean POA ANA RE 





PRICE $4.50 NET 


BLACK&WHITEsonen STOPLEAK 





A metallic powder with aluminum base. 
Does not discolor water. After Black 
& White is poured into boiler, it never 
becomes harder than tar, thereby over- 
coming the most severe trouble en- 
countered in 
boiler repair, 
that of ex- 
pansion and 
contraction. 
If your jobber 
can’t supply 
you, order 
direct. 











NOT A LIQUID 
30 WALNUT AVE NY ( 
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WELDED 
FOR 
STRENGTH 


FOR 





SHOWBETALLT7 SHIBLDS/ 
AND BATH ENCLOSURES 


LN CHROMIUM, DUPLEX NICKEL PLATE NICKEL-o"ILVER 
AND SATIN BRONZE 


The Zour! Company 


GENERAL OP FIC ES CHICAGOHEIGHTS IL LINOISG 
ASSOCIATED COMPANIES 
MODERN GRONZE STORE FRONT COMPANY 
(MTERNMATIONAL STANDARD STORE FRONT CONSTRUCTiax <o OrseTtTrRiaeuTiown 


INTERNATIONAL STORE FRONT COMPANY 
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ZOURI:/TURDIWELD 


A: NEW:/HOWER:/TALL: DOOR 


WITH “TRENGTH CONCEALED IN NARROW LINES 


DESIGNED 


| BEAUTY 











Patterson 


Hot Water Heaters 


in Parkland Junior High School, 
Louisville, Ky. 





Two 3,000 gal. Patterson Hot Water Heaters in this school | 
operate in connection with gas-fired boilers and have a | 
capacity of 3,300 gals. per hour, with a 100° temperature rise. 


J. Meyrick Colley, Architect, Warren & Ronald, Engineers. 
and N. Netherton Co., Plumbing Contractors, designed this 


modern school. 
Our catalog sent on request. 


THE PATTERSON-KELLEY CO. 


106 East 40th St. 





New York, N. Y. 
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U. S. 


SPECIFICATIONS 


"448 


We can ship from stock 


ALL BRASS FERRULES 
CLEANOUTS and COVERS 
CESSPOOLS 


To conform to above 








If you are figuring on 


U. Ss. GOV'T. 


WORK 


LET US QUOTE YOU 


FOUNDRY & MANUFACTURING CO 


RICHMOND, VIRGINIA 
‘‘A DEPENDABLE SOURCE OF SUPPLY” 




















sarcomas 
A NEW LINE.. 


of WALL products 
at a NEW LOW PRICE 








Write 
for complete 
information. 





Ask for our 
| plumbers’ 
| circular. 














"Taovcn lower in price than ever before, each is a newly devel- 
oped WALL product designed to serve best your most particular 
needs, without the sacrifice of typical WALL quality features! 


It will pay you to get in touch with your jobber st once—or for 
jobbers to get in touch with us. 
P. Wall Mfg. Supply Company - Pittsburgh, Pa. 


DREADNAUGHT 


SINCE 
———————— "“Serrice with Safety” 
BLOW TORCHES - - + FURNACES 


SUPERIOR 
mo ty 
AND @ILERS 


_ one... 



































Large Construction Projects 


Even though new construction is at a low ebb com- 
pared with recent peak years, the fact remains that new 
projects are being started every day. Listed below are 
just a few of the larger building operations, either con- 
templated or only recently started. 


Washington, D. C.—The George A. Fuller Construction 
Co., of New York City, was low bidder at $299,800 for 
construction of an American Legation at Ottawa, On- 
tario, Can. 

North Yonkers, N. Y.—Construction of a $500,000 
sterilization plant here is expected to begin late this 
month, according to James Berg, Westchester 
County Sanitary Commission. 


secretary, 


New York, N. Y.—Plans have been filed for the six- 
story Edward S. Harkness Library and School of Library 
Service, to be built by Columbia University. James 
Gamble Rogers, architect, estimates the cost of the build- 
ing at $3,500,000. 


Montgomery, Ala.——Bids will be opened November 16 


in the office of the Construction Quartermaster at Max- 
well Field for construction of 21 company officers’ quar- 


ters, for which the sum of $340,000 is available. 

Asheville, XN. C.——Champion Fibre Co. plans a $1,000,000 
expansion program at its Canton, N. C., plant. Three 
new buildings will be built at a cost of $500,000. 

Washington, D. C.—George A. Fuller & Co., Washing- 
ton, submitted low bid of $8,383,000 for the general con- 
tract on construction of the new homes the United 
States Supreme Court. 


for 


Minneapolis, Minn.-_-The Hotel Radisson is planning the 


early construction of an addition to cost $500,000. Simon 
Kruse is owner of the hotel. 
Grand Rapids, Mich.——Ground has been broken for the 


new civic auditorium to be erected at a cost of $1,500,000. 
Minneapolis, Minn.—Bids will be opened on November 


17 for construction of the new $1,500,000 state office 
building. The state building commission is in charge. 


Sapulpa, Okla.-—Bids will be opened in Washington, D. C., 
on November 20 for construction of a new $123,000 post- 
Office here. Plans are available at the Builders’ Exchange, 
Sapulpa. Four federal building projects are now under 
construction in Oklahoma, 
begin in the next few months. 


and seven other projects will 


is scheduled to be- 
gin at once by the William Remmert Construction Co. on 


University City, Mo.—-Construction 


six apartment buildings involving an estimated outlay 


of $200,000. 

Davenport, Ia.—Seth J. Temple of this city is architect 
for the proposed new three-story federal building to be 
erected here, at a cost of more than $500,000. 

Minneapolis, Minn.——The work of razing present build- 
ings on the site of the new $4,150,000 postoffice has been 
Actual construction 
as soon as this is finished. 


started. work is expected to start 


Main street, 
the $400,000 


Greenfield, Mass.——-Bernard Dirks, 278 
Pittsfield, prepare plans for 


junior high school to be erected here. 


Mass., will 


Lenox, Mass.-— 
for the 


The Hubbard Estate is considering plans 
erection of a summer hotel to $300,000. 
L. A. Tworoger, manager of the Princess hotel, Bermuda, 
is managing the project. 


cost 


Camden, N. J. Byron H. 
Kdwards, Inc., of this city, for a $400,000 addition to the 
local senior high school. 

Milwaukee, Wis.——-Permit has been issued for 
$225,000 addition to the Hartford 


Plans are being prepared by 


the 
avenue 


con- 
struction of a 
school. 


Austin, Tex.——Plans will be completed about January 1 


for a municipal library building to cost approximately 
$150,000. 
Elgin, Iil.——-The Vagtborg Construction Co. has been 


awarded the general contract for the $200,000 publie 
school building to be built here. 
Chicago, Hil.—-The South Park Board will soon start 


construction of a group of buildings in Avalon park, to 
cost $375,000, Alfred EK. Alschuler is the architect 
Galveston, Tex.—M. C. Bowden of this city has been 


awarded the general contract on the new $288,000 Loven- 
berg junior high school here. 

Wewoka, Okla. 
lahoma will erect a $100,000 orphans’ home near this city. 


Knights of Pythias grand lodge of Ok- 


F. Alexander Duggan, Tulsa architect, has plans for the 
structure. 

the general 
Library at 
Heating Co. 


have 
Reed 
and 


& Son 
the Mary 
Plumbing 


Denver, Colo.—A. Danielson 


contract for construction of 


Denver University. Midwest 


has received the plumbing and heating contract 





Group picture of members and guests attending the recent annual outing of the Association of Master Plumbers of the State of 
Maryland, Inc., which was held at Heintzman’s Cottage Grove Beach 
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Topping the Job 
There isn’t the need to pay 
the cost of replacing ruined 
decorations ‘ust because of 
a faulty roof flashing. Top 
the job with Overtons and 
you'll have no comebacks. 


From your jobber 
BUTLER MFG. CO. 


Minneapolis Minn. 


* * 

















There isn’t a water con- 
dition anywhere that 
Toledo Floats won't meet 
with the same unfailing 
performance and long life 
that characterizes them in 
the ordinary installation. 
Put them in where others 
have failed. 


Toledo. 
/ Solderless ‘ 


( ) 
( ) 
Floats 
| 
| | 


From your jobber ‘5 








Order them from 
your jobber 
The Reichert Float 
& Mfg. Co. 
2238 Smead Avenue 
Toledo Ohio 











Modern Money Makers 

TT Beauty and utility are hap- 
pily combined in the new tub 
and shower valves recently 
developed by NIBCO. They 
embody many exclusive fea- 
tures which will help you to 
secure more business. Send 
for descriptive literature and 
prices on the complete line. 
Ask for Bulletin A-700. 





NORTHERN INDIANA BRASS CO., Elkhart, Ind. 


—_——— - 





“ 


YOUR FITTING 
PROBLEM IS SOLVED 


: when you say 
SQUARE GEES” 


VW” SQUARE —. 
Pipe Fittings 


ORAINAGE, BRASS 


,.l—"Eeneeee 








“ 











MALLEABLE, CAST IRON 


THE GRABLER MANUFACTURING COMPANY 


Wew York . Chicago « CLEVELAND, OHIO .« San Francisco . Los Angeles 


| 





| gurate its largest building program. 
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Boston, Mass.—A $1,000,000 high school for girls is to 
be built at Grove Hall, according to the School Building 
Commission. 

New York, N. ¥.—An eight-story addition, to cost $700,- 
000, will be built to the Williard Parker biological and 
research laboratory, on East 16th street near Avenue C. 


Austin, Tex.—The University of Texas will soon inau- 


The total cost of the 


' several buildings to be erected will amount to about 











$4,500,000. 

Binghamton, N. Y¥.—Immediate construction of fifty 
dwellings at a cost of more than $160,000 has been au- 
thorized by the Endicott-Johnson Co. They will be 
erected in Johnson City and in Endicott. All will be sold 
to employes of the company. 


Business Changes 
by Contractors 


San Francisco, Calif.—The E. G. Houchin Co., Inc., of 
270 Sixth street, has moved its plumbing and heating 
business to 15 Harriet street. 

San Francisco, Calif.—Ernest J. Richter, formerly en- 
gaged in the plumbing and heating business at 1756 Mis- 
sion street, has moved to 2823 Pine street. 


New Contractors 
and Incorporations 


Evanston, [ll.—The Thumm Heating Company is the 
name of a heating contracting firm that has been organized 
here by W. F. Thumm and R. L. Rappel. The company 
will handle hot water, steam, vapor and vacuum heating 
systems. Mr. Thumm is president of the company and 
Mr. Rappel is secretary-treasurer. The firm is located at 
651-705 Chicago avenue. 

Old Saybrook, Conn.—Saybrook Oil Burner Sales Corp. 
has been incorporated to deal in oil burners and other 
heating apparatus. The company has an authorized capi- 
tal of 33,000 and lists the following incorporators: Albert 
L. Dudley, Charles King and Harold M. Harding. 

Stamford, Conn.—The Automatic Appliances, Inc., has 
been incorporated under Connecticut laws to deal in and 


install heating appliances, with a capital of $50,000. 





Top row, left to right: Charles D. Keiser, Newton; John 


Waltham, and Harry MecGourty, Newton. Bottom 
row: Mrs. Harry MecGourty and Mrs. A. Kerr, both of 
Newton; Mr. and Mrs. Lewellyn Stevens, of Needham. 
Photos taken at the annual outing of the Newton Master 


Plumbers Association, held recently at Wilmington, Mass. 


Ryan, 
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Ou'LL see 


this seal on 
Top row, left to right: F. Shertleff, Brown-Wales Co., the letterheads of SECON D 


Boston; J. H. Conant, Holyoke Heater Co., Holyoke, Mass.; progressive 
EK. A. Erickson, Wollaston, Mass.; M. H. Monks, Boston. manufecturers INTERNATIONAL HEATING & 
Middle row: Charles Keiser, Newton; George Durkee, whose products 
Thompson-Durkee Co., Boston; Joseph Davis, Newton; will stand VE NTI | AT] N ¢ EXPOSITION 





Frank Monroe, Monroe Co.; Andrew F, Curtin, A. F. Curtin thorough exami- 
Valve Co., Medford, Bottom row: Harry MeGourty of nation by the AUDITORIUM ANNEX 
Newton, 2 member of the outing committee; Edw. Dunn, keenest, most CLEVELAND -- OHIO 
snies manager, Roston branch of Crane Co.; H. Hockridge, | progressive 


Newton; Coll Flint, H. B. Smith Co., Westfield; T. Nolan, January 25 -29 + ae 
Boston; F. T. Scott, Walworth Co. Photos taken at the 
annual outing of the Massachusetts Sanitary Club, held 


recently at Waltham, Mass. 


Maurice J. Buckley, R. Gladys Svendsen and Howard R. A C LEVE [A N D 


Staub are the incorporators. 
Colchester, Conn.—J. Rosen, Inc., has been chartered, | WILL BE SHOWN 

with a capital of $50,000, to engage in the plumbing and | 

tinning business. The incorporators are: Jacob Rosen, | 

Dora Rosen, and Hyman Falk, all of Colchester. 


buyers. 











. . . the products which will come 





Southport, Conn.—The Buckingham Heat Service Corp. 


has been chartered, witl ital of $50,000, Cc % ° ° ° ° : 
a SHEEN Gee 6G a TS oo: ee into extensive use in the immediate 
a heating contracting business. The incorporators are: | 
John E. Forgy, Clyde S. Buckingham and James L. Black. future 
New York City—wWith a capital of $10,000, the Quality 
Plumbing Company has been organized and incorporated, 
to establish and operate a plumbing engineering and con- Manufacturers you meet here are 
tracting business in the Bronx. The new concern is repre- 
sented by Arthur M. Moscowitz, 11 Park place. those who are leading the industry 
Detroit, Mich.—The Joseph P. Kropf plumbing and r . h d | 
heating business at 4405 East Six Mile road, has been in- | in its phenomena evelopment. 
corporated as Joseph P. Kropf, Inc., with a capital stock , , hs 
of $5,000. Thousands will view the exhibits. 
Brooklyn, N. Y.—The Liberty Plumbing and Heating 
Corporation has been chartered, with a capital of $10,000, You and your firm should profit 
to establish and operate a plumbing and heating engineer- 
ing and contracting business. The new concern is repre- by this outstanding opportunity 
sented by Wallace Sparago, 50 Court street. 
Seattle, Wash.——-Edwin Jones, Inc., plumbing, heating, . 
ventilating and sheet metal work, has been chartered, Be present and you will not be 
with a capital of $15,000, by Edwin Jones, Floranteen E. ‘ ‘ 
Jones and Alfred D. Jones. passed in the swift march of 


New York City—wWith a capital of $10,000, the Service 
Plumbing and Heating Company has been organized and 
incorporated, to establish and operate a plumbing and 
heating engineering and contracting business. The new 
concern is represented by M. Aberbach, 41 Park avenue. 


progress. 


Buffalo, N. Y.—The Acme Plumbing and Heating Com- 
pany has been organized as a partnership between James 
Babcock, 805 Amherst street, and Clinton N. Quinby, 850 
Amherst street, to establish and operate a plumbing and 
heating engineering and contracting business. Managed by the International Exposition Company 1052 





Under the auspices of the American Society of Heating & Ventilating Engineers 
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It's a Great Life 
It Your Endurance Is Good! 


Another complete short story, from the interesting 
biography of the wife of one of the men in the trade 
who, as you will find, is doing much to promote 
her husband’s business. This interesting story 
tells how this clever business woman helps in her 


husband's office 


KEPT the place clean and orderly and bright with colored posters. 

Though crowded for space no tools or stray parts were allowed to 
clutter up the outer office. We might have to climb over them in the 
rear of the shop, but customers never found it necessary to do so. 

Business was brisk during that first fall and up until after Christmas. 
Then came a lull that we have since come to expect and more or less to 
prepare for, but that first year it caught us unawares. What money we 
had made had gone to pay supply bills promptly in order to establish 
credit and into tools and necessary equipment without which we could 
not operate. 

What to use for money to pay running expenses was now a serious 
problem, and as | had been taught above all things never to incur any 
expense unless | knew just how | was going to meet it, | was very much 
worried and felt as though we carried the world on our shoulders. 

It seemed to me that under the circumstances | could at that time be 
of more value out of the office than in it. To teach school had always 
been the least of my ambitions, but as our need for a regular income 
was immediate, it was no time to consider likes and dislikes. | regis- 
tered, therefore, as a substitute teacher, thinking that perhaps I'd be 
called two or three days a week and could be at the office the rest of 
the time. My first assignment, however, kept me teaching for two 
months, my second for the remainder of the school term. 

| had to drive myself to stick to it, for while trying to do my duty by 
the mischievous little youngsters | was teaching, my interest wandered 
back to pipe and fittings, how the office was getting along, who called 
up today, did we sell anything, hed Mr. Jones finally paid his bill, 
would | have time to get out those special letters on Saturday! 


What a life-saver my salary was, though! 
(To be continued) 
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Mrs. Friend Sends Message to Auxiliary Members 


“T certainly look forward 
to the time of meeting all the 
auxtlary officers, and am 
happy and feel highly hon- 
ored to be one of the official 
family. I am glad to report 
for my own Milwaukee aux- 
ilary that we are all elated 
that it was our pleasant priv- 
ilege as hostesses to meet and 
greet officers and members 
while in our city during the 
recent convention. We hope 
thew memories are as pleas- 
ant as are our own.’—Mrs. 
Rose R. Friend, National 
Historian. 





Rose R. Friend 


Mrs. 


Executive Board of New Jersey State Auxiliary 
Meets 


On October 28 the Women’s Auxiliary to the New Jer- 
sey State Association of Master Plumbers held its first 
executive board meeting at the Hotel Hildebrecht, Tren- 
ton, N. J. 

Mrs. J. Miller Heidweiler of Trenton, state president, 
presided. There was a large attendance, with members 
present from Jersey City, North Hudson, Trenton, New 
Brunswick, Montclair and other parts of the state. Sev- 
eral plans were discussed and will be put into operation 
during the year. A beautiful bouquet of flowers was 
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Harry Mulberry 
Robert 
New Bed- 
Photo taken at annual convention of Massachusetts 
State Women’s Auxiliary, held recently at Boston 


H. L. Dellano, Mrs. 
all of New Bedford; Mrs. 
Joseph P. Rielly, 


Left to right: Mrs. 
and Mrs. Emil Herzog, 
Robertson, Marion, and Mrs. 
ford. 


presented to Mrs. Heidweiler by members of the Trenton 
auxiliary. The members of the executive board were 
guests of the Trenton auxiliary at a dinner and card party 
in the evening which was attended by master plumbers 
and their wives, auxiliary members and friends. 

The next meeting will be held in New Brunswick and 
will be a joint meeting with the master plumbers asso- 
ciation. It will take place some time in January. 


Rock Island and Moline Women Meet 


The Women’s Auxiliary to the Rock Island and Moline 
(Ill.) Master Plumbers Association held its October meet- 
ing at the Y. W. C. A. in Rock Island, on October 12. 
Routine business was followed by a social hour and re- 
freshments. Mrs. E. L. Householder was hostess. 


North Shore Group Is Entertained 


The October meeting of the Women’s Auxiliary to the 
North Shore Plumbing Contractors’ Association of Chi- 
cago was held at the home of Mrs. A. Chester in Evanston. 
Luncheon was served to fourteen members. However, it 
was decided at this meeting that future meetings would 
start at two o’clock and only a light dessert and coffee 
would be served. Bridge was played, 
to Mrs. Flader and Mrs. W. Moore. 
excelled in bunco. 


Mrs. 


The September meeting was held by Mrs. S. J. Steffens 
of Winnetka. And this time luncheon was served to six- 
teen members. Mrs. Mergenthaler, who is president, con- 
ducted the meeting and plans were outlined for the coming 
year. 


New Jersey Women to Hold Monthly 
Card Parties 


The Jersey City (N. J.) Women’s Auxiliary held 
first card party of the season on Tuesday, October 20, at 
the Masonic Temple. Cake and sandwiches were served 
after the games by Mrs. John T. Edge, assisted by Mrs. 
Louis Komoski and Mrs. Robert Gilligan. This card party 
was so successful that it was decided to hold one on the 
second Tuesday of each month. The proceeds are to be 
devoted to some worthy cause. 


Alameda County (Calif.) Auxiliary Revises By-Laws 


The regular October meeting of the Alameda County 
(Calif.) Women’s Auxiliary was held on the 19th at the 
Merchant Plumbers’ Hall, in Oakland. A delicious lunch- 
eon was served by the committee in charge. The table 
decorations were in keeping with Hallowe’en. 

At the business session which followed, the constiiu- 
tion and by-laws were revised. It was also decided to 
open the membership to the wives and daughters of all 


its | 
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with honors going | 
George Moore | 
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Master Plumbers’ 


say 15,000,000 Additional 
Advertising Messages 


“Sink Model CONOVERS are sold only by Master Plumb- 
ers, supplied by accredited plumbing wholesalers’’—this 
statement is a feature of all CONOVER advertising. 
It is appearing this fall, not only in our regular newspaper 
advertisements in selec ted large cities, but also i In a series 
of column advertisements in The Saturday Evening Post, 
The New Yorker, and December Good Housekeeping. 


NOV 
oO "Euaic © R 
DISHWASHER SINK 


Washes, rinses, dries and is self cleansing 


Master plumbers will find that the sound advertising 
and merchandising policies of The Conover Company 
offer real opportunities for new profits. And they will 
be quic k to recognize the superiority of design and con- 
struction of the CONOVER Dishwasher Sink. For 
complete sales information and technical description, 
send coupon below. 


CONOVER Dishwasher Sinks are sold exclusively by 
Master Plumbers, supplied by accredited piumbing 
wholesalers. Portable model ( (ONOVERS are sold only 
by the electrical trade. 


THE CONOVER COMPANY 


General Offices 
140 South Dearborn Street 
Chicago, Illinois 


------MAIL THIS COUPON 


Dept. Kil, 


Please send your illustrated catalog, “‘Making the " 
home kitchen MODERN with the CONOVER 
Electric Dishwasher Sink,”’ and full information. ; 
Firm name i 
Addreas 
My Name Title " 
! 


a ae ae oe oS oe Ge ae ew ow ow oe ow ow oe ow oe oe ow os ee 
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merchant plumbers in Alameda and Contra Costa Coun- 
ties. It was voted to contribute five dollars to the Needle 
Work Guild of America. 

The September luncheon meeting was held on the 
2ist. The tables were decorated with yellow pompon 















CHALLENGE NIPPLES 


A convenient package of assorted 
sizes listed below. 

























































/-; dahlias and yellow tapers. A circle was made on the 
Made to exact standards from se- 
lected pipe, accurately threaded, table of autumn leaves upon which was a pear for each 
chamfered and reamed. member, which symbolized the autumn season. Mrs. 
Always specify Challenge Nipples J. W. Rankin provided the pears, which were brought 
—they fit fittings. from her ranch in the mountains. Cards were enjoyed 
after the meeting, which followed the luncheon. 
' SHORT LON 
size |ovose| eoral, Stock up completely today ole . 
woo oot ERICK-REID SUPPLY Denver Auxiliary Elects New Officers 

if/a* | 10 10 jzjiofisisSiisisis}2 is | is - 

ar l o> | wp boleiebalnte tele te lee CORPORATION The annual election of officers took place at the home 

Fr isis Nipple Division : : ‘ , 
afer] Of WD FO OSS as TS 81s 1S | te f Mrs. H. Mellie on October. 28 wh h tert d 
3/4" 10 1D 2/10/1515 j15};3 |}5 142 15 | 100 Sandusky and Robinson Streets ” si . wera wean Knead a. Se ee 
> hi ielistetute tale tel ee N. S. Pittsburgh, Pe. the Ladies Auxiliary to the Denver Master Plumbers Asso- 
www2_=_98ww_wee0Ee9=es | ciation. The election 















































resulted as follows: 
Mrs. V. A. Kiser, 











There is no surer way president: Mrs. C. R. 
: Cooper, vice presi- 
o make a pi 
t - P r~ wrench dent: Mrs. V. A. Kan- 
safe and strong than to dorf, secretary; Mrs. 


make it all steel J. P. Brickey, treas- 
on. urer; Mrs. F. Bor- 
like TRIMO deau, corresponding 

- + years of experience secretary; and Mrs. 
dictated the design John Hensler,  ser- 
geant-at-arms. ; 
Whist was played 
later, with honors 


going to Mrs. Hens- 
Made by the world’s leading makers of pipe tools ler and Mrs Bor 


TRIMONT MFG. CO., Roxbury (Boston), Mass. in 

A Hallowe’en party 
was held at the home 
of Mr. and Mrs. 




















- « common sense dic- 
tated all steel construction 

















Left to right: Mrs. V. A. Kiser, pres- 
ident, and Mrs. C. R. Cooper, vice 


PLUM BERS 9 | Cooper on October president, Ladies’ Auxiliary to the 
31. The rooms were Denver Master Plumbers Associa- 











adorned with witches, tion 


if it is a question of Plumbers’ Spe- ' , 
cialties. the answer should be owls, pumpkins, and 


HINDLEY Specialties. skeletons. Later cards were enjoyed, honors going to 
From the Hindley complete line, . , ‘ ie 
shown on page 851 of Domestic | Mrs. Hensler and Mrs. F. H. Samson for the ladies and 


Engineering Plumbing and Heating for the men to Mr. A. J. Adshade and Mr. Samson. Sand- 


Catalog you will find money and : : 
time savers that you should become | Wiches, cake and coffee were served. 


Closet ; acquainted with. 














’ Bolt ene . 7 . 
HINDLEY MFG. COMPANY Auxiliary to Chicago Steamfitters Hold First 
‘. um Valley Falls, R. I. Meeting 
Tank Ell Screw Closet The Women’s Auxiliary to the Chicago (Ill.) Master 
Screw SPECIALTI ES Steamfitters’ Association held its first fall meeting on Oc- 


























| ew tober 19, with twenty-six members in attendance. Fol- 
we | : aw lowing the business meeting, cards were enjoyed. Re- 
freshments were served later. That the members are 
pleased with the plan of dispensing with dues for the year 
NO SO COPPER was apparent from comments heard at the meeting. 
- - 
L FLOATS Akron Women Are Entertained 
The first meeting of the Akron, Ohio, Women’s Aux- 
No-Sol Floats incorporate all | iliary was held at the home of Mrs. paypeserticsciay od a 
fea res necessa “desert bridge’? which proved to be a luncheon. ues 
Pe Sa ae tu ry to the sat were collected but no business was transacted. Mrs. Koch 
isfactory perform- won honors at bridge. Mrs. J. Forbes entertained the 
ance of a tank float. ladies on November 10. Meetings are held the second 
Tuesday in the month. 
Each float ts individually tested and guaranteed. 

y NG&REI ‘HERTCO Albany, N. ¥. Auxiliary Gives Successful Party 
TheA ut G & c F The Albany (N. Y.) Women’s Auxiliary celebrated Hal- 
3047 N. Erle St. Toledo, Ohie 5" Round Float lowe’en with a dinner-dance on October 29, with more 

than thirty couples in attendance. The dining hall was 
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beautifully decorated for the occasion, and a splendid 
orchestra furnished music for dancing later in the evening. 

Mr. and Mrs. Dilliam P. Ryan gave an exhibition of 
fancy dancing, which was enjoyed. Mr. James H. Doody 
made an excellent address and thanked the ladies in 
behalf of the master plumbers’ association for the enjoy- 
able party they had arranged. 

The committee in charge consisted of Mrs. 
Ryan, Mrs. William Dugan and Mrs. Farrell. 
Noord won the balloon blowing contest. 


Albany Auxiliary Works for More Members 


The first fall meeting of the Albany (N. Y.) Auxiliary 
was held on October 15. The principal discussion was on 
membership, at the conclusion of which it was decided that 
a committee be appointed to visit all eligible members and 
invite them to auxiliary meetings. It was felt that these 
personal visits would encourage the non-members to join 
the auxiliary. At the next meeting, the election of officers 
will take place. 


Andrew 
Henry J. 


Entertains Pasadena Auxiliary 
The Pasadena (Calif.) Women’s Auxiliary held a social 
function at the home of Mrs. Kenneth Fraser on Octo- 
ber 16. The twelve members present played bridge and 
later were served a covered dish luncheon. 
loween decorations encouraged a friendly feeling which 
prevailed during the entire meeting. Mrs. W. H. Swihart 

and Mrs. Kenneth Fraser were the hostesses. 


Entertains Indianapolis Women 

Mrs. John J. Anderson, 4509 E. Tenth street, enter- 
tained the members of the Indianapolis, Ind., Women’s 
Auxiliary and their husbands on September 26. There 
were 20 in attendance. Cards and bunco were enjoyed. 
Mrs. Anderson served a delicious luncheon after the games 
were over. Every one departed with the mutual feeling 
that another party should be held soon. 


Fairfield County (Conn.) Auxiliary Holds 


Regular Meeting 

On October 15 the Fairfield County (Conn.) Women’s 
Auxiliary met at the Fountain Inn, Westport, Conn., for 
its regular monthly meeting and dinner. Following the 
business meeting cards were enjoyed, with Mrs. Knapp, 
Mrs. A. C. Hughes and Mrs. J. Forger having high scores. 
Mrs. J. Berger and Mrs. E. O’Dwyer, both of Bridgeport, 
were guests at this meeting. 


Connecticut Auxiliary Appoints Committees 

The Connecticut State Women’s Auxiliary held its 
fourth regular monthly meeting on October 14 at the 
Elton hotel, Waterbury. Mrs. H. Bryant, president, named 
the committees for the following year. Later cards were 
enjoyed, with Mrs. C. Knapp and Mrs. E. Brown carrying 
off the honors. 





~\ | hg 


Left to right: Mrs. Robert Davidson and Mrs. Herbert 

Hjerpe, both of Hartford, and Mrs. George E. Pardue, New 

Haven. Photos taken at the annual convention of the 

Connecticut State Master Plumbers Association, held re- 
eently at New Haven 
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PROGR te ees 
ee Ce ee They have to be GOOD 
STASCO | 





—It is the quality built in our 
Empire Seamless Seats that 


EMPIRE makes it possible for us to 
SEAMLESS guarantee them without fear 
SEATS of the consequences. 


—when you buy a STASCO 
Empire Seat you get an all- 
hardwood core plus the su- 
perior STASCO finish which is 


are guaranteed 
for 5 years 


to give : " 
| b & pure pyroxylin dissolved and 
| absolute reapplied to make it seamless 
| satisfaction and more sanitary. 


STANDARD TANK & SEAT CO. 
CAMDEN tt N. J. 





_ SmooTn-On 


Stop pipe thread leaks — 
with SMOOTH-ON No.1 in a 


SMOOTH-ON CLAMP 


Sizes for 1-in. to 12-in. pipe 

UICK, easy, cheap and dependable. Holds 

for the life of the line—steam, hot or cold 
water, gas etc., any pressure, any tempera- 
ture, iron, brass, or copper 
pipe. No interference with 
bolt heads or nuts of flanged 
joints. Get Smooth-On 
Clamps and Smooth-On No. 
1 from nearest supply house 


or from us. 
Write for the free Smooth-On Handbook. 
SMOOTH-ON MFG. CO. 


Dept. 12,574 Communipaw Ave. 
Jersey City, N. J 




















BETTER PIPE TOOLS 


Exclusive Advantages mc _ 
Modern Design 
Buy from your distributor 






WILLIAMS 
“VULCAN SUPERIOR" 
PIPE and FITTINGS TONG 
7 sizes for 4% to 12” pipe and fittings 








J. H. WILLIAMS & CO. 
New York, N. Y. 


75 Spring St. 














SUPERIOR 


CHAIN PIPE TOOLS 








WILLIAMS 
‘*VULCAN SUPERIOR" 
Chain Pipe Vise 
2 Sizes for 4% to 414" pipe 








OU will spend less than fifteen min- 
Weer reading this book. It may mean 
years of bigger profits for you through 
SATISFIED customers! Learn how to be right 
EVERY TIME about pipe. Mail the coupon for 
“The Low-Down on the Pipe Business’’ TODAY, 


READING IRON CO. 
General Offices: 401 N. Broad St., Phila., Pa. Oa) 
READING IRON COMPANY 
401 WN. Broad St., Philadelphia, Pa 
Yes, | AM interested — 
Please send me your free booklet... 
‘The Low-Down on the Pipe Business”’ 
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Travellers to DETROIT 


z,2,%,%,5,2% have a delightful experience in store 


when they elect to stay ot Hotel 
Detroit-Leland. This newest link 
in the Boker Chain provides. for 
Motor City visitors, the same tra- 
ditional Southern Hospitality for which 
Boker Operated Hotels are famous 










HOTEL 
DETRO! 


































































~~ bial 
a | ~~. 
-LELAND Baa tS + 
Bi A. 
i} ee Hu + 
ii nh 35.) Ty ta, | 
ba q 15, 77 R8 ee 
$00 Rooms Bag sayy 
WITH BATH AND ALL OUTSIDE oF 933! ah co 
7-a9 . 1932 
$2.5° single $35° double : nf a 1 1a ae 
' Box : 7 . 4 
Here you ore surrounded by the , A 35s : ag pe 
individual comforts of your own mm : - 4 — 1iaw i 
home plus the many convenien Moqe- 1398enel 
ces of this great hotel. . .alert m9 5° 313553597 ie 
bell-boys, reliable information | BEGEESEGECE 
sources, running ice woter main aA SAAA 
dining room and coffee shop i Oe ie | O] 
with electrically cooled and purr: al 1s eA 
fied air the year ‘round... and : @ 
a splendid downtown location 
ad 
al CASS and BAGLEY AVENUES + 











Have You Any 
Used Tools? 


No doubt you have. Chances are they 
are laying somewhere around your 
shop. Possibly new tools have re- 
placed the old. These old tools will 
bring you dollars if advertised in the 
For Sale columns of DOMESTIC 
ENGINEERING. Some plumber in 
some other locality may be waiting to 
obtain these tools, in good condition, 
at reduced prices. The very low rate 
of 8 cents per word makes the Classi- 
fied Page a good buy. 
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Domestic Engineering 
1900 Prairie Ave. CHICAGO 
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i 


| 














November 14, 1931 





Lines 
Connected by Ly 


Pipe 


A COUPLE OF DOGS 
“Well, even if your kids did want a dog, why did you buy a 
dachshund”?” 


“So they could all pet him at once.” 


“I understand Jane is fond of her dogs.” 
“ll say she is. She won't go anywhere 
unless I call a taxt.” 


A young man made a remark in our hearing the other day 
that he had half a mind to get married. A friend with him 
promptly piped up: “That's all you need.” 

And on that subject there is the statement 
that fellows who boast of never having made 
the same mistake are still living with 
their first wives. 


twice, 


SD 


FLORIDA AND CALIFORNIA AGAIN 
Californian (picking up a Florida melon): Is this the best 
apple you can grow here in Florida? 
Floridian: Hey, Quit pinching that grape. 


An editor who doesn't seem to have a very high opinion of 


over 
you! 


the well-known human race says: You can't believe every- 
thing you hear, but you can repeat it! And, by way of add- 
ing the usual insult to injury, he put a head over the state- 
ment: “Fortunately for these long winter evenings.” 


WERE, ETC.” 

father was traveling in Europe was 
surprised and considerably puzzled, when he received the 
following post card from his dad: “The picture on the other 
from which the Spartans threw their stupid 
Wish you were here.” 


“WISH YOU 


A young man whose 


side is the rock 


“Married life isn’t so bad, ts it?” 


“Not after you get to be a trusty.” 


a 


A CASE OF POOR JUDGMENT 
RED HEAD: “I hate that man.” 
RLONDE: “Why, what happened? I thought you liked 


him so much.” 
RED HEAD: “He said I couldn't whistle, and just to show 
him I could, I puckered up my mouth just as sweet and round, 


and what do you think he did?” 
BLONDE (blushing): “How should I know?’ 
RED HEAD: “Well, the fool just let me whistle!” 
LEIGHTON’S GLOOM CHASER. 
THE MODERN ART 
Hielen: “Oh, Jack, a strange man kissed me while we were 


going through that long tunnel.” 

Jack: “Just point him out to me, 
two!” 
Helen: 


and I'll teach him a thing 
or 
Jack IT don’t believe 


“Oh, you can.” 


APPRECIATION 
was trying 
and a man 
$100 to start it off. 


to raise a charitable fund 
in the congregation said 


The 
just before 


new clergyman 
Christmas, 


he would give 


“I don’t know your name, sir,” said the clergyman, “but I 
thank you, and I pray that your business may be doubled 
during the coming year.” 

There was a solemn hush in the congregation, punctured 
here and there by a titter. 

“What's the matter?’ asked the clergyman. 

“Er—nothing—nothing!” stammered the chairman. “Only 
that gentleman happens to be an undertaker.” 

THE BLUE FLAME. 


reverend gentleman furnished his congre- 
than the proeess of being bored 


And thereby the 


gation with something other 
to extinction. 


L, Y T. 
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Bath a Day Movement 


177 


Has “The Story of the 
Bath” been distributed 
to the school children 
in your community? 
In 177 cities and towns 
it has carried the mes- 
sage of sanitation into 
the classrooms — and 
brought publicity to 
the master plumber 


N Thursday, November 5, Michael Mele, a 
pane of Chicago, entertained his fellow Lions 
with an interesting program during the lunch hour. Mr. 
Mele made use of the Twenty-minute Program prepared 
by “Domestic Engineering” for the use of the plumbing 
contractor who is asked to provide the material for a 
‘“‘plumber’s day’”’ for his local service club. 

If you have not read “The Story of the Bath,” write 
for a complimentary copy; and if you are a member of a 
service club and are looking for some interesting material 
to make up a program, indicate in your letter that you'd 
like to see the one Mr. Mele used. A copy will be sent you 
without charge. 


master 


Little Sentences That Sell 


Write one of these BLACK BOARD EPIGRAMS on your 
window or bulletin board each day. Many master plumbers 
and heating contractors find them real business getters. 


The latest wrinkles are rough on any of us. 
* * + 
A train of thoughts is the real thing in rapid transit. 
” + . 
It’s a wise man that follows the races— 
tance, 


at a safe dis- 


* * 2 
Don’t attempt to gain time by stealing it from sleep. 
: + * 
It doesn’t require much effort to grumble. 
a * 7 
Laziness is the decayed fruit of philosophy. 
+ * : 
Popular fallacies are more plentiful than popular facts. 


. > € 


What some people don’t know they are always talking | 


about. 
: - s 
Checks are often kited in an effort to raise the wind. 
= a + 


Even the lowly hog wants the lion’s share. 
7 * * 


When birds sleep on the wing they use feather beds. 
- * . 


Many a man punctures his tire on the road to wealth. 
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SAVE 


on gas bills! 


That's what everyone of your 
customers is trying to do—get 
gas bills down as low as pos- 
sible. With a BARBER Gas 
Pressure Regulator on any gas 
appliance, gas bills will be 
much lower. Show one to 
your customers, take the 
orders and the profit. Write 
for details. 


The Barber Gas Burner Co. 
3702-4 Superior Avenue 
CLEVELAND =. ° . 


otc O PRODUC, 


m CHROMIUM PLATE 


All WISECO PRODUCTS can now 
be furnished in GENUINE 
CHROMIUM PLATE, if 
specified. NICKELSILVER 
BEAD CHAIN has also 
been added as STAN D- 
ARD EQUIPMENT. 
These two distinc- 
tions make W ISE- 
(‘Oa still creat- 
er LEADER 
in the field. 


J.B. WISE, Inc., Watertown, N. Y. 


J&L 
STEEL PIPE 


BLACK and GALVANIZED 


Made in \", %", 4 ne 
a - 
1°, 14%", 154’ and 2 sizes 


OHIO 





























J&L 
PIPE 


Full Standard Weight — Extra Strong 
Double Extra Strong 





JONES & LAUGHLIN STEEL CORPORATION 


AMERICAN IRON AND STEEL Works 


PITTSBURGH, PA. 


Rikeib 
VISES 


TO-MAR Jaws on 
] Strip Yoke Vises... 
Pipe rests and pipe benders 
on all RIDID Vises... 
Strength enough to stand 
many years of hard work 
and abuse. At your Job- 
ber’s. Made alsoin stand, 
Post chain and yoke type, 
all sizes. 


THE RIDGE TOOL CO. 
Elyria Ohio} 
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WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass., Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities in the World 


Walworth Company Limited, 660 St. Catherine St., West, 
Montreal, P. Q. 


Walworth International Co., 19 Rector St., New York, 
Foreign Representative 


VALVES, FITTINGS AND TOOLS 














STEEL PARTITIONS 


for Toilets, Showers, 
Dressing Rooms, 
Urinals 


Write for our catalog 





> 


THE SANYMETAL PRODUCTS CO., 1723 Urbana Road, Clevelend. Ohio 






PARTITIONS 


TRADE wort U S REG 
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To many successful 
contractors, it is no 
novelty to make 
“more profit in the 
make-up” on their 
jobs. Ohio Brass 
Valves make up 
better, easier, quick- 
er, more profitably. 
1468V 


OHIO BRASS COMPANY 


Mansfield, Ohio, U.S.A. 





























and Roof 
Drains, Sewer 
Valves, Closet 
Outlet Connections, 
nterceptors, eft. © 
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PATENTS 


Heating Department 


1,825,694. Refrigerator. Edward A. Hobart, Troy, 
Ohio, assignor to Frigidaire Corporation, Dayton, Ohio, a 
Corporation of Delaware. 

1,826,423. Liquid Fuel Burner. Michel Good, Garden 
City, N. Y., assignor to Good Inventions Co., New York, 
N. Y., a Corporation of New York. 



































1,828,080. Thermostatic Steam Trap. William K. 
Simpson, Waterbury, Conn., assignor to Hoffman Specialty 
Company, Waterbury, Conn., a Corporation of Illinois. 

1,828,637. Radiator Construction. Robert Schonfeldt 
Bakkekilde, Odense, Fyen, Denmark. 

1,827,399. Fuel Oil Burner. Alonzo W. Gearhart, 
Fresno, Calif. 




















CU et pt ap 
t } 
3 . . —."y 


5 4 
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1,828,837 





1,827,926 








1,828,183. Oil Burner. Albert E. Grant, New York, 
N. Y., assignor to Caloroil Burner Corporation, a Corpo- 
ration of Delaware. 

1,827,926. Atmosphere Regulating System. Arthur H. 
Ballard, Boston, Mass., assignor to Arthur H. Ballard, 
Incorporated, Boston, Mass., a Corporation of Massachu- 
setts. 

1,828,302. Vacuum Heating System. Reuben N. Trane. 
La Crosse, Wis. 














1,827,750 











1,828,195 
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1,827,750. Refrigerating Apparatus. Harry B. Hull, 
Dayton, Ohio, assignor, by mesne assignments, to Frigid- 
aire Corporation, a Corporation of Delaware. 

1,828,195. Blow-off Valve for Hot Water Systems. 
Fordyce Malsbary, Fresno, Calif. 

1,827,751. Refrigerating Apparatus. Lloyd M. Keigh- 
ley, Dayton, Ohio, assignor, by mesne assignments, to 
Frigidaire Corporation, a Corporation of Delaware. 


Job 














- 
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1,827,950 





1,827,751 








1,828,173. Chain Pipe Wrench. Francis J. Carnelli, 


New York, N. Y. 


1,827,950. Oil Burner System. Paul C. Mulligan, 
Seattle, Wash. 
Plumbing Department 
1,826,555. Shower Bath Trap. John H. Lonskey, 
Ypsilanti, Mich., assignor to Central Specialty Company, 
Detroit, Mich., a Corporation of Michigan. 


























1,825,826. Lavatory Faucet. Fred Schulder, Cleve- 
land, Ohio. 

1,828,023. Water Heater. Alfred P. Brill, Pittsburgh, 
Pa., assignor to Ruud Manufacturing Company, Pitts- 


burgh, Pa., a Corporation of New Jersey. 
1,827,581. Copper Coil Water Heater Construction. 
Harry Howell, Cleveland, Ohio. 
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The longer last- 
ing iron pipe for 
use where con- 
ditions of serv- 
ice are severe. 


0° e, REGUS Pa 1 offs 


<TONCAN? 


od COPPER *e,9” 
MO-LYB-DEN-UM 


IRON PIPE 


Write for book “Pipe for Permanence” 


REPUBLIC STEEL 


CORPORATION 


“BRE” 











GENERAL OFFICES YOUNGSTOWN, OHIO 














STO 





KHAM FITTINGS 


for straight lines and strength 





[ RY FOUNTAINS manufactured in Vitreous 
China and Porcelain Enamel, comply with 
all Modern Health Rules and Regulations. There 
is a particular fountain for every individual need. 
Equipped with the Famous Century Automatic 
Bubbler, they are outstandingly efficient. We ask 
you to thoroughly investigate them. 


Century sanirany 


pages xf rund 





INc., 
ILLINols 


CENTURY BRASS WORKS, 


BELLevIL_e, 














AO eae 


(Paragon SE 
y FAUCETS 


MOOTH ball- 

bearing action. 
Patented Semson 
Lock, which makes 
Paragon handles 
easiest to adjust. 
Longer wear-—less 
trepeir. Choice of 
handles. Write for 
folder. 
Through your 

wholesaler 


Ske CENTRAL 


PARAGON DIVISION 


BRASS MM ko (“aA 


CLEVELAND O 











A An. The 8 
"a electric anitor 


FULLY ELECTRIC 
MOTOR-DRIVEN 


Limit ¢ 


TRADE PRICE y Consumer Price 
» HZ Mel @) VP Bh tn 6 
Product of TIME-O-STAT CONTROLS 


Division of Minneepolis-Honeywell Regulator Company 
ELKHART, IND. and MINNEAPOLIS, MINN 





Garage 
Attached 


Sensible 
Rates 


Che Breakers 


— ON THE OCEAN FRONT — 
Atlantic City —_ Ne Je 


Modern in construction, luxurious in appointments and 
convenient to all piers and amusements. 





























howe of the Best 





That’s what you get jn replies from 
a DOMESTIC ENGINEERING 


Classified Advertisement. 


No matter what your problem—if 
you want a job, or a man fora job, 
if you have some used equipment 
to sell or want to buy some, if you 
want to know what the lea ing 
books on plumbing and heating 
are, if you want bids on a job—a 
DOMESTIC ENGINEERING 
Classified Advertisement will solve 
that problem. 








Domestic Engineering 


1900 Prairie Avenue, Chicago, Illinois 
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1,828,011. Soap Dispenser. George D. Widman, Los 
Angeles, Calif. 

1,828,282. Water Softener. Andrew J. Dotterweich, 
Pittsburgh, Pa., assignor to Automatic Water Softener 
Company, Pittsburgh, Pa., a Corporation of Delaware. 

1,828,601. Floor Drain. Richard T. Frye, Blauvelt, 
- ee 




















1,827,861. Hydrant Cock. William Volkhardt, Staten 
Island, N. Y. 

1,827,913. Back Water and Check Valve. Cecil H. 
Rymal, Chicago, Ill., assignor of one-half to George Milsk, 
Chicago, Ill. 

1,828,501. Thermostatic Control Valve. John H. 
Kolts, Crafton, Pa., assignor to Pittsburg Water Heater 
Company, Pittsburgh, Pa., a Corporation of New Jersey. 

1,828,517. Flush Valve. Gordon W. White, West 
Hartford, Conn. 





























1,827,993. Burner Control. Edwin W. McKinley, Los 


| Angeles, Calif., assignor to Merit Water Heater Co., Ltd., 


Los Angeles, Calif. 
® 

Long Island, N. Y¥.—The water supply of Queens 
County, Long Island, is to be increased 12,000,000 gals. 
by the sinking of two new wells, one of which is to be at 
Douglaston, L. I., and the other at Forest Hills, L. I. 
According to the deputy commissioner of water works, 
this project is to be started immediately. 

Westchester County, N. Y¥.—Construction is to start 
soon on a 3,300-ft. section of the Sheldrake branch of the 
Mamaroneck Valley Trunk Sewer in Westchester County, 
N. Y. It is said that this is to be one of the outstanding 
sewage construction projects that has taken place in the 
New York district in some time. 

Oklahoma City, Okla.—Schumacher and Winkler, archi- 
tects, have completed plans for the Coliseum to be built 
here at a cost of $120,000. Bids on the project were 
opened on November 65. 
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8 eents for 
each word in- 
eluding head- 
ing and ad- 
dress. Count 
seven words 
for keyed ad- 
dress. Mini- 
mum $2.00 for 
each insertion. 








DOMESTIC ENGINEERING 


CLA IFIED 
ADVERTYT/ ING 






One inch $4.00. 
Cash must ac- 
company order. 
Copy should 
reach us eight 
days in ad- 
vance of pub- 
lication date. 











Situations Open 





JOBBERS AND SALES AGENTS 

should communicate with us re: a 
money-making proposition now avail- 
able. Write us today. KOIL-LES 
HEATER COMPANY, Geneva, Illinois. 





REPRESENTATIVES WANTED IN 

leading cities to handle highest grade 
line of radiator shields and radiator cab- 
inets. Our representatives earn $500.00 
to $1,000.00 per month the year around, 
above expenses. Full selling plan fur- 
nished. Address Key 256, “Domestic En- 
gineering,” 1900 Prairie Ave., Chicago. 


: Situations Wanted 





ENGINEER, MAINTENANCE MAN, 

age thirty-eight—fifteen years’ ex- 
perience industrial and power piping 
and heating. Desires position any- 
where. Available now. Past two years 
foreman of a Water Softener Manufac- 
turing Company. Address Key 683, 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 





SITUATION WANTED —~ PLUMBING 

and Heating Estimator. Can man- 
age office and shop; design and super- 
vise installations from Power Plants 
to Dwellings. Twenty-five years’ ex- 
perience. Will go anywhere; either 
short or long time engagement. Ad- 
dress Key 80, “Domestic Engineer- 
ing,”” 1900 Prairie Avenue, Chicago, 
Illinois. 





POSITION AS BOOKKEEPER IS DE- 

sired by young man thirty-five years 
of age and married. Sixteen years’ ex- 
perience. Willing to go anywhere. 
Address Key 682, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago, 
Illinois. 





SITUATION WANTED — BY GOOD 

office man. Many years’ experience 
in plumbing and heating office as book- 
keeper, typist, buyer and estimator. 
Will go anywhere. Moderate salary. 
Address Key 681, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago, 
Illinois. 





Lines to Handle 








Men now selling the heating trades 

in Eastern States, as commission 
salesmen, agents, representatives or 
jobbers and not handling competing 
product, may receive consideration 
for distribution of new line of con- 
cealed heaters. In applying, list ter- 
ritory, lines handled, etc. Address 
Key 684, “Domestic Engineering,” 
norng Prairie Avenue, Chicago, Mli- 
nois, 


For Sale 





FOR SALE 

Wholesale and Retail Plumbing 
Business, established 25 years. Did 
over $240,000 worth of business in 
1930. Stock estimated $100,000. 
Located in central Oklahoma. Own- 
ers in ill health. Address Key 659, 
“Domestic Engineering,”’ 1900 Prai- 
rie Avenue, Chicago. 


Miscellaneous 





LAND That Small Job When ESTIMATING 

















—_ Our Pocket - Size Combination 

—1! Estimate - Contract Blanks will 

sa os ti help you. $1 for book of 50 with 

-4 duplicates, promptly mailed via 

insured parcel post,with samples 

++ of other useful Forms, Letter 

‘ ; t| Heads, Bill Heads, Cards, etc. 

===] Louis Fink & Sons Co., 
=e School Building 

| cies | Laurel Springs New Jersey 





The Most Reliable 
PIPE COUPLING BUYERS 


Fo ue Mot mt Gtelttetany 


Write us about your surplus 
pipe couplings 


CAPITOL MFG.&SUPPLY CO. 


550 Nicholas Street, Columbus, Ohio 








Audel’s Plumbers’ Guide 


The standard educator; teaches the 
theory and practice of plumbing, beat- 
ing, steamfitting, gasfitting and sheet 
meta] work. Answers your questions, 
Explains the new short cuts, modern 
methods and inside trade information. 
Easy to understand. A complete refer- 
ence and home study course. Fally 
illustrated, authentic, up-to-date, with 
plumbers code. Four volumes, pocket 
size; price $6 complete, payable $1 a 
month. Write today for FREE Piamb- 
ers Folder. THEO. AUDEL & CO. 
65 W. 23rd St., New York. 














Use this page 
to get 
what you want 





If you are looking for 
competent employes; or if 
you contemplate a change in 
position, have a patent for 
sale; wish to purchase or 
sell a plumbing and heat- 
ing business; second-hand 
machinery or tools; form a 
co-partnership, etc., your ad- 
vertisement on this page will 
put you in touch with the 
people you desire to reach. 


The cost of insertion is 
only eight cents a word and 
may meéan many dollars to 
you. 


























PLUMBERS’ BIN LABELS 


@ 1«; | 
__ RED. ELLS 


Send for ene pow and prices of card holders, 
bin labels and stop valve tags, and free book- 
lets: ‘‘How to Lay Out the Plumbing Shop’’ 
and ‘“*How to Train the Apprentice Boys.’’ 
Hadden Bin Label Co., Haddon Heights, fi. J. 


- NEW AIR 
CONDITIONING 


Is spreading like wild fire. The public 
in general are asking about it— people 
want to know how it will serve them 
in comfort, satisfaction, and to be in 
style with the Jones’s, etc. 


Can You Answer Their 
Questions Fully? 
The INSTITUTE has specialized Air 


Conditioning Courses, for Forced 
Warm Air Plants, Steam and Water 
Plants, large Mechanical systems. It 
is the ideal thing for Shop Owners, 
their Sons, Partners, and all other 
tradesmen to prepare NOW, to be a 
good Salesman later. Please indicate 
your desires: 


0 Home Study Instruction 
(1 Private Class Instruction 


This will be our twenty-second year 
Training Tradesmen, like yourself. 
Full information is free; check your 
Course, write today. Get in line for 
Fall business recovery. 


O Heating, Ventilating and Refrigeration 
Engineering 

O} Special Warm Air and Forced Air Heating 

O) Steam and Hot Water Heating 

0 Air Conditioning for Fan H. & Eng. 

O 

0 








—] 











Plumbing and Sanitary Engineering 
Céntracting and Estimating 


THE ST. LOUIS TECHNICAL INSTITUTE 
4543 Clayton Avenue, St. Louis, Mo. 


Books for Your Trade Library 
A PRACTICAL MANUAL OF STEAM, 
VAPOR AND HOT WATER HEAT- 
ING. By E. R. Pierce. This book cov 


ers practically every phase of heating, 
including vapor and vacuum heating. 
All the fundamental principles are ex 
plained in plain everyday language, 
without any algebra or difficult for 
mulas. The author had years of first 
hand experience and he gives the 


reader the full benefit of it all in the 
manual, Contents: Chimneys, Radia- 
tion, British Thermal Unit, Heat Loss 
from Walls. Heat Loss from Rooms, 
Heat Loss from Windows and Other 
Building Units, Piping to Steam Ra- 


diators, Pipe Sizes, Selecting foilers 
for Steam Heating, Boilers, Heating 
Boilers, Coal as Fuel, The Heating 
Value of Various Kinds of Coal, Rating 


of Boilers, Testing House Heating 
tollers, Hot Water Heating, The Cir- 
culation in Hot Water Heating Sys- 
tems, Open and Sealed Tank Systems, 
Pipe Sizes, Radiators, Vapor Heating 
Systems, Vacuum Pump Heating Sys- 
tems, Vacuum-Vapor Heating Systems 
316 pages, 5%x8%, bound in cloth. 
Price postpaid $2.00. 


Domestic Engineering 
Books Sent Parcel Post Prepaid 
1900 Prairie Avenue, Chicago 
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HOoVwES 


i over 10 years 


Right: Double drain board Monel 
Metal kitchen sink. Made in nominal 
sizes of 72” x 21” and 60” x 21”. 


Upper insert: Monel Metal corner 
kitchen sink. Corner splasher at bowl 
end, drain board either right- or 
left-hand. Made in nominal sizes 

of 51” x 21” and 42” x 21”. 


Lower insert: Single drain board 
Monel Metal kitchen sink. Available 
in both left- and right-hand drain 
board models. Made in nominal sizes 

of 50” x 21” and 41” x 21”. 


for MonEE WENT AE SINKS 


@ Altho new home construction in your community may be Fight Reasons Why Monel 


. . . Metal Sinks are Easier to Sell 
somewhat less active this year, you can still make a wad of 


profit selling standardized Monel Metal Sinks. In fact, your B Rich, lustrous beauty... with a satiny, glass- 
. f : 5 . smooth surface that is easy to clean and 
biggest potential market for this modern equipment is found keep clean. 
in houses 10 vears old, or older. 2 senna —_ sei 7 — = = 
7 itcnen color scneme and eliminates OUuUDdDIeC= 
Most of these older homes still have the original sinks—and some color problems in stocking sinks. 
an ordinary sink that has done kitchen duty for 10 years is just % Rust-proof... highly resistant to corrosion 


° . » iy i ... 8trong as steel. 
about ripe for retirement. You can make big money replacing teil aaa aie iia alll ae aetna 


these dull, stained, chipped and run-down fixtures with sinks of chip, crack or wear off. Less danger of dam- 


age during installation. 
S. " . . ’ ’ 
silvery, life wane Monel Metal : % 10 standardized models and 6 sizes. One-piece 


Make a list of these prospects. Then go after them with construction of heavy gouge Monel Sete. 
. 7 me No joints or seams. Reinforced and sound- 
personal and telephone calls and direct mail advertising. Send deadened. 
them Monel Metal Sink letters, booklets and other free liter- @ 31% more working space than an ordinary 
And } . ee ‘th M IM ’ sink of same nominal size. 
ature. And be sure to tle up your activities with Monel Meta > Raien anetethis annem tie end eanenne... ta 
Sink national advertising. The force of this hard-hitting cam- stalling, stocking and handling. 


Standardized construction and quantity pro- 


paign will make your own efforts doubly effective. Rallies aadiaiie Seas toninas “ellis eatadh 


Just drop us a line if you haven't had our sales aids. of the average purse. 
THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, N. Y. 


THE INTERNATIONAL NICKEL COMPANY, INC. 4 


67 Wall Street, New York, N. ¥ 
Gentlemen :— I am interested in Monel Metal Sinks. 
Please send me complete information on these 
sinks and samples of the selling helps for Plumbers. 





Mone! Meta! is a regis- = A HIGH NICKEL ALLOY 


to a technicaiiy con- 
NICKEL ALLOYS LOOK BETTER LONGER 


trolled nicke|-copper alioy 
of high nickel content. 
Mone! Metal is mined, 
emeited. refined, rolled 
and marketed solely 
by International Nickel. 


Uy Jobber is 














Jdobber’« Addreas 


Wy Name is 

















Your Address) DE 11-31 





DOMESTIC ENGINEERING November 14, 1931 


THE VOGEL NUMBER TEN CLOSET 
ON THE ENDURANCE TEST... 


has flushed continuously 
since July 16.1929... 





T has flushed night and day 366,421 times with 


only one washer renewed. Tell your customers about 


the Endurance Test. It represents absolute proof of 
what Vogel Closets will do under actual operating condi- 


tions in schools, factor- 











ies, and institutions. 








Literature imprinted 
with your name and 
address sent prompt- 


ly upon request. 


JOSEPH A. VOGEL 
COMPANY 


Wilmington, Del. St. Louis, Mo. 











This is absolutely the finest closet for installation in 
schools, institutions, plants, factories, waiting rooms 
—any place where a high-grade, fine-looking closet 
is needed, and where it must stand up for years, 


whether it is used or abused. 
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